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ca n hoe it 
push them They re » wel nown pulal the ell 

themsely They do another important thing for you, too—they build trafhle in your store 

US he pit ou sell more of all types of How r stock ind ETT! ; 
United brates Robber 


MOXEES BY BELGRADE 


CAT’S PAW 











FOR CHILDREN, MISSES AND SENIOR MISSES 


: Falistoniles 





A Capital Asset 


in Your Store 


IN-STOCK NO. 7675 


Brown Kip Moccasin Oxford, White Red Kip 2 Strap 
Kip Plug 6%, to 8... B te 
6 te 12 A to 
12% to 3 A to 
3% te 6 A to 


6%, to 8 Bto E 
8, to 12 Bto E 
12% to 3 Bto € 


‘A capital asset in your store''!!! 
Quality shoemaking combined with tailored 
smartness make KALI-STEN-IKS the favorite 


shoe for Children, Misses and Senior Misses. 


[ THE GILBERT SHOE CO., + THIENSVILLE, WISCONSIN 
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HAUPMAnms 


a 
Metro 
Magazines 








We tell your customers that American Girl is a complete line. . . 


She can buy her entire wardrobe of shoes at your store 


288 A Street, Boston, Mass. + Div: Consolidated National Shoe Corp. « today —- more than ever 


9 ea i 


Ladies’ 
Home Journal 


| GABLE. 


Keren 


/ 
‘ 


f 
Pal 


America’s standard of value . 
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“Now, Im dead 
sure about it. 


"Levor's a'took 
all a'my prize 
calves an'kips 
for their 
new leathers!” 


new CLOVER CALF & KIP 
really is something! 


now in ALL COLORS Tanners for 80 Years 





G. LEVOR & CO., INC. 





and White and Black GLOVERSVILLE, N.Y. 
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New in Shoes! 


FLORSHEIM 3 IMPORTED SILKS 


he Danny 
top left; O * 
top right 


center 
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verybody ANOWS Meolite/ 


® NEOLITE 


Not only is NEOLITE the most famous name 
in soles, but its fame heeps growing... 


° . . ' 
growing... growing: 


And what is NEOLITE famous for? All 
America knows! NEOLITE Soles are light. 


flexible, l-o-n-g wearing! 


That’s why the NEOUTE trademark on the 
sole of a shoe is a silent salesman... 
working for every manufacturer who features 
it! You're missing a lot of extra selling 
power if you're not featuring NEOLITE! 
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it again! 
L..aNa again! 


That's right! NEOLITE runs the shoe industry's 
biggest advertising campaigns... year after year! 


Not just “once-in-a-while” . . . 
Not just “every now and then”... 
Not “in one year and out the next”... 


But steadily, consistently, year after year. 
NEOLITE runs the biggest advertising 
campaigns in the shoe industry! 


Here's advertising you can bank on... 
advertising that keeps building public 
recognition and acceptance for the 
NEOLITE name. 


And you can profit by the tremendous 
popularity of NEOLITE: Just feature NEOLITE 
Soles on your lines, whether they’re men’s. 
women’s or children’s shoes. In that way 
youll be adding the selling power of NEOLITE 


to the selling power of your brand name. 


NEOLITE ADS run in all these 


Result? More sales, of course! big national magazines! 


Dozens of leading shoe manufacturers are 


stepping up their sales by featuring NEOLITE. 


GOODYEAR TV PLAVHOUSE 


Alternate Sundays, 


Why not join them? Your Goodyear 


Representative will tell you how you ean. 


TELEVISION 
Ne 


Or, if you prefer, write to Goodyear, 9-10 P.M., EST, NBC-TV Network 


Shoe Products Division, Akron 16, Ohio. 


NEOLITE SOLES 
~~ GOODFYEAR 


MEOLITE, AM ELA wie Eom OLE 7 
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GOODYEAR WELTS* 


Vee our nen late-Spring and Summer line oe. 


Toyo Ender SHOES - LOWELL, MASSACHUSETTS 


Boot and Shoe Recorder 




















ee ee ee se oe ee ee SS a | ee Oe eee ee Oe ee ee mi ‘ ee ee Soares en REPRE S SON Ree Ui eds re bed Cd 
PRODULBOY ¥ HW UO PURI NOA UIYM Sos 











UI pv SITY} YILAA *00} ‘saUO Mau JO sUOTTTIU pur 


*** Spud] pO no Tye Sutas pue Suryoeal aq T].AAA j9G, Ul 


SUTAT] 9g ATTeOT TILA SIITIeIAI IDYIO ZOG‘Q pure OOTIIAA ‘NOK 














uosDpas ay} JO $2)f38 ~.TVANLAVOA Sutpjas-382q ¢ ay} 404 and }xau aag 


‘saoddijs peanureo 7 [njs2puom asayi Ang 01 3101S 
sno out sizui0ysnd Mau AueUI 3uTIg 01 pauBtsap st UoNoWO.d sty AyM 
0} InuTNUOD pynod 344 “IUTod ey? UO 


pe UMNO A 


s Jeu” uonesado- O93 ponulyUuos inoA ynNoyINM ated e [eS 1, UpPNOM OM pue 


SOOTJIAA ST WI Se-Yyonur se snl 


o 
wide y S61 SMD BUT[OIET) YLION ‘ITPLASQUAR AY 
SAVAULK V Od 97/2. 4 2Y5n0g nofi pv} 6 aq }},.nofi— nou 
> 
| oO \ \ q SS \ 
>. saad . i ASS 
>... a a ’ 1° 


» 








19d “S3@qg 194}O pak “syeg UMAI07 YS BY Wile 
’ \\ ‘ VAIS Ko | \pood) Hi ’ “ Pe a ‘ ‘ 
son ? , s IX ) s ) s Li j 
Pa iPou- Sue st mS " st wy | S19)835 s { 





[UyptdIpuoOM [92] SPLPIQULOT **"XPJO1T 10° *°ARTC 


(<9 OM | }8o ) j ] nS \ BS ») PA CES ‘STPND | c cy \ “3 rps j VJuvLu OLS \ } ¢ 


‘MOI BOYS Poo Oqys OU QILIOAR] TNOAN TP urd PO] JJOSUNON Tt a | LUPO] 








“AT ELUR FP OY JO AOGUIOUE ALIAD TO] LUOLT, WOOYD OF SITAIS ATOAOT JO SUDZOG] 1O JUNOLUP WS yd Ast | Wain 
“JUBRST yd WOU SUIYTEM Soyeu OSTNO LOY IR] TOS VAOTS OLIN JUG: SPpRQNULPOY OO lO\\ SUIANG Iv 
UT “SUTYPTEM IO] ATTR rytoocds PIUGISOP SLIP “MUOTpISod dou ‘rorsunids st OS pu p As } OX 2] 1 NOK IATS AQUA 110] 
PELNWPROY Your uo pur NOA Udy sosdey] poo IE °° QJOS OO} ST SuTUOTYysNo SUINP]OL OL NOX UIYM JOOP AQYI MOY IOU St 
{ | t I 








(UNO. dy? UT auIZeSeUI sUY AUdA2 Jo aBed A19A9 UO WdY) asTLIDApE 


pue SoTeIg pouys) ey) Ul sioddtys ITGREWOPUIOD soul ‘ysouy ody) no UIN) 


SIATISINO PIPpPTY IOAIU IA IA, 
~~ 


NOX ST STU |, 


dYO)D AOHS OOTTAM 


mols $daj8 UOTP}IUL D 4O—Gaj38 2UuG:) 


YON 


IG) wWunol 10 peRowsul é NON QAI O} 97OS Qu Ul lqqna 





1D] ANON UOTYSNO spr I rod 
SUOTTTIU AQ M STeY T 8 yp AQ 
tO TOU MOY SI] PIOS 1 UO 


lOPLLOD woddiys JO JSO] JRO UT 


{ 





a 


Gaily printed corduroy zp hoot for 
infants. Available in seven color 
and pattern combinations. Mothe 
like the washahility feature eSpec pall 


during thre oun fr) crawling stave 


The corduroy romeo is a perennial 
favorite in the children’s and misses 
size ranges. With seventeen different 
patterns and color combinations to 
choose from, you can certainly offer 

an eye appealing array to suit the 
individual preferences of any of your 
customers, The FOAMTREAD 
feature of washability is a strong selling 


feature in these sizes ranges, loo, 


The sim ple tailored lines of this 
corduroy slipper offer a styling 
versatility that women prefer Ideal 
for wear all during the day with a 
hhouse-dvess ov slacks Nine colo 


combinations to choose from 


This mesh-gore saddle loafer slipper is 
another favorite with women who 
prefer comfortable, casual footwear to 
wear while they're busy around the 
house. Nine color and fabric 
combinations to select from. We've 
received reports from several dealers 
that many girls even wear them to 
class ...no wonder they're more 
popular than the flouncy, “bed-roomy”’ 
ly pes of slipper §. Washable, of course. 


Year after year, men have shownan 
overwhelmin preference for the 
LOAM TREAD romeo in corduroy 
The light weieht, ru red durability 
and unusual comfort enable you 

to sell them as easily in July asin 
December. Fourteen patterns and 
color-combinations to choose from 


Ti s style also a ailable ad) boys S/20S§ 


There are more than 300 smart styles and color combinations for you 


to choose from. If you haven't received our latest catalog, drop us a line. 


-WELLCO SHOE CORP., Waynesville, N.C. WELLCO 


In Canada. POAMTREAD Slippers are manufactured by Kaufman Rubber Company, Kitchener, Ont 

9 

oommnlueecl. * 
FOR “THE WALK THAT RELAXES’ 


Printed in U.S.A, *Reg. T.M. oreign Pats. and other Pats, Pend 





now its 
toes out- 


CONTINENTAL 
STYLE 


STONE DELDICALF + 18393 


LONG the Italian Riviera, in all the smartest continental centers you 
can see the world’s best dressed men —toes showing— in shoes like 
Stetson’s Latin Strap and Tie. 
America’s fashion conscious males have adopted this style as readily as they 
have other international fashion ideas. There’s no denying the comfort and 
coolness of the open toe. In appearance it goes right along with the more 
casual trend which is the fashion keynote today. 
The finest French leathers go along with other luxury touches such as 24 
carat gold plated buckles and complete leather linings. Priced to retail 
$26.95 — $55 in Alligator. In-Srock for May delivery. Be the fashion leader 
— be first with Stetson’s open toes! 
Tue Srerson SHor Company, Ine., South Weymouth 90, Massachusetts 
New York Office: 475 Fifth Avenue. 


LATIN STRAP & TIE BY 


ae. 
cS Seosasheak 


,STETSON, ) 


BLACK DELOIBELL+ 1830 


STONE DELDICALF + 1647 


GENUINE BLACK ALLIGATOR+ 1842 


GENUINE BROWN ALLIGATOR + 1643 


HONEY DELDICALF + 1845 


ALLOVER BLACK DELDIBELL «+ 1640 


OLIVE DELDICALP + 1644 





500 MILLION PAIRS 


Proven over a pe riod of vears and becoming inc reasingly popular, 


of children’s 
S AQUA-TONE retains its original high-gloss flexible finish... will not 

j ae hie down” or “drop off? between the packing room and final sale. You 

treate Ww will be delighted to find that this spray helps prevent blooming nol 


a single spue in 500 million pairs! 


7 Your customers, too, will he pleased to learn that raindrops can’t 
hurt shoes finished with AQUA Pont! 


Aqua- 


WATER REPELLENT SPRAY 


Paule’s AQua-Tone is bemg used by more Children’s slioe manufac- 


turers than any other water repellent spray on the market. 


*% AQUA-TONE — another 


< 


proven Packing Room Spray Finish 


by Paule Chemical ale CH Ee MI! Cc A a CO R P. 


Send for generous FREE sample 


— No obligation of course Charlestown 29, Mass., U.S.A. 











Little Yankee Shock 


\ come first 
with me | 


“First love” of a little girl's 
Easter outfit, shiny new Little 
Yankees that look so 
adorable, feel so natural on 
her little feet 


Little Yankees are first choice 
by mothers’ standards too, 
because they're research 
designed to allow growing 
feet the space they need 


to develop normally 


You'll find comfort 
crafted Little Yankees for 
your girl or boy, tot to 
sub-teen age, at fine 


stores everywhere 


THE YANKEE SHOEMAKERS, Division of Sam Smith Shoe Corporation 
NEWMARKET, NEW HAMPSHIRE 














with BEGGS and COBB 


PRODUCTION ... new facilities and new methods to 
provide an uninterrupted flow of the finest side leathers. 


RESEARCH ... new standards of excellence for side 
leathers and new tannages which anticipate future 


style needs. 


STYLE... new interpretations ...in tannage, color and 
texture . . . of style information gathered from all major 
world markets. 


Beggs +Cobly uc. BOSTON, MASSACHUSETTS 


TANNERS OF SIDE UPPER LEATHER 


.% 
, 





LOOK TO 


TYyER 
for popularly priced 
fast-selling casuals 


The LIGERO 


ab . . fa Bl 
Ihe modern styling and construction of Tyer <porn 


casuals...offers your customers top quality 
and comfort at moderate price. Kach shoe is beauti- 
fully made... in the most popular colors. 

Both the Ligero and Scampeze are available in a 
wide range of women’s and misses’ sizes. The Corsair 
sells across the board — for men, women and children. 

Tyer style and quality are attracting more 

yer st) jualty are altré E 
and more customers. More and more dealers 
are finding that Tyer footwear is The MEN'S CORSAIR 


made right... priced right for more sales, 


Ow 100+ Se Annivouany 


TYE R Zim 


ANDOVER, MASSAC US ETT 








Footwear Division, Andover, Massachusetts 


TYER RUBBER COMPANY 
Gentlemen: Please send me the latest Tyer Price Lists on Canvas and Rubber Footwear 


| STREET 
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NEW VENTANA 


Another Red Ball first—this new transparent 
Vinyl sandal brings the '‘see-through’’ look to 
casual shoes. Priced to sell—and profitabl y— 
at $4.95. The Ventana is available for immedi- 
ate shipment in six striking colors: Navy, Cafe 
Brown, Coral Glow, Turquoise, Black and White 
See your Red Ball footwear salesman now 


Red 
=F-1 


puts you a step ahead 
with the newest tn 


. 


U 
FB ws 


Ney “i 
M/ id 


- aX WA J °? 


Display this stunning 


spring and summer footwear EARLY — 





enjoy a longer selling season! 


Loaded with customer ‘“‘come-on” 
that’s the new Summerettes line of fabric casuals. 
They have the looks, the label and the 
price tag to sell themselves right off the shelves! 
Display the new °56 Summerettes now. 
The smashing colors and smart styles will help 


you clinch those extra early-bird sales. 


Illustrated: five of the 
many styles from $3.95 to $5.95 
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Widespread National and Local Consumer Support 


The folle April 


ments wi 


wing big-space advertise 


be building demand in your © Full color 4 


May 6 


page 
crea 

n GLAMOUR 
PARADE 


@ Fy r page May ® Large space 


@fy page ir selected markets 
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newspa 


22 and METRO 
n PARADE 
METRO, May 2 


May 6 


per 


March 


SLING-C¢ 


By BALL-BAND -« 


LUCKY SHU 


OOLER 


Mi 


shawaka 


Indiana 


LAGUNA 











tweedy Pook in Qrathern 


... because our unique Llama-process brings the natural 


grain of magnificent calfskins into bold relief. Only 


Llama®-Finished Calf has this superbly casual 
“textured look’’... the look of easy-going elegance 


American taste prefers in the Fall. 


Feature Llama® in new Mahogany—or in any one of 
five other warm and woody tones. Each subtle color highlights 


the texture that makes Llama”® a natural Fall 





companion for America’s classically casual fashions. 














BARRETT. & COMPANY, INC. 
NEWARK! As ‘(NEW GERSEY, 


















OUTLOOK 


A Cause That Commands Support 


CompetiTION is the driving force of our free 
economy. The spark plug of competition is sales pro- 
motion. In the broad meaning of the term, promotion 
includes advertising, publicity of all kinds, merchandise 
display and modern salesmanship, which is largely 
based on the idea of suggestive selling. 

The 


which we are most familiar are mainly competitive, both 


advertising and promotional activities with 
in purpose and method of operation, They represent 
the efforts of individuals or firms within an industry to 
enlarge their share of the sum total of business that 
exists within that industry. The objective is to gather 
as much as possible of what there is, and if need be 
take as much as possible away from the other fellow. 
Since the free enterprise system depends upon com 
petition to maintain its freedom and protect the public 
from poor service and unfair prices, these more ag 
gressive forms of promotion are, within reasonable 
limits, justified and essential. 

But aside from the highly competitive forms of sales 
promotion that exist within an industry, there is another 
kind that has in recent years been attracting more at- 
tention and gaining an increasing number of adherents. 
This is the kind that is essentially co-operative, at least 
within the particular trade or industry in which it 
happens to be functioning. It is still competitive in its 
relation to other industries, but its object, instead of 
being to take business away from the more immediate 
competitor, is to expand the sum total of business that 


its industry enjoys. 


By enlarging total sales, co-operative promotion aims 
and expects to provide an opportunity for everybody 
in an industry to sell more merchandise and earn more 
profits. This industry-wide kind of advertising and 
sales promotion seems specially designed to fill an 
urgent need in certain kinds of business. It can be 
particularly useful to a line of business which, for one 
reason or another, has shown a backward tendency or 
one whose claims to customer consideration have not 
been fully recognized. We have all heard the story of 
the advertising campaigns that proved successful for 
the California orange growers and for the apple grow 
ing industry of the Pacific Northwest. The idea of ad 
vertising such natural products was new and challeng- 
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ing; it attracted widespread attention and apparently 
won a high degree of success. 

Shoe people naturally dislike to have their business 
considered backward, and yet the figures indicate that 
total shoe sales have in recent years represented a 
the 
dollar expenditures, This fact has undoubtedly been the 


ae 5 
diminishing percentage of American consumer's 
motivating influence that, more than anything else, has 
turned the attention of the shoe trade toward thoughtful 
consideration of an industry-wide co-operative pro- 


motional campaign 


Anp so, after much discussion and careful weighing 
of all of the factors, a start is to be made on a more 
comprehensive program of shoe promotion than any 
co-operative effort that the industry has undertaken in 
the past. A fund of $200,000 is being sought for the 
pilot project that is now contemplated and which is to 
be launched under the auspices of the National Shoe 
Institute. If it attains the success that is hoped for and 
anticipated, the shoe industry will be on its way to 
bigger and better promotional endeavors in the years 
to come, 

There should be no serious difficulty in filling this 
year’s relatively modest campaign chest for the benefit 
of an industry as substantial, essential and well 
organized as shoes. The American Institute of Men’s 


and Boys’ Wear, Ine. 


and already made substantial progress toward the at 


has set its sights much higher 


tainment of a similar objective. In a one-day “Phon-a- 
thon” drive staged in mid-January, 150 new association 
memberships and approximately $250,000 are said to 
have been pledged. In this opening offensive of the 
campaign 47 association directors representing the 
men’s and boys’ apparel industries gave an entire day 
to telephone solicitation and appeals to members and 
prospects. Can shoe business afford to be less diligent 
and generous in its support of a more conservative but 
no less needed effort to improve its present position and 
encourage future expansion? One need only consider 
the probable alternative of continued decline in the shoe 
trade’s share of consumer purchasing to find the answer 
An industry as strong and united as our own, and one 
that has already co-operated so effectively in’ many 


worthy projects, can hardly fail to meet this challenge. 


21 








. Beckwith - 


combines 
.three companies.’ 
intoa 


motdet Hlexible untt 


Beckwith Manufacturing Compgny announces merger with its 

wholly-owned subsidiaries, Ardey-Rayshine Co. and Felt Process 

Company. The business will continue its operations under the new 
= 


name of Beckwith-Arden Inc 


A new modern plant, designed and conditioned to permit the most 
efficient utilization of manpowey and equipment, will augment 
production of the widest range ,of advanced box toe styles and 


materials ever available to the shpe manufactures 


The sales personnel remains unchanged, but service to customers 
will be expedited all along the line 

. 

° 

° 


Beckwith-Arden Inc 


203 Arlington Street - Watertown, Massachusetts 


SUBSIDIARIES AND AGENTS 


SUBSIDIARIES: Beckwith Mfg. Co., of Wisconsin, Milwaukee * Beckwith Box Toe, Lid., Sherbrooke, P. O 
Victory Plastics Co., Hudson, Mass. * Safety Box Toe Company, Boston, Mass 


r 


AGENTS: Wright-Guhmon Co., St. Louis, Missouri * Dellinger Sales Co., Reading, Pennsylvania 
The Geo. A. Springmeier Co., Cincinnati, Ohio * Factory Supplies, Inc., Milwaukee, Wisconsin 
EXPORT: Raiph §. Wilder & Sons Co., Boston, Mass. * Colin Bailey, Port Elizabeth, South Africa 
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FAMOUS BOOTS FROM THE HISTORY OF FOOTWEAR 


/ 


} if 


Etrascan boot bY» ima 80 
of 00 B.@. p ~G 16 


one 


This leather sandal in 
buskin style blended the 
Grecian mode with a 
touch of the Oriental. It 
was greatly liked by 
both Greeks and Romans 
and was adopted by 
both men and women. 





a 
“;/ 


TODAY eee top honors in 


popularity go to Acme Cowboy Boots that 
capture the romantic flavor of the Old 
West. Authentic in design and color, 
these boots are made of the world's top 


quality leathers by the finest craftsmen 


RETAIL PRICES: 
infants’ — $3.95 to $6 95, Boys’ and Girls’ — $4.95 to $12.95 


ACME BOOT COMPANY Ladies’ and Men's — $12.95 to $19.95 
Clorksville, Te 
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nacelle. fashion 


quality styled in 


WUNME chen 


Evans Leathers are used consistently in 


high fashion Jocelli Shoes by LeMar Shoe 


- bf 
hg 


ie 
Ay, ’ 
NS q 
\ 


Hand lasted, custom made, 


4 / Company of Haverhill, Mass. Why? Consistently dependable 


quality. Every manufacturer and retailer may 
in navy, brown or black 


Evanette Suede with matching 


; depend upon Evans Leathers for the high quality, 
Peerless Kid trim 


uniformity of grade, fashion-right color, 


‘ 
j 4, 
' “gy superior finish, and pliability that add so much 
"i to the quality, style and salability of fine shoes. 
er 
The Hele & hun, Leafy 


on v05 Qiality Leatteeis 


( JOHN R. EVANS & COMPANY 


Camden, New Jersey « Est. 1857 


A MEMBER OF THE KID LEATHER GUILD 
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caprice 


italiano 








gloria 


New notes in the 

italian symphony of 
fashion ...composed by 
Viner, of course. 


Ot better stores everywhere, Or write 


VINER BROS., INC., Bangor, Maine 


Established 1905 


{nother in the New Series of VINER ads appearing in GLAMOUR © CHIARM © MADEMOITSELDI 





THE ORIGINAL SQUEE GEE SOLE 
— Another sales-clinching FIRST 
from BILTRITE 


SMART BOTTOM DESIGN adds to 
selling appeal of any shoe 


NURON-CREPE COMFORT, lightness, 
flexibility and long wear 


NON-SLIP WET OR DRY due to 
special Biltrite Squee Gee design 
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BILTRITE 


QUEE 
= 


CREPE SOLES 


AMERICA’S MOST COLORFUL AND SAFEST SOLES... 


Biltrite SQUEE GEE Soles have the big dramatic features that multiply shoe 


sales. Rainbow of fashion colors to add eye appeal. Exclusive non-skid, 


non-slip tread for sure footing on wet or dry surfaces. Plus the proven 


comfort and sales appeal of famous Nuron-Crepe. 


Squee Gee design is also available on Biltrite Saf-T-Cel Neoprene Soles 


s 
Ce 


A! 


+ MAGATINE 


ye 
HEELS AND SOLES 
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FROM THE WORLD'S LARGEST PRODUCER 
OF SHOE SOLING MATERIALS 
AMERICAN BILTRITE 


RYVUBBER COMPANY 
CHELSEA 50, MASS. 


In Canada: American Biltrite Rubber Co. (Canada) Ltd., Sherbrooke, Que 
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Boru the men who wear them 
and the men who make them prefer 
the quality look and comfort of these 


fine shoes! They are Foot-So-Port shoes 


made with Rue ping’s TOMAHAWK leather 


an outstanding favorite the country overt 
Sample 5 of the complete Rueping 


line of fine leathers are 


ulable at vourl! requ¢ sf 


FOOT-s°-PORT 
SHOES 


4 you Care for your feet 


SHOES: Style No. S-135 
Foot-So-Port Shoe Co., 
Forest and Westover Streets 


Oconomowoc, Wis 


LEATHER Rueping s TOMAHAWK 
Color No, 83 


beater for fie thep- 


FRED RUEPING LEATHER CO., FOND DU LAC, WISCONSIN, 
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A Good Shoe Year, or Extra Good, for 1956 


National Shoe Manufacturers Association Economist Sees Business 
Brisk in Any Event, but Producers Face Problems of Rising Costs 
and What to Do about Pricing Policies. 


Tue National Shoe Manufacturers’ Association “mem- 
bership breakfast” at the Waldorf Astoria, New York, 
on February 28 was the right time and the right place 
for some 350 shoe manufacturers, retailers, tanners 
and press representatives to get factual evaluation of the 
potentials and opportunities for doing business in 1956 
Along with the usual breakfast fare, there were “bread 
and butter” statistics as defined by the economist of the 
association and bittersweet “marmalade” spread by the 
principal speaker. 

Sam L. Slosberg, president of NSMA went right to 
the point of the meeting when he indicated: “There is 
a serious purpose behind this breakfast. This association 
believes that its members, just before they make their 
plans and commitments for the coming months, should 
be fully armed with the latest factual information re- 
garding the market, supplies, prices and prospects for 
the future.” He turned the microphone over to William 
Sheskey, National Shoe Manu- 
facturers “What's Ahead 
in 1956.” 


Sheskey indicated that in the first two months of this 


economist for the 


Association, who discussed 


year, the industry has turned out an estimated 108 
million pairs of shoes, an increase of 13 million pairs 
Thus, the 


industry is off to a fast start. He added: “In the past 


over the same period a year ago. shoe 
twelve months, this industry made 590 million pairs 
of shoes. Are we selling that many shoes at the retail 
level? In terms of what we might look for in 1956, | 
think a great deal will hinge on what happens in the 
next four weeks. Four rainy Saturdays like we have had 
could change the picture completely. 

“The question arises many times: Are inventories 
too high or too low? I don’t think the number of pairs 
of shoes on retailers shelves ever determines whethe: 
inventories are too high or too low. Today, when the 
outlook is optimistic, the retailer can have five thousand 
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pairs of shoes on his shelves and he hasn't enough, A 
week from now, business can be very bad. His point of 
view has changed. He can have the same number of 
shoes and now he has too many. 

“If we have a good Easter season, with retailers buy 


ing another Fall season’s shoes in an optimistic mood, 


An audience of interested shoemen filled the great Empire 

Room of the Waldorf-Astoria for the semi-annual member- 

ship meeting and breakfast of National Shoe Manufac- 
turers Association. 


probably better than last 
If we don’t make the turn that way, | don’t think 


1955 In any 


we can have a good Veal 
year. 
we will have as good a year as case we 
are already running along at a rate that would make the 
annual production about 650 million pairs and that 
good A lot this 


iround the country haven't been exceptionally good 


pretty hinges on turn. Retail sales 


In January and February, they have been fair 


some good some poo! 


Regardless of what happens, we will probably make 
than 560 or 


more 165 million pairs of shoes in 1956 


1 don't think the question is whether we will have a 
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poor year or a good year. The question is, will we have 
a good year or an extraordinarily good year? If we do 
have a good year, production-wise, we will have plenty 
of problems facing us. 


When that 


the average wage in the shoe industry 


you consider in the last three months, 
increased five 
cents and it will probably go up that much or twice as 
much shortly, you have the problem of increasing costs. 
When we have increasing costs, we have the problem of 
how much we have to charge for our shoes. As soon as 
you get into the price problem, you have to decide what 
to do to get the shoes at a price, which is one of the 
toughest problems we face. You have to be able to sell 
the shoes for what they are worth and not cause them 
to fall into a specific price bracket. 

“In 


predict that 1956 slaughter will be as high or higher 


terms of raw materials, the livestock experts 
than the 1955 level. The cattle population which is one 
of the important determinants in the level of cattle 
slaughter jumped from 96.6 million head in 1955 to 
1956 in spite of the 
1955 record slaughter. The estimated 
1956 that the kill 


enough to supply our needs without undue pressure at 


97.5 million head on January 1, 
slaughter fo 
indicates domestic will be great 
the supply level. 

“This year, the supply of raw materials for domestic 
producers will hinge on our export balance of hides 
and skins. It is safe to assume that the price levels of 
hides and skins will be greatly influenced by this export 
balance. However, on the basis of expected cutbacks 
in production during the latter half of the year, this 
export balance may not create as much pressure on 
hide prices as it did in 1955.” 

After Mr. Sheskey had thus established the outlook 
and the prospects for 1956, he turned the meeting back 
to Sam Slosberg, who introduced the guest speaker, 
Robert A. Whitney, president of the National Sales 
-xecutives, Inc., an organization comprising about 230 
Sales Executives Clubs here and abroad. Mr. Whitney 
has been associated in a sales executive, advisory and 
consulting capacity to people like Corning Glass, Me- 
Graw Hill, Encyclopedia Britannica, and government 
agencies. Highlights of Mr. Whitney’s remarks follow: 

“Let's look at 1955, It was a record year for you, 
for home building, new cars, new refrigerators 
everything that the consuming public had to buy. 
Weekly average wages rose to $79.50 as a result of 
consumer spending. For the first time in the history of 
our country, we had a prosperity based, not on war, 
big defense spending and anticipation of rising prices 
(inflation), and not as a backlog built up as a result 


of shortages. This was the first consumer prosperity 


in the nation! You people moved the consuming public 
into buying more of your products than ever before. 
This was a dynamic thrust forward by the consumers, 
who refused to listen to dire predictions and continued 
to buy. 

Consumers are going to say whether 1956 is going to 


be a good year. The answer will be found in how well 
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your products and the things that you sell cater to 
the consumer. 

“This is a political year too. It is smart now to talk 
about the problems that the consumer faces, because 
he is a voter. He is the man who will say ‘this is the 
type of administration we want.’ It is also a year when 
the thinking of the average citizen might well be to put 
things off, to see how results shape up. We can put 
sales meetings off, we can put promotions off, and find 
ourselves out on a limb, That’s why it is up to us to 
have that added drive, because here is a force that is 
going to say whether 1956 is going to be a good year. 

“This economy is based on the strength of the con- 
sumer. If we have the kind of goods he wants, we don’t 
have to worry. We travel all around the world, visiting 
with business leaders and have found that we, in the 
United States, have been handicapped because we have 
no single term that expresses our way of life. We have 
been faced with the problem of being short of a word 
that expresses the way we do business and we have 


coined the word ‘CONSUMERISM’—an 


signed for the consumer 


economy de 
and the success of out 
economy is not what we produce but rather making 
people want things before they need them. . . 

“There are challenges to the consumer markets all 
around, There is nothing standing still. Half of all the 
refrigerators are out of date; we have a replacement 
market of 41% million cars and when color TV comes 
the end of this year 35 million TV black 
This ali adds 


up to a terrific boom market in this country. Heavy 


in at and 


white sets will be considered obsolete. 


construction, public highways, public buildings and 


home building $21 billion in home improvement 
alone. Don’t think that doesn’t mean added interest in 
your industry 

“Next comes the challenge of consumer credit and 90 


of the 


credit. We have faith in the consumer. We know his 


per cent business in this country is done on 
status has changed, He used to fear that he would lose 
his job. Today he has unemployment insurance. He 
used to worry about being hurt on the job. Today 
disability insurance takes care of that. Today he doesn’t 


W e The 


worried about doesn’t 


have social security. 
the future. He 


have the fears that used to make him hesitate to go out 


worry about old age. 


consumer isn’t 
on a credit limb. Our assets are 20 to 1 compared with 
the liabilities and consumers are betting on that because 
they know we have a great future ahead. 

“We have to set up psychological factors that will 
make people want to buy more products. It's easy to 
trade people up if you have the smart, psychological 
factor that will convince them, | believe there are four 
basic motivations to cause anyone to do anything: 
(1) Desire for security; (2) recognition for the people 
who work for us; (3) responsibility——a sense of belong- 
ing and being part of the same team; (4) desire for new 
experiences, desire for growth—-people want to try 
something new and you can give the spark to make 


them want to buy more of your goods.” 
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Seymour Troy Talks on Style before NSRA 


Cum AXING four days of trade shows, the National 
Shoe Retailers Association Style Conference, held Feb- 
29 at the Plaza Hotel, New 
the main points of style thinking with reference to Fall 


ruary York, summarized 
colors in women’s shoes and methods of merchandising 
them. 

Presiding at the meeting was L. k. Langston, executive 
vice-president of the association, who introduced as the 
first speaker the association’s new president, Steven J. 
Jay, of Detroit. He welcomed members of the trade to 
the Style Conference. 

Kathleen Casey, editor-in-chief of Glamour Magazine, 
covered three main topics: color, foreign influences 
and 


contemporary Using 


of Fall 


chosen by editors of her magazine, she discussed 12 


merchandising problems. 


swatches leathers and ready-to-wear fabrics, 


colors in each category. In the leathers, she showed 
four browns and two more neutral tans. In the four 
true browns, shades ranged from a “dark bitter brown” 
to a “grayed brown aniline” to a “lighter grayed brown” 
in the taupe range, then to a “warm golden brown.” 

Two greens, a deep spruce aniline with a bluish cast, 
and an emerald in a grained leather, were included. 
Two reds were swatched, a deep red antiqued aniline 
and a scarlet matte surface. Finally, a bittersweet shade, 
verging on the orange, was shown. 

Ready-to-wear fabric colors followed very much the 
same colors. Tweeds were again stressed for the com 
ing Fall season but with new character, bolder and 
thicker. Very striking among these were a multi-color 
with a strong red theme and a black and white “magni- 
fied” tweed in a herringbone weave. 

Study of the recent openings of Summer clothes in 
Europe did not point to any radical change which would 
influence American styling, Mrs. Casey noted, Neither 
colors, skirt lengths nor shoulder shapes were strikingly 
different. 

The chief problem in successful merchandising of 
shoes today, she considered, lies in the lack of excite- 
ment in presenting them to the consumer. Retailers feel 
insecure in their knowledge of the style picture and so 
they do not promote and sell the shoes with the en- 
They 


should take a new look at these customers in the light 


thusiasm required to increase pairage sales. 
of changed ways of living, she said. More leisure has 
led to more travel and more kinds of clothes and shoes 
for different climates. 

“Women are on the go. Everywhere you turn women 
are busy, busy people and they can’t go barefoot. There 
are other factors to be considered. Women live longer. 
They 


better. They have more money to spend. In a few 


have better figures and so can wear clothes 


years all the girls born during war years will be ready 


to buy women’s shoes.” 
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Seymour Troy, well-known for many years as an 


original designer and custom shoemaker, was the sec 


ond speaker on the program. His subject was “Shoe 


Romanticism.” Combining humor and down-to-earth 


recognition that the shoe industry must be a money 
making business, he ranged from romantic customs of 
ancient times connected with the wearing and uses of 
shoes to express friendship and other sentimental emo 
tions, to a tribute to leaders in the American style shoe 
industry in the past half-century. 

things 


Style and fashion are two entirely different 


he emphasized. “Style is the expression of a way of 
life, whether in the theater, in the medical profession 
or anywhere else. Fashion is the acceptance of that 
particular style for that particular period, or later, and 
does not 


is something for the multitude. If a style 


become a fashion next year, it is a nightmare. If it 
does, it is a dream,” 

Concluding his talk with a showing of slides of his 
own designs, he gave graphic proof of his originality 
of thinking. Here soles became parts of the uppers and 
ornamentations were integral parts of the uppel 


Mr. 
to he 


lroy, it is interesting to know, has been invited 
the Mayor’s Committee to further 


New York the 


a member of 


the program to make leading world 


of fashion 


center 


Interesting New Style Ideas 
Revealed at Shoe Products Show 


Goop attendance and plenty of enthusiasm marked 
Allied Shoe Products and Style Exhibit 


the semi-annual 
held at the Hotel, New 


closing days of February. Manufacturers 


York, in the 


represe nta 


Selmont Plaza 
tives from both style and production departments, as 
well as company heads, swarmed through the corridors 
and exhibition rooms. They came from all parts of the 
and from Canada to learn what new in 


country was 


lasts, heels and designs, in soling, heel, lining and 
upper materials and treatments, in braids, bindings and 
ornaments Of all kinds. 

Exhibits of last manufacturers indicated that tapered 
toes are still gaining favor. One last maker pointed to 
shoes, 


The 


look” was a term used to describe the men’s narrowed 


their introduction into open toe moccasins, 


children’s shoes and men’s styles. “continental 


toes, 

In heels the trend was toward a wide range of heights 
Considered as very important were the plastic covered 
heels, tested and found to be practi ally unbreakable 
Heel ornamentation was a feature of the trimming and 
ornament exhibits. The treatments were of many kinds 
fransparent heels and jewel-ornamented 


ones were 


often seen, 





Everything pointed to a good season in shoes with 
part fabric uppers. The growing popularity of elas- 
ticized shoes was given as one very good reason for 


this trend. One of the leading style houses showed 
five elasticized fabrics: silk faille, flannel, worsted, 
rayon velvet and silk satin. Another reason for looking 
forward to a good fabric season lay in the kinds of 
fabrics now being made available to the shoe trade. 
Many of them are of a kind that will look suitable in 
street shoes. With such a strong style trend to shoes 
in two leather surfaces or colors, it is easy to see that 
designers will be interested in putting some of their 
combinations in leather with fabric. 

Among the fabrics shown at the Belmont-Plaza which 
lend themselves especially well to street shoes were the 


in one room a knitted tweed—the silk failles, 


Labor Leader Urdes 


sé , 
Lavor and management in the shoe industry can no 
longer afford to function as segregated operations and 


tweeds 


as though they had little in common,” declared John J. 
Mara, president of the Boot and Shoe Workers’ Union, 
AFL-CIO, in a talk before a regional meeting of Inde- 
pendent Shoemen at the Belmont-Plaza Hotel, New 
York, February 27. 

Mara told the shoemen. “We have reached a point 
where cooperative spirit alone is not enough. We must 
now apply concrete acts of cooperation to help build 
a greater prosperity for management and labor alike 
Who can draw a clear-cut of 
the of manufac 
turers, retailers, shoe industry labor, the tanners, and 


All these 


groups have the same common objectives; to sell more 


in this industry. line 


demarcation between interests shoe 


the allied trades? Actually, there is none. 


shoes and create a constantly expanding prosperity in 
the industry. If we are all linked together in a har- 
monious whole by way of our separate functions, then, 
why is it we cannot work together as a cooperative, 
harmonious whole in our common objective?” 

Mara’s talk took on special significance, as it marked 
the first time that a top-level labor union official has 
been invited to address an organization of shoe manu- 
retailers. Sam Sullivan, president of 


facturers and 


Independent Shoemen, in introducing the speaker, 
pointed out the interesting fact that Mara, president of 


the BSWI 


worker, a traveling 


since 1929, was formerly a factory shoe 
salesman and plant executive for 
firms, and had also fitted and sold 


shoe manufacturing 


shoes in retail shoe stores. 
Mara said that the earlier offer of his union to con- 
tribute $106,000 annually to any 


promotional fund designed to increase the sale and con- 


industry-sponsored 


sumption of shoes, was “still available.” He re-empha- 
sized that this was a “no-strings-attached” offer. “Our 


union is vitally interested in helping to build a more 


32 


the pleated failles and satins and, especially important 
with one house, some worsted blends, and the flannel 
which we saw in one show room, Besides these, velvet 
was also being talked of as a material for street wear, 
as it has been at times in the past. 

For indoor or evening wear there were, of course, 
many fabrics. For house slippers and TV shoes, there 
were satin, velvet, velveteen, chenille, quilted materials, 
brocades and prints. 

Also continuing and very important were the vinyl 
Both 


plastics and colors were shown. Some of the laminated 


plastic upper materials. transparent colorless 
vinyls with designs were extremely pretty. One plastic 
embroidered in a leafy design in gold and also in silver 
was outstanding. 


The ornament houses had many kinds of styles. 


0-operative Promotion 


prosperous shoe industry, for it holds promise that the 
nation’s 250,000 shoe workers can share in that greater 
prosperity, along with all other segments of the indus- 
try. That, fundamentally, is the simple ‘motive’ behind 
our offer. And this is merely one example of what we 
mean by ‘concrete acts of cooperation’ wherein labor 
and management can work together in areas of mutual 
interest.” 

Mara pointed out that for nearly two decades the 
Boot Shoe Workers 
“actively in promotional efforts to sell more shoes to 


and Union has been engaged 


the American public.” He mentioned as one example 
the annual Union Label and Industries Show, a one- 
week educational exhibition held in a different major 
city each year, and one which draws a public attendance 
ranging from 500,000 to over 1,000,000 persons. 

Each year, he explained, the BSWU prepares an 
extensive educational exhibit of shoes representing the 
products of a wide variety of manufacturers. Tens of 
thousands of people visit this shoe exhibit and learn 
something about the making of footwear. In addition, 
dozens of pairs of shoes are given away in free contest 
drawings. Further, all visitors are informed where the 
exhibited shoes can be bought from local shoe stores. 
An impressive number of “extra” sales are reported 
by these local stores as a result of this program. The 
exhibit costs the BSW Union about $15,000 a year, o1 
a total of $300,000 in the last 20 years. 

President Sullivan touched on the subject of big 
and small shoe business and also echoed Mr. Mara’s 
plea for cooperation in footwear promotion. 

“Admittedly, the creation of new shoe business is no 
simple thing. There is no pat formula, such as passing 
the hat, hiring a P/R firm and an advertising agency, 
then sitting back to await the flood of greenbacks. 
Surely there is a pressing need for industry-wide pro- 


motion; upon that I’m sure we are all agreed. 
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fhe most wanted 


quality line in 


America! 


Our dramatic new 4-color national advertising 


ampaign in America’s cla 
publications will be seen and read by millions of style and quality aware mer 


It hits straight at the heart of today’s most potent men 
selling idea the trend toward richer styling, greater luxury 


correct coordination of attire 
lt isa highly influential campaign 


destined 1¢ 


zoom the demand for Foot-Joy Shoe 
Be ready to sell this ready-made market. Call or write u 


One of our representatives will give you the whole F 


story and show you our new store promotion plar 


carefully integrated to help you cash-in 


the nation-wide Foot-Joy 


influence 


Style 6516 —-a two-eyelet Blucher in finest 
rust alligator. (6517 — Black alligator) 


FIELD AND FLINT CO 
Brockton 68, Mass 


Style 5500-—Black and yellow saddle 
golf oxford 


5501--Black ond red 





HIGH FASHION 
means 
KID LEATHER 
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SURPASS LEATHER CO TAN-ART CO INC 
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—=Hubschman’s—— 


—— Tat Calf—— 


E. HUBSCHMAN & SONS, INC. 


fas PHILADELPHIA 23 
@ 


FASHION OFFICE: EMPIRE STATE BLDG. 
NEW YORK 1 


ellini SHOES, PHILADELPHIA 22 + BENGAL PUMP PICTURED IN HUBSCHMAN’S CALF 


507 FLIGHT BLUE + AVAILABLE ALSO IN 516 BASQUE RED, 3350 FRENCH BREAD, 500 BLACK + HIGH OR MEDIUM HEEL 
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Toe Contour 


For toe comfort and that “‘showroom” look 
in the toe area... rely on “‘Celastic.” 

Use “Celastic” for firm box toes, “Soft Box Celastic” for supple 
but resilient toe area support. Either material can be 

depended on for faithful performance and good looks. 


There’s a “‘Celastic’’ for unlined footwear, too. 


UNITED SHOE MACHINERY CORPORATION «- BOSTON, MASSACHUSETTS 
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‘Over 1700 dealers 
anelyouThere’s no business like 


all yous — with a franchise wrapped around it 


There are two ways to merchandise juvenile footwear. 
You can be a trained-seal showman barking for the business 
of the gallery T. V. watchers. Or you can be a dedicated 
salesman and run your own show with a brand like CHILD 
LIFE . . . reaching out to mothers with the three appeals 
that motivate women. 1) Their concern with better construc- 
tion; 2) Their interest in fit and fashion; 3) Their satisfaction 


in extended wearing qualities. 


Yes, the CHILD LIFE dealer has a great performance 
presentation . . . a solid line, a solid profit and a solid 
franchise agreement that makes him the only dealer in his 
trading area. And when youngsters grow out of CHILD 
LIFE sizes they grow into TOM SWIFT shoes for larger boys, 
and SPORT LIFE shoes for sub-teen girls extensions of 
this golden line. Write today for the happy facts that make 


CHILD LIFE the shoes that pay back best for the retailers 








of America. 


HERBST Shoe Manufacturing Co., Milwaukee 45, Wis. 


New York Office — 557 Marbridge Bldg., New York 17,N.Y. 
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RETAILING— JUMPING “JACKS” 
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Retailing is on the job each and every day, fulfilling 


its service function by satisfying the wants of the 









public. In so doing, it is the important link in the 






economic chain between the point of origin and the 






ultimate sale. 







Philip M. Talbott, senior vice-president of Woodward 
& Lothrop of Washington, D. C., and president of the 
National Retail Dry Goods Association, further out 













lined the retailing picture, when he addressed the 


N.R.D.G.A. and said: 











“In retailing there is a saying that the public will 


buy when stores offer the right assortments of mer- 






chandise in the right styles and colors and at the 






right price. Fortunately, that is the situation which 






exists today. Prices for most goods are at a level 






which the public feels is right. The result, therefore, 






has been a meeting of the minds and pocketbooks. . . 













“The successful merchant in 1956 will make certain 


that his inventories are in sufficient supply to meet 





every consumer requirement. This is purely and 





simply a smart merchandising practice on the cur- 






rent retail scene. Yet, it does not mean that retailers 






should speculate on their inventories. 






“A healthy inventory picture is definitely part of 









retailing’s optimistic viewpoint. 





on A. Tie TEACHER 


JUMPING 





“We face the months ahead with optimism and with 






determination, but we take nothing for granted 






Rather, we realize that our success must come from a 









full realization of all the factors that go into success 










ful store operation and a continuing alertness to | 


conditions and trends.” 


FU. (ben 


Editor Emeritus VAISEY-BRISTOL SHOE COMPANY 


Boor any Store Reconper MONETT, MISSOURI 


economic 
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Bee BREZNER FIRST! 
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TRADE MARK 


Here it is... the spark your shoe styling has been waiting 
for! A gloriously new, truly inspired fashion leather, 
combining the proven popularity of Brezner Buk with 

the fresh impact of COLOR! Soon you'll see it... 
streaking along the countryside, flashing 

across the campus. Yes-wherever smart 

feet travel you'll find Color Buk, 

the fiesta leather of 


tomorrow's footwear. 


Buk-white also available as new as tomorrow 


Send for swatches —- TODAY! Tia ai This design available 


to shoe manufacturers 


Send for FREE sketch 


THE BREZNER DIVISION OF ALLIED KID COMPANY 
145 SOUTH STREET, BOSTON 11, MASSACHUSETTS 


“Fashion Right" Leathers from our Tannery, Penacook, New Hampshire 


ST. LOUIS, MO CINCINNATI, OHIO NEW YORK AND PENN MIAMI, FLORIDA ORIENTAL EXPORT 
HM. B. Avery Co John A. Spille Co Homer Bear Jack G. Mendelsohn Liebman & Cumming 


MILWAUKEE, WIS ROCHESTER, N.Y LOS ANGELES, CALIF San Francisco, Calif 
Horold |. Stewart John E. Graham & Sons Russ White Co 


Handbag Representatives New York, N. Y., Chilewich Sons & Co 


Representatives in All the World's Leading Leather Markets 
As featured in the Brezner “Tomorrow's Shoes ... Today!" Series in BOOT AND SHOE RECORDER 
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‘eingirenciy)) Newsree!l 


by George U. Baker 


Executive Reserve President Kisenhower is callin upon the nations top LOO busin 
lives lo sign up with the overnment as mobilization bosses 

In a new executive order creating what the White Hou 
“National Defense [Executive Reserve Ike calls upon 
Director Arthur S. Flemming to recruit about 4.000) key 
business and industry. 

kach man will be called upon, in turn, to serve tor a limited tine 
overnment job. He will then return to his regular employment ima 
be carried on the government's roster of execulive reserve ollie 
All of these “executive reserve” officials will be expected to jump 
civilian mobilization jobs for the government in the 


attack, 


Able Men in Government Ike has often urged his top officials t 
overnment service. He says 

Po be well governed, a democratic nation 
life citizens who possess high qualities of leadership 


that many able men are reluctant to enter the prurtol 


times of national emergency 


Antitrust Motives The souped up Government drive against any bu 


suspicious is being sparked by several different moti 
1. An honest coneern on the part of the lise 
and the Congress over the dwindling numbet 
Lnited States (kewer and fewer compant ine 
and the trend seems to be accelerating 
y An election-year tendency on the part 
some real or fancied dangers threatenin mal 
}. The realization that uncontrolled 
serious injury to consumers through high 
As a result. you can ¢ pect Con re lo 


this year Phe political climate is favoral 
legislative proposals that shape up as il 
into law 
An Administration 
notify the government well in advance 
Another Administration bill which 
ro to court to block any mergers it vies 


already heen con ummated the Overiilyit 


Calm but Not Dead I.florts to extend the minimum wave to at 
industry this year, although in a relative calm no 
Proponents ol extension prim ipally the 
union, are building up a head of steam 
tough fight later this Sprin The | ‘ 
demanding congressional hearin on the 
The Labor Department, meanwhile 

in 1O communities this year to 
ve will have 


Phe South, the Department now admit me particularl 








Washington 


Newsree!l @ @ @ = = (continued) 




















No New Credit Control Powers 


Puerto Rican Wages 


To Draft Younger Men 





by the new higher minimum wage. The new minimum will mean direct 
increases for about nine per cent of all workers (2.3 million), plus raises 
for higher-paid workers to retain traditional wage spreads. 

Once proponents of extending the minimum wage break through the 
retail barrier, complete coverage of all merchandise and service trades 
will be just a matter of time, most merchandising experts agree. Lack of 


strong opposition could bring the break through. 


Treasury Secretary George M. Humphrey says it’s now official that the 
Administration won't ask for power to tighten up consumer credit. 

Total installment credit now outstanding is around $30 billion, and 
another $8 billion in short-term debt (charge accounts) also is being 
carried on the books of the nation’s merchants. 

President Eisenhower in late January told Congress it eught to 
study” the matter of consumer debt, but he refrained from suggesting 
that new Federal curbs on consumer spending ought to be written. This 
message was followed by speculation within Congress that Ike was 
actually hinting for credit control powers. No such thing, Mr. Humphrey 
says. And he tells the Congress flatly the nation will be better off not 


having any stand-by control powers on the books. 


The government told shoe manufacturers in Puerto Rice to boost their 
hourly wage minimums from 40 cents to 46 cents, effective March 5. 
The higher rate was ordered by the U. S. Department of Labor, after 
listening to the views of employers, employees, and spokesmen for the 
public 

While it is expected that there will be some absorption of the higher 
wages by manufacturers, a number of manufacturers will be forced to 


raise their prices in order to offset the higher cost factor 


Government draft officials are going after younger men to staff the mili 
tary services. In the future, they will induct married men from 26 to 35 
only as a last resort. 

\ new presidential order scraps the former system of calling up the 
oldest draft-eligible men in the 18 to 35 draft limits first and working 
down, Now, draft boards will pick first men from 19 to 25 years old 
who are not fathers, calling first the oldest in this group 

There are some 1.3 million eligible men in this category 

Next call will be for men in the same age brackets who are fathers. 
Phe oldest will go first. There are 150,000 eligible in this group. When 
these groups are exhausted, draft boards will put the pinch on the 26 and 


older class, regardless of whether they are fathers. Last to go will be 


18-vyear-olds 

New system is designed to sharpen up the military and also to cut 
costs. Military officials say older men drafted under the previous system 
we preoccupied and hold up training progress, and that they raise the 
cost of training because of dependent allotments. Men starting their 
service at 26 with an eight-year reserve obligation are just too old. the 


military says. 
[TURN TO PAGE 74, PLEASE] 
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CIMET OE 


Tne SHO# FOR CHILDREN 


dwards dealers are again playing an 


important role in the Easter 
fashion parade . . . fitting their young 
customers in the latest and finest 


footwear styles to match the grown-ups 


TiP-TOP 





Heydays Fall Line will be enroute to your store April 


(This is 3 weeks earlier than usual.) 


Less and less buying is being done at the Shoe Shows 


Regional and National. And that is good. 


To delay purchasing is to force sales down. Disbelievers 


please observe appearance of New Shoes in the (1) Factory 


Owned Store (2) Chain Stores and (3) Factory Dominated stores 


in yout City 


If none are in your city now, delay your buying and 


watch your customers invite them in 


The reason for this NEW policy is to gel back on a 
seasonal basis, from which we should never have departed a 


few years ago. 


Incidentally, you will find all the new SURFACE treat- 


ments in the new Heyday’s Line 


feyteg? 


HEYDAYS SHOES, INC. eee LOCUST STREET © ST. LOUIS 3, 


BEE 
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BOOT and SHOE 


TALK _ 
PA of le 


M ALCOLM P. MceNAIR, Lincoln 
Kilene Professor of Retailing at the 
Harvard Graduate School of Busi 
ness Administration, indicated some 
time ago: 

“It appears that 1956 will be a 
year of moderate advance, a year 
in which inflationary forces will be 
check, a year of 
flattening out, a year in which gross 
total 
sales may well make new highs but 


twelfth 


held in some 


national product and retail 


which, by the time the 


ceivably could witness a number of 


month around, quite con 


business indices in) moderate re 


treal in short, a year of going 


, 
slowly around a not very abrupt 


corner, This is a_ basically opti 


mistic forecast, since it envisages 
no more than the kind of readjust 
ment with which we have had 
experience during recent years. Of 
course, this forecast is barring any 
unexpected ‘monkey wrenches’ that 
might get tossed into the situation, 


such as serious complications in 
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foreign affairs or any snowballin 


ol apprehension amon byuasinne 


men as to COTS 


possible bad 
change ino admin 


November 


quences ol a 


tration ow 
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Piiiap SHERIDAN, manager 


thre womens shoe 
Gladdinge’s, Providence, R. | 


“Business is startin off e! 


departme ni 


ood for Spring and | helieve the 
eason's busine I that of 


When Spring shoes sell 


as early as they have. in the fa 


. will exce 


last Spring 


of wintry cold and snowy weather 
it generally indicates a good season 

‘| believe the bi 
will be the 
krench Bread 


son, the 


fashion theme 
patent leathers and the 
a silk seu 


whole flaxen range will be 


Since itis 
very popular——from the off-white to 
cocoa beige. One particularly popu 
lar feature of krench Bread is that 


it may be weentl color 


with black 


colors. | 


worn as it 
navy and all cocoa beige 
believe that Flight Blue 


will be very good and that it will 
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Phi 

een to lve 
and with consume 

manulacturer 
wonderful pob in ae 
on hoe [hie 
tandin pol 
prelerence 


that are 


Morny sosrrin _ 
Younkers, De 
Retailes 


sSINESS 


wy 


| Minn YOUR OWN BI 


pre 
preventin mereased price 


partly true There are 


plent 
distribution of certain line 
cComimunitie 
tual hor 

Competition 
quate profit 1 
but we think it 
ited We know 


that spend so much time 


effect 


pre ople 


about what other lore 








to the point that their own busi- 

ness suffers, 
“We'd like to 

Your 


retailers that 


suggest a ‘Mind 
Week’ for 


them 


Own Business 


would remind 
that to have a sound business, it is 
necessary to stay in character and 
not try to imitate what every com 
petitor is doing. 

“We doubt that it is practical to 
be all things to all people, and the 
best stores have and preserve their 
distinctions and 


own appeal for 


what is logically their market. 
“We're not suggesting disregard 

of competition on indentical items, 

but we do feel that 


factor that 


price, alone, 


is not the only moves 


people to buy, There are, in every 


store, items and brand names that 
create opportunities for better than 
good 


average mark-up and the 


merchants know how to capitalize 


on them 


l= ES | &) 
4 s ZS 


Da. /y\” 
P. W. LITCHFIELD, chairman of 
the board of 


The Goodyear Tire 


& Rubber Company, Akron, Ohio, 


says 
rea hed 


“Qur great nation has 


a new plateau of prosperity, giving 


165 million Americans the highest 


standard of living the world has 


ever seen, In large measure respons- 


ible for this great progress has 
been a substantial improvement in 
the business climate over the past 
few years when our economic de- 
velopment has surged forward, in 
the face of forecasts of a post-wat 


With 


provement in the 


depression continued im 
climate for our 
free economy, we have every reason 
to believe that we can go on to 
even 


‘Against this 


greater progress, 


backdrop of a 


booming American economy and 


expanding business world - wide, 


business in general and the rubber 
industry in particular face the 


future with optimism,” 
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Epw ARD C. ORR, of the Potter 


Shoe Company, Cincinnati, Ohio 


Says: 


A Oe KETA/L ol 


THRRAKE? 





‘The record-breaking — achieve- 


ments last year and the high 
expectations this year point up a 
simple fact—the of the 
in the L. S. 


“It has been estimated that distri- 


importance 
retailer economy. 

bution of our production provides 
a livelihood for 5 out of 10 
and Retailing is the 
of this distribution. The 


Americans... 
hac kbone 


retailing end of business includes 


not only the salesman but the 


buyer, the decorator, the account 


ant, the advertising writer and 


others who bring the product to 


the attention of the consumer. 
“Production seems to pose few 


With modern 


wor ker Ss 


pr oblems these days. 


methods and machinery, 


engaged in manufaciuring can pro 


duce much more, Management has 


been extremely successful in cutting 


production costs and improving 


production methods, American 


venius can meet the challenge ol 


more and more production. But 


\ 


a ee 


production without means of dis- 


tribution is dangerous. It means 
glutted 


machinery. 


warehouses and rusting 


“Production must be matched 


with efficient distribution. This puts 
a responsibility on the retailer since 
a great part of those making their 
living in distributive side of our 
economy are in retailing. If over 


production is to be avoided, it must 


\DEAS SS 
efforts of 


people whose daily job it is to see 


be through the those 


that goods reach the ultimate con- 


sumer, Goods must be moved from 


the shelves to the customer. 


“Vigorous promotion and = ag- 


vressive policy is particularly im- 


portant this year! The retailer must 


be constantly alert to new ideas 


in merchandising. He must know 


everything there is to know about 
selling, administering, and pleasing 
train his 


his customer, He must 


employees well, give them incen- 


tives and help them discharge their 
goods from the 


duty of moving 


shelves to the customer.” 


¢ 
col JO} 


“Better put your rubbers on before you go up, Jim. They tell me it's raining 
up there!” 
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Alpine=-Inspired 
COUNTRY SHOE 


U NUSUAL in its Continental styling and most 
interesting in its use of rich Brushed Calf Leather 
this Alpine-inspired Tassel Moe fills a lon tand 
ing need for an attractive country shoe in the ward 
robe of the well-dressed man, It goes exceptionall 
well with smart leather jacket uch as the Ne 

Zealand Capeskin BANTAMAC by Marcus Breier 
Sons, [ne ivainst which we illustrate our Pattern 
Portrait or with rough tweed or Shetland 
ports coat and flannel or whipeord: slacks cor 
bination Available in’) Brushed Calf, which 

readily cleaned with soap and water, in a range ol 
particularly rich color Stone, Olive, Black, and 
Black with a Gray Plug, it is full leather lined, yet 
is lightweight, flexible, and comfortable ill in 


all, an excellent example of attractive and 


ful styling 


ob ed pee 
rie ees 


— 
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NTY WELL-TRAINED 


S ALESMEN at the newest Allied Store Jordan Marsh 
all 


experienced sales people who have been transferred to 


Miami 


They are ambitious, energetic men and women who 


February sixth are 


that opened to the public 


the klorida location, 


as the general manager phrased it, “are not afraid to get 


the shoes out of the boxes and show them to the custo 


ach of the four shoe sections in the store has 


an individual buyer-manager responsible for keeping 


clerks acquainted with the styles on order as well as 
the stock on hand 

kvery shoe employee knows the merchandise in his 
department thoroughly and he knows how to exercise 
proper customer-sales relations to the utmost. In ad 
dition to previous experience and sales training, all 600 
employees of the new Jordan Marsh department store 
16-hour course, They 


COD. 


hoe sections underwent a two day 


learned more than how to write a handle an 


exchange and ring a sale on the National Cash Regist 
according to the floor audit plan 
Vhe 


the store-wide training program were well grounded in 


10) shoe salesmen who attended the classes unce 


ustomer approae he tee hniques as well as how to follow 
through on developing and concluding a sale 


Salesmen from the men's shoes ladies’ popu ar 


priced, ladies’ better shoe, and children sections apply 
the general suggestions of selling to their individual 
departments. As a result the four sections expect to do 
a million and a half dollars annually. Charge plates are 
honored from the 80 other Allied Stores in the country 
And every customer is measured, 

(,reatest help to the salesmen is the strategic location 
While the Jordan Marsh 
located along what is called the cross-roads of Greater 
Miami on Biscayne Blvd. and 15th Street leading to the 


Miami Beach. the 


sections located 


of the departments store 1s 


the 


Venetian Causeway to men’s 


popular priced ladies’ are along 
cross-roads of the store. 

The popular priced section is in the rear of Jordan 
Marsh directly next to the door. And the rear of the 
the ) the 


customers enter here directly from the parking area 


store is actually front since 75 per cent of 


hor every square foot of selling area in the three story 
modern department store there is a square foot of 
parking space--or room for 1,000 cars to park without 
charge. 

Consequently, the popular priced shoe section is 
trathe 


to either the elevator or escalators that are 


actually a department. People have to go by 
in the center 


of the store, The popular price department is divided 
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Left, Ladies’ better priced salon on the second floor. Dec- 


orations are French Provincial; walls are gold lame 


Right, There are no partitions or curtains to hide the in- 
terior of the store from the street. Waist high displays 
rest on easel backs. 


into two sections with pick-up items like flats sold from 
a counter. Active Moderns and Troylings are sold from 
a room seating 60 customers, So are Penaljo, Old Maine 
Trotters, Selby, Jantzen and Coquettes. 

Still another feature, helpful to the shoe salesmen, is 
the non-conventional architecture of the Jordan Marsh 
department store. There are no partitions or curtain 
drawbacks to close off the street window displays from 
the inside of the store. Instead waist high displays 
resting on easel backs attract the potential custome: 
without spoiling the view into the interior of the shoe 
section, The popular priced section window opens to a 


partially protected outside porch furniture section that 


b with both 
effort is 


and a small girl’s section stocking sizes 2 to 


departments carrying all widths. For every 


made to have shoes available for everyone who crosses 


the threshold, 


goes directly to the parking area, In the front of the store the floor to-ceiling windows 


Shoes retail from $7.95 to $14.95. Plans are under open into the men’s section where the same type of 


way for a tall girls section handling sizes 10 to 12 


three foot high displays invite the potential buyer into 


NALESMEN 0 oo occ 


Phe New Jordan Marsh Store in Miami Has Everything, but the 


Experienced Sales Staff 1s Considered the Most Valuable Asset. 


the store without detractin from the ineten thee 


there are 36 chair 


well as high 


display including Italian raffia Hnports Bostonian how 


mens section where 


Conservative as fashion style ine 


rURN TO PAGE 74. PLEA 


The ladies 


Flats are sold from a counter and other 


thove popular price department is divided 
into two sections 


types in this room seating sixty. 


Right, The men’s department is in the front of the store 
The interior is completely visible from the street 
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bright Future for Work Shoes 


Continuing High Level Employment, Extension of $1.00 Minimum Wage, 


fssure Market. Improved Materials and Constructions Bring Features That 


Will Help the Retailer to Take Full Advantage of It. 


Dissprr cut’ backs in the automo 
hile and parts industry, which dropped 
February employment figures to 7600, 
last November's high of 


national employment, upon 


OOO from 
BS L000 

which work shoe consumption is 80 
vitally continues to run 


high 


industrial, 


dependent, 
January brought an upswing in 


commercial and utilities 


construction, and residential building, 
which had sloughed off, started its sea 


sonal comeback and should continue 


to rise due to more readily available 


mortgage money. Financing for pri 
vate toll roads is on the upswing and 
federal and state highway 


progi aims 


are fast reaching “eonstruction” 
stage 
A real stimulus to work shoe sales 


mn 1956 will come from the increased 


50 


expendable income which must result 
from the extension of the $1.00 Mini 
mum Wage effective 
March Ist 


mean an 


which became 


it is estimated that it will 
increase of some $560,000. 
000 to the national payroll. This in 
crease will find its way directly into the 
pot kets of the lowet income group who 
such a large 


consume percentage 0 


our work shoes, and for whom sound, 
functional footwear is a prime neces 
sity, a first tool of their trade, a piece 
of safety equipment for their feet and 
general health and well being. 

All of which indicates that the 1955 
production of 26,204,000 pairs of 
men’s work shoes will be equaled, and 
possibly surpassed, in 1956. 

The work shoe industry is ready for 


this expanding market with improved 


The features in the illustrations of 
hoots and shoes abou e are dese ribed 
in the accompanying text. 


production facilities, new plants and 


a vastly improved product. Some re 
tailers complained of delayed and in 
complete shipments of work shoes last 


year. Shipment prospects are better 


for 1956 because of these factors. 


and 
work 


planned increases in production 
the addition of at least one new 
shoe factory in the South. 


Increased opportunities for women 


in industry which have come to pass 
in recent years, have made necessary 
the development of specialized work 
footwear for them. Not usually classi 
fied as work shoes, nor for that matter 
rURN TO PAGE 82, PLEAS! 
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Duty Shoes Fill Many Needs 


Not Just Women in White Wear These Shoes. Add to Nurses in Hos- 

pitals, in Doctors’ and Dentists’ Offices, Waitresses, Beauticians and 

a Market You May Have Neglected Homemakers Who Need the Same 
Comfort and Support, But, Preferably in Color. 





Turse are the shoes sper ially designed for long hours 


of standing and walking, often on unearpeted hard 


wood or cold tile floors. Comfort is the number one 
requirement, so promote these shoes for their comfort 
able lasts, good arch support and fit, soft leathers and 
( ushioned soles. 

With all these features and a sufficient depth in sizes 
to fit many types and sizes of feet, you have still another 
major service to provide. The clerk who sells these shoes 
be a 


must be much more than a sales clerk: he must 


very patient, courteous fitting clerk. His test is to have 
a well-fitted, satisfied customer. His, and your, reward 
is to see that same woman returning to this department 
whenever she needs a new pair of duty shoes; and, more 
than probably, coming to your style department for hes 
off-duty shoes. 

Many kinds of women wear duty shoes, from young 
girls just out of high school to mature women. So you 
need to study their differing needs and tastes. The 
girl still in her teens feels happiest in flat heel moccasin 
oxfords. A rubber sole and rubber spring heel are 
comfortable to feet that have been going to school in 
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Reading left to right: High-riding oxford on broad 
low heel, giving maximum support and comfort, a 
Celebrity Grad by Wilbur Coon; Broad tread, lou 
wedge heel and rubber sole in popular duty type 
by Joyce; Full toe room in this leather-soled tie 


on comfortable 12/4 wedge heel by Red Cross 


flat heel moccasins or ballet types 

lor the woman who has become used to higher heels, 
there is the wedge heel duty shoe on several different 
heights. She will probably like around a 12/8 height 
If she prefers an outside heel, there are typical comfort 
12/8 in height, broad enough for 


ol the 


type Ss, again around 


good balance. The main advantage wedpe is, of 


course, the feeling of support and balance that it gives 


the wearer. Preference in toe character also varies with 


the individual so you will need to have a real nature 


last as well as the more conventional shape with broad 
tread. Then there is the question of soles. Some prefer 


leather : others need or prefer rubber or a rubber 


compound. 
And now for that sper ial category, the hard working 


housewife with her twelve or more hours on active 


{ 
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Aided by Friendly Manufacturers, 


7, 


HOWARDS. BA a 0 the night of last August 18, the proprietors of 
Howard’s Shoe Store in Torrington, Conn., were putting 
the final touches to a grand opening of their remodeled 
store, scheduled for the following day. 

At daybreak, instead of sparkling chromium and 
paneled walls, the store was a flooded wreck. Toppled 
showcases spilled their displays into five feet of slimy 
water, Fitting chairs were strewn like wind-blown 
leaves from the shattered entrance to the rear of the 
store, 

Shoe cartons floated amid the debris, Thousands of 
pairs lay ruined in the water-choked wreckage. Mud 
was everywhere. It was a total loss. 

Howard’s was a victim of the northeast flood disaster 
that took more than 200 lives and caused damage 
estimated in the billions, in six states. 

Since that fateful day, Howard’s has again 
remodeled, re-opened and is doing a hustling business 
That the store was able to open only forty days after 
the Naugatuck River burst through the doors is a story 
of community cooperation, unstinted aid by the shoe 
manufacturing industry, and the courage of the owners, 
George, Joseph and Irving Strogatz. They saw the 
results of 16 years of effort washed away by the flood 

“| guess you just get a littke more philosophical,” 
said Joseph Strogatz, thinking about the after-effects of 
that havoc-filled night. “You realize that nothing is 
certain, and you don’t worry so hard, 

“Buzz (George) and | were finishing displays that 
night in the basement, which was going to be the 
children’s shoe and clothing department,” Joe recalled 

“The opening next day was going to be a whoop-de 
do. The mayor had agreed to cut the ribbon. There 
was going to be a program on the local radio station 
We'd run a series of opening day ads. 

“It had been raining for days. We were getting 
resigned to it. The first warning I had of the flood was 
when Buzz called me from a back room, There had been 
some seepage before from under a door, but now | 
saw water coming in from the top of the door!” 

The store is in a group of others near the bank of 
the Naugatuck River. 

“In fifteen minutes the water was rising in the base 
ment,”’ Joe continued, “We tried to move some of the 
stock, but by then the water was coming in so fast it 


was hopeless 
When flooded Naugatuck River subsided last Au 
gust after flood, Howard's recently remodeled store 
in Torrington, Conn., presented a picture of debris awarded to children on opening day. Buzz grabbed one 
and wreckage as shown in photographs above. It 
was the first flood-stricken store in town to reopen 


“There were two puppies in the basement, to be 
puppy and | got the other. As we went up the stairs 
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Hlood-Stricken Store Fights Back 


[nundated by Water, Mud and Debris Following Last Summer's Hurricane 
and Flood Disaster, Torrington Retail Firm Rebuilds in Record Time and 
Now Serves Customers in Fine New Store 


| had the strangest feeling I’ve ever had as | looked 
back and saw the water rising right behind me.’ 

Later the two received medals from the American 
Society for Prevention of Cruelty to Animals for saving 
the dogs. 

Coming out of the store, Joe saw the big Center 
Bridge across the Naugatuck shudder and tear away 
from its foundations under the attack of the swirling 
water. The brothers never did get home that night 

Torrington next day was a city of disaster. Howard's 
main floor was two feet deep in muck and mud. Then 
a spirit of help-your-neighbor swept the little city 

“Friends arrived with shovels and started digging, 
Jue said. “Irving, who’s president of the Chamber of 
Commerce, was working on city relief projects. Buzz 
handled the store « lean-up | worked on getting us oper 
again.” 


One of the “wonderful gestures” that came their way 





was an offer by a nearby sporting goods store to use 
its quarters temporarily. Joe sent out emergency orders 
for stock to manufacturers. The way they responded 
also stands out in the brothers’ memory 

The following day, new stock began arrivin; 
Howard’s emergency quarters was able to capture a big 
chunk of the back-to-school business. But the brothers 
most glowing tribute is to the unsolicited eagerness of 
most manufacturers to help by writing off stock flood 
losses 

One big New England shoe manufacturer canceled a 
bill of $3,900 owed for shoes destroyed in the disaste: 
Some manufacturers reduced their bills by half; others 
by 25 per cent “We want to help you get back in 
business,” was the way they put it 

And without the manufacturers, Howard’s probably 
wouldn't have made it. With a $100,000 loss, the 
brothers say their store might not have been able to 
open on its own assets, 

Irving Strogatz, who watched Torrington’s retailers 
trying to recover, said the shoe industry was “out 
standing” in its help 


[TURN TO PAGE 74, PLE 


Today the Howard store has again been rebuilt 
and remodeled to reveal the up-to-date exterior 
and interior appearance shown in above photos 
Partners George, Joseph and Irving Strogatz are 
pictured in bottom main floor photograph. 
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However disturbing a factor the 
Outlet Store may be, it serves a 
definite purpose in the industry. 


NOBODY LIKES 


by JAY B. SNOW 


Many shoe men, like some children, are accidents. 
Such being the case, a fair definition of a successful 
shoe merchant is a man who is never quite sure of 
what he is doing, or why, but in spite of that is a 
suCCeSS 

No shoe man at the end of a prosperous season knows 
exactly why and what made it that way. But he thanks 
whatever gods may be and goes into the next season 
hopefully, 

Shoe men often are frustrated doctors, lawyers, 
engineers, artists, or admirals. During various periods 
in their education they dogged shoes for beans and 
tuition, and then they took the easy way out and stuck 
with the shoe business, 

The “would-be-engineer” shoe man takes a vacation 
and looks at the Hoover Dam with a tear of regret in 
his eye The never arrived admiral, standing on a pier 
watching the battle wagons of the fleet sail by, heaves 
a sigh and regretfully gives up the nostalgic smell of the 
salt breeze for the smell of leather in his shoe store. 
But these men are not alone. They always have their 
ever present companions with them, Annie, Benny, 
Charlie, David, Eddie. 

While many men have drifted into the shoe business 
more by accident than intention, after they have been 


through a certain number of years, they seem to develop 
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a sixth sense for what will make good business and 
what won't. 

The prevailing fact about the shoe business to-day 
is its dominant position as a necessity and an index 
of our culture. Shoes are now much more than a 
practical foot covering. Some of our present shoe styles 
are as highly impractical as some of the silly chapeaux 
And yet it is 


the very snifling of the air to see which may the trade 


gracing the female population’s heads. 


winds will blow that makes a successful shoe man. 

Important shifts and changes are constantly taking 
place at a fast pace. What’s good to-day is even “dead- 
er” tomorrow than ever, so, lo, the poor dealer must 
become a faster than ever operator, Americans gobble 
up more shoes due to changing styles and screwy trends 
than in the old days, when colors were black, white, 
brown, and blue, and Grandma would just as soon be 
caught dead in a house of ill repute as be seen in a 
pair of red shoes. 

Now the picture has turned about completely; which 
would be all right except that the trends keep changing 
faster than the R. P. M.s of a flying saucer 

This has brought about a form of competition which 
adds up to a large consumption of aspirin by dealers 
that call bad 


before, keeping up with the public whims, but now a 


themselves legitimate. It was enough 
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When You Get Around to Using Some of Your Competitors’ Methods 


That You Don't Like, You May Find You Can Make Money That Way. 


new form of competition has become a factor of equal 
importance in determining any dealer's good season. 
This is the so called Outlet Store, of which there are 
many these days. 

Many traveling men on the road to-day would have 
no accounts to speak of at all if it weren't for such 
stores. One acquaintance of mine who owns such a 
unit grinds out more shoes in a month than some of 
the more refined type concerns do in three or four. 

This brings about the condition of dealers fighting 
to hold their trade; but however disturbing a factor 
these stores may be, they are serving a definite purpose 
doubly beneficial to the industry. 

First, they consume a great deal of the output of the 
smaller factories not of the Big Four. Second, they are 


making better merchants of other retailers. The Out- 


picks up some of those ‘extra pairs’ even though they 
know the quality is not there 

To buck this sort of thing, the most alert dealer must 
try constantly to keep interesting all of his possible 
ALL of the time 


actually 


which is impossible, of course, 
effort 


buyers 


and so only a theory. However, the 


makes for a faster and better operation 


Attempting the falling 


impossible always means 


short of one’s goal. But the merchant who falls short 


of getting all of the business he should have, will still 
be ahead of the operator who works on the theory that 
he can't possibly do more than just so much business 
anyway, and never sets his sights higher, This some 


times tends to send a shoe man for a ride on a 


psychiatrist’s couch, but more often the ensuing success 


at the end of the year tends to keep him mentally 


COMPETITION BUT... 


let stores have a greater influence on the public than 
was at first realized. While your customer who wears 
a six quad may not WANT to go to an Outlet store to 
find her size-——if you prefer not to carry a few of these 
sizes, can you blame her for taking her trade there? 
True it is, you may not actually lose money by losing 
BUT 


money when your customer also finds a pair for het 


that one sales on an odd size you are losing 


little girl, and maybe sees a dress shoe that is just 


what her husband always wears for a dollar or two 
less. 

To overcome this, your store and stock must have 
the widest kind of appeal, giving promise of interesting 
all your trade with its varied tastes 

Some men argue that they just can’t get all the trade 
and all classes of trade; and while this is true up to a 


kind) are 


none the less competing with each other. Chain stores 


point, successful shoe operations (of any 


independents, outlets, factory controlled stores and 


the most successful of them are the ones that get the 
And to get the 


business. g absolute maximum of 
business demands catering to more than one particular 


most 


group or type of trade. 


The chain store carrying the cheapest shoes can 


afford to let the trade pick and choose through its 
are not 


short lived but inexpensive styles. Statistics 


available as to what percentage of the better trade 


March 15, 1956 





stable. 

Going after business on the basis of universally ap 
pealing to all the prospects in your trading area is 
nothing new, but something more and more shoe men 
will be looking into. There is now going on (and will 
be still 


merchandising 


self-examination of and 


result’ of the 


more) a operating 


methods as a various 


trends of competition, as well as of the ever changing 
style trends 


Many old 


have snuggled up in the warm little niches they have 


time shoe men and merchants generally 


made for themselves in the world, and are suddenly 


themselves battered around in’ the present 


finding 
situation to the point of wishing they had taken up a 
nice nerve soothing deal like training lions for a pro 
fession 

ive of the ‘legitimate’ deale: 


highly tricks 


Outlets instance 


The more aAveTess wroup 


essential from other 


kor 


an independent owner, or even 


are learning some 


operators such as the when a 


factory-store manager, 
a chain store man. sees one of his newest patterns of the 
season being shown on TV by an Outlet concern at two 


or three dollars a pair less than he can sell them for 


he scratches the casing of his thinking apparatus and 
isks himself, “How in the hell 


From that point on such aggressive dealers are going 


can the So-n-so do it? 
to start asking themselves this most important question 


rURN TO PAGE (6, PLEAS! 





Her Sense of Beauty 


Devon Calf b Lawrence appeals to her sense 
of beaut that’s why it sells. Its fluid softness 
and ric hy glowing ‘ olors make ad designer s idea al 
brilliant reality that's why it’s in demand 
It sonderful to wear. . 1 pride lo own 
that shy you ll profit, 
4.€. LAWRENCE LEATHER COMPANY 


AD Ta r owir & COMPANY " 


PEABODY, MASS 
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From a 19.36 Sedan to 


A MODERN SHOE STORE... 





“~*~ 


* — Te 


0" Flat 
Jan’ 


‘ 
Courage, Hard Work and Persistent Ambition Built This Shoe 
Store, Which Now Has Customers as Far Away as Saudi Arabia. 
Expert Shoe Fitting Is a Big Part of the Picture. 


possible in service, comfort and fit) says Ralph Zimmermann, On the 
and you will be able to compete with busiest day, you can be in and out of 


the department stores and chains,” | TURN TO PAGE (6, PLEASE | 


RALPH ZIMMERMANN 


I you go out to Glenside, Pa., which 
is a suburb of Philadelphia, you will 
have little trouble finding Zimmer- 
mann’s shoe store. It is an informal 
but at the same time dignified place 
with a friendly atmosphere and a 
snowballing business. Volume _ this 


year is 50 per cent ahead of last. . : 
“C; This is the old farm house before Zimmermann remodeled 
vive your customers everything it. The store (above) is brilliantly spotlighted at night 
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WOLVERINE 
Dares To Sell Work Shoes 


And Wolverine Dares For 


ed 


-/ ALL-IMPORTANT 
¢ REASONS 


Count them...see what they ean do for YOU! 


Wolverines’ Exclusive 
Super Leathers! 


Only Wolverine, of all American shoe manufac 
offers all three shell 
choicest domestic pigskin and top 


turers, finest genuine 
horsehide 
quality cowhide in a line that fully covers every 


work shoe need 


» Wolverines’ Exclusive Dry-Soft 
Tanning Process! 

All Wolverine pigskin and horsehide are triple 

tanned to buckskin softness by an exclusive 

proces a closely guarded secret for almost 50 


years. Wolverines even dry out soft 


Wolverines’ Wide, Wide Line... 
Meets Every Work Shoe Need! 


\ line varied enough to satisfy every work shoe 
need of your trade. Includes all basic work shoe 
ly pes plus dressy service oxfords field boots 

porting boots and moceasins—safety shoes...all 
in a complete range of the most wanted styles 


and sizes. 


Wolverines’ Amazing Durabil- 
ity... Keeps Customers Sold! 


Wolverine’s triple-tanning tans stiffness out 

tans in all the natural toughness of finest pigskin 
and horsehide 
insures you tops in customer! satisfaction because 


Super-comfort plus super-wear 
| I | 


you give them so much more for their money. 


Wolverines’ Perfect Fit... 
Greater Comfort! 


The result of over 50 years of fine shoe making 
Comfortable fit assured for any normal foot. All 
A to Jumbo 


widths, sizes 5 to 14 


Wolverines’ Super-Service 
To Dealers! 


Now Wolverine offers you an entirely new concept 
of manufacturer-to-retailer service. Backed by over 
a half century of experience, Wolverine gives you, 
in effect, an inexhaustible reserve stock with 24- 
hour delivery in any size or style in the entire 


Wolverine line 





’Thev’re America’s Best Known, Most Wanted Brand 


of Work Shoes Because They’re Outstandingly 
AMERICA’S BEST ADVERTISED WORK SHOES! 


‘The ad above with it unprecedented mone not even app 
back wear test offer. climaxes over 30 consecutive Wi not cash in on the amazing abuse Huiit 





other work 


! upl thi onsistent campaign? 


years of dynamic national advertising—a recor j 


WRITE TODAY FOR FULL DETAILS 
WOLVERINE SHOE & TANNING CORP.,BOX 159, ROCK FORD, MICH, 
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From the islands 
in the sun... 


. where nature is the master colorist, Allied Kid Company culls 


a trio of Caribbean brights (Vodelle, Glazed Kid, Maracain) 


TOBAGO BLUE, deepened turquoise inspired by the plum- 
age of the Bird of Paradise 

TAMARIND, captures the subtle, intriguing orange of the 
tropical fruit 


CARDAMINE, spirited and spicy, a clear Fall yellow 


/ A Wree, singly or promotion packaged, are for transition, for 


. / A y 4 
Sn Gk 2° © th 


BOSTON NEW YORK . PHILADELPHIA * WILMINGTON PENACOOK 
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Shoe polishes and dressings are now attractively 
packaged, making them easier to display and sell. 


Keep the New Shoes Shined 


THe shoe polish industry is vitally 


interested in helping to increase the 


shoe retailer's sales volume. It is help- 
ing to develop a larger potential by 
keeping in touch with all new develop- 
ments in the shoe industry. 

A complete range of colors in shoes 
available years and 


avo 


( 
F no 


wasn't 
products had been fashioned to clean 
them. 

Unlike that 
of 


chains, are no longer concerned with 


situation today, manu 


facturers shoes, and large retail 
what would have been a cleaning prob- 
lem in conjunction with the new leath- 
ers and colors that have been coming 
recently, 


oul every year 


Shoe manufacturers know they can 
produce virtually anything in leathers, 
colors, textures and finishes because 
they know a polish will be produced 
to complement a new leather or color. 
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There has been hardly a year in the 


recent past that shoe polish items have 


not been introduced espe ially de 


signed for forthcoming new shoes and 
for instance, the pearlized 


( olors, as, 


leathers so popular throughout the 


country today 
decade when 


of 


the general price of a 


Perhaps a apo an 


average pall shoes sold for $3 


25 cents, shoe 
polish package unit, bulked large in 
There is a marked differ 
ence today, when the average shoe sale 
rings the till at $12.95. Thus, 


tance to the added sale is minimized 


( ompal ison. 
resis 


In the past year the shoe polish in 


dustry has introduced such new items 
as aerosol polishes and cleaners at a 
higher unit sales price, permitting the 
shoe retailer to consider the plus sale 
in terms of a much larger return than 


was possible years ago. In the past 15 


years, it has been estimated by respon 
sible producers of polishes that. shoe 
polish sales have more than doubled 
and profit has more than tripled, be 
cause of the factor of higher 


Phi 


sirable source 


price 


sale ol shoe polishes is a de 


Many 


stores have realized a suflicient proht 


of added revenue 


on polish sales to cover some item of 
and 
The 


sale of polishes and findings, therefore 


major fixed cost in the overhead 


operation of their establishments 


should be an integral part of shoe store 
operation 
Of course, today, shoe polishes may 
be obtained on drug store counters, in 
merchandise stores, 


the like All these 


handising rie dia, however 


specialty super 


markets and mer 


are really 
al a disadvantage compared to the 
In the haphazard variety 


16 


shoe store 
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Consistent 
Big 
Sellers 


Here are the Taylor styles 
(#765, The Lugano, and 

/68, The Como) that are 
rolling up extra pairage 
sales all over the country 
Write, wire or phone col 
lect today for complete in 


formation. 


HANDS WITH A 
FEEL FOR PERFECTION 


Way.Down-East, exponents of the old school of individual hand-craftsmanship 
work small miracles of stitching, lasting and moulding, From these unhurried hands come shoes 
that are uniquely soft, flexible and foot-conforming serenely correct for town or 


country wear. Most Taylor Hand Fashioneds, $14.95 to $20.95 


At your local Taylor merchant or write E. E. TAYLOR Cor Dept. AN, Freeport, Maine 


Consistently 
Advertised 


This Taylor advertisement 


s one of a series currently 
appearing in THE NEW 
YORKER for the benefit of 
Taylor merchants who fea 
ture these superior hand 


fashioned shoes 
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Review 
Retail Trade 


PATENT AND FRENCH BREAD 
GOOD IN ST. LOUIS 


Si LOUIS retailers have been suf 
fering an acute case of the 
Cold 


<now and rain 


February 


doldrums weather alternately 


bringing persisted 


March 1 


shoe units 


throughout the month and 


records found nearly all 


running considerably behind a year 
ago. 
Women's shoe 


greatest 


salons suffered the 
losses and the losses 
noticeable in the 


were particularly 


colored footwear field. In the two 
many February sales were 


pinks and blue 


this year very few moved. The 


years past 
written on pastel 
only notable interest has been in yel 
low which several retailers here have 
been promoting through window di 
plays and newspaper advertisement 
While sales also have not been up 
black patent 
both 


Dressmaker pumps are the 


to expectations, leather 


and French bread are moving 
very well 
preferred styles in both leather cate 
g£ories Navy blue also isa good seller 


and the early reactions to Flax indi 


cate it will grow in popularity as the 


weather improves. 

The Washington's Birthday holi 
day brought a flurry of business to 
children’s shoe departments How 
bulk of the 


shopping will be done during March 


and children’s stocks are 


ever, the aster shoe 


peaked for 
the busy time just ahead 


* * * 


BIG PROMOTIONS ON 
IN MILWAUKEE 


splurge in 


Tu 


first six weeks of this veay 


retail buying the 
with un 
business 


weeks of 


precedented January 
tapered olf the last two 
February, with most shoe retailers in 


the Milwaukee area 


ness for the 


reporting busi 
second month as even 


with or a small percentage highes 
than in the same period a year ago 
Again a special Downtown Day pro 


16 fell flat as far as 


shoe selling was concerned, but the 


motion February 


have been a 
March opened 


Spring and 


inclement weather may 
factor, retailers said 

with big 
Faster 


optimistic as to consumer 


promotions ol 
wear and all retailers were 
response 


A general cry was heard from shoe 
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men that deliveries of Spring shoe 


are slow, that some sales have been 
lost because the new shoes are not on 
their shelves 
Generally it is believed by retail 
volume of usine 


le ist 


ers that a heavy 


will continue at through June 


ind so long as employment stay 


around its current high rate in Mil 


waukee County Larger shoe stores 


and departments with credit) buying 


report credit inquiries running from 


seven to ten per cent ahead « 1955 


BERGDORI 
G@DMAN 


Bergdorf Goodman promotes a shoe 
and a slogan in this simple and ef- 
fective Delman advertisement. 


With thi pe 


nh mens 


tiod primarily a dress 
womens and chil 


lioe Lite 


dren s shoe casuals, particularly for 


women, lave been selling phenomen 


ally well. Emphasis has been on 


higher quality \ leading department 
tore reported a spurt in sales o 
wedges with L&/% 
bread 
navy 


than 


casuals, flats and 


heels in’ French desert sand 
Whites are 
Another 


PUP taitay 


beige Lone and 


elling f irlier usual 


department tore has been 


1 series of promotions on a brand 


name playing to the school crowd 


ind young matron ind report ter 


kK ifa 


wedgwood blue flat 


rite business in a wild oats 


lope uede tre 
uede saddles in ice cream colors of 
lemon or lime, navy calf sweat 


black and 


ranging from $7.95 t 


pink 
er flats and 
idle 
$9.95. A soft 


hoe in two-tone 


brown ind 
white 
highly tailored wedgie 
black or 


ind in flax with ginger, ha 


navy wit 
off white 
been selling exceptionally well at 
$13.95 in an exclusive downtown and 
uburban store. Still another leadin 
tore has been devoting big space i 
newspapers and windows to pia 
witty styles in) conversation color 
tressing hock colors and pa tel 
varying flat styles in the $8.9 


$10.95 range One casual in 


ticular has heen a big seller 


other hop moked elk aaft le 


* 


CHICAGO FAVORS PATENT; 
LIGHT COLORS MOVING UP 


Cui AGO shoe 


ithering their 


retailer are now 
i promotion forces tor 
the final leaster drive Shoe adverts 


tepped up con 
month A] 


ing lineage will be 


lerabl for the next 
ugh bebruary vu di ippointing 
ome respects, busine picked uy 
toward the end of the month and most 
retailer 


expect this Faster’s figure 


to at least equal those of a year ago 
Many \ ged early 


bu ine tw go ahead 


fashion pro 


been thie lop 
eason, but 
e come up tast ind 


howing 


good 


Ith ike i 
iff immarized 
colors he tan ind | 
old much bette than 


Wedgwood blue ha 
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mained strong, but has gained 
strength and is expected tu do even 
better after Kaster, Navy and black 
call have sold in about their normal 
volume, although in some stores there 
lias been a slight decrease in Navy 
probably due to the inroads of Wedg 
wood. Avocado continues to maintain 
4 consistent pace, and red has been 
lively during the past few weeks 
The pump has lost no ground as 
the favored 


pattern, and in some 


stores, will go ahead of figures of a 
year ago. The sweater top and other 
improved fitting features are believed 
responsible. The style salons how 
ever maintain good volume on sandals 
and expect to show an even stronger 
swing to very delicate stripping types 
by May 


with the shock colors coming up fast 


Vinyl, both in colored and 


Casual sales continue heavy 


in favor 
plain with fancy trim, has shown re 
newed action. Red with white has 
appeared recently as a good combina 


Novelty 
heels of all types are still well a 


tion in high style salons 
cepted in all price ranges 

Men’s shoes received extra promo 
men’s 


tion here during the recent 


wear and apparel conventions and 


showings. Two major newspapers 
carried special men’s style sections 
and also heavy advertising lineage on 
shoes Low cuts, slip-ons, or one or 
two eyelet ties dominated both in 
Silk and shan 


tung combinations with leather and 


promotions and sales 


liama calf have already shown good 


pre-Spring activity 


The children’s end of the business 
had a good boost due to the Wash 
ington’s Birthday holiday, which with 
good weather, brought out crowds of 


shoppers 
££ ae 


LIGHT SHADES UNUSUALLY 
GOOD IN CINCINNATI 


Res AIL, shoe business in the Cincin- 
nati area has maintained a steady and 
satisfactory pace. Although reports 
on business volume are spotty, the 
over-all opinion is that sales are well 
ahead of a year ago. This has been 
particularly true of stores and depart 
ments which have put forth some spe 


Most 


aster 


cial effort in fashion promotion 
thoe men are confident that 
business will be excellent, and will 
be followed by renewed activity as 
buying goes into the light shoe phase 

Patent, here. as in most areas, | 
dominant in selling, even outstripping 


black calf in 


style 


some of the high 
Wedgwood has 


shown a tremendous surge and is ex 


departments 


pected to fly well out in front as a 
leading Spring color. It may in the 
long run have an effect on volume in 
Navy, which up until now has kept its 
normal selling pace 

Buyers have taken to the lighter 
shades unusually early this year, and 
more have sold than at any previous 
Flax and French bread have 


eason 


heen about equally good in most 
stores, although a few report an even 
larger spread in this light tan range 


Pig and corkettes have been selling as 





De Lise Debs’ “( areas the 
pump that sheaths »our loot sleekly as 


shim with ite aew lastes hug-back! 


— 


hathimew 


From Thalhimers in Richmond, Va., comes this well made advertisement 
of a new De Liso Deb shoe with elastic that caresses from vamp to heel. 
Featherweight softness that sheaths the foof. 


deRetail Trade 


g 


second pairs of shoes along with 


darker shades—in the lighter tones, 
and recently in red 

Large scale advance promotions ol 
light shades have been exceptionally 
well received. Although not heavy, 
sales have been large enough to re 
quire re-orders and have given re- 
tailers good indications as to how 


Summer buying will probably go 
Yellow has had a heavy play and so 
White with 
trim has proved extremely 


This is 


pump town and 


has light blue patent 
popular 
normally a 


good opera 


pumps have con 
tinued tu sell in good quantity. How- 
ever, there have been a lot of slings 
and halters sold for this early, and 
Indica- 


lions are that practically any color or 


they are now coming up fast 
fabric will sell in the opened up 
types when the season really gets un 
der way 

excellent 
The dark 


covered up types sold well earlier 


This has also been an 


early season for casuals 


and in recent weeks the shock colors 
and pastels have heen moving 


® ” 7 


BOSTON SALES 
HIT SNAG 


The last two weeks in February saw 
i lull in retail buying in Boston fol 


lowing the spurt in business which 


marked the 


shoe styles earlier in the month. For 


introduction of Spring 


this, retailers believe, the weather 


was largely responsible 
Bright spot in the picture was a 
pick-up in the sale of conventionally 
tvled 
chool vacation which ended Febru 
iry 25. At the store of the Edwin 


Case Shoe Co.. 39 Winter Street, it 


children’s shoes during the 


was reported that business had been 
much better that week than at any 
other time since the beginning of the 
ear. The demand. insofar as girls 
concerned, centered on 


blac k 


were strap 


models in patent and Navy 
blue 
The only two women’s shoe outlets 
which reported an increase among 
those surveyed were the Coward shoe 
store at 25 Temple Place and_ the 
Joseph Antell store at Zero Newbury 
Street In both cases, although for 
different reasons, reduced price sales, 
hegun early in February, were con- 
tinued until the end of the month 
The Coward store sale, a private 
[TURN TO PAGE 67, PLEASE] 
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HONORABLE SIRS PREFER «eos Ming Bee’ 


MEN'S 
SLIPPERS 


ALWAYS FIRST CHOICE AMONG - AND 
MEN WHO KNOW A GOOD THING 

WHEN THEY SEE IT, KING BEE SANDALS 
SLIPPERS ARE THE FAST MOVING 

LINE THAT ALWAYS MAKES THE 

SALE ON THE FIRST ROUND... 

NO MARK-DOWNS HERE! FIT 

RIGHT, STYLE RIGHT, PRICE 

RIGHT... THAT’ S WHY KING BEE 

HAS A WINNING WAY WITH CUS 

TOMERS AND PUTS THE PROFITS 

IN YOUR POCKET. KING BEE 

SLIPPERS FEATURE BILTRITE 

NURON-FLEX AND NURON 

CREPE LIGHTWEIGHT SOLES. 


WRITE FOR YOUR BREE CALENDAR FEATURING THE | CIOUS KING BEE GIRI 


/ 


. $| 
KINGS FOOTWEAR COMPANY ¢ 47 WEST 34TH STREET, NEW YORK CITY Sh 
4 


MEN'S AND BOYS’ DIVISION OF HONEYBUGS. INC 
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“ELEVATORS® 

the most unique, 
happiest arrangement 
in men’s shoe 
retailing today! 


President 


O'CONNOR & GOLDBERG 
Chicago 





THE ORIGINAL AND GENUINE 


ELEVATORS 


= TRADE MARK® 
HEIGHT-INCREASING SHOES 
“YOUR PERSOWAL PEDESTAL” 


He TRADE MARE OF STOME-TARLOW CO. INC 


Stimulating advertising in the most widely-read 
National Consumer Magazines creates the 

original demand for “ELEVATORS”. When you 
stock “ELEVATORS”, you’re supplied with sure-fire 
local ad material that bring ‘em into your store 
... AND YOUR STORE ALONE! You get all initial 
sales AND all repeat sales! 


Take a tip from Mr. O'Connor, a man who's aware of 
“ELEVATORS” vast profit potential! Ask us 

for detailed information about “ELEVATORS” .. . 
the world’s most famous shoes! 


STONE-TARLOW CO., INC. 
BROCKTON 68, MASS. 
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affair, was in celebration of the 90th 
establishment of 
New York and 


which 


anniversary of the 
the parent store in 


the only new styles moved 


were basics, mostly oxfords and 
pumps in black, brown and blue. An 
alteration sale was held at the Antell 
store in 


anticipation of a Spring 


showing designed to coincide’ with 
the opening of a new store next door 
to be as Miss Antell’s 
tively scheduled for the first week in 


March. 


said to have been “way ahead” of the 


known tenta 


Figures at this store were 


same period in February of 1955 
OMAHA YOUNGSTERS LIKE 
NEW STYLE FEATURES 


New 


pumps and pastels already are spur- 


Spring fashions in patents, 
ring the sales of girls’ shoes here, ac- 
cording to buyers and store managers 
at three Omaha firms featuring chil- 
dren’s footwear. Interest has been 
particularly great, it was said, in the 
adult-styled trims and treatment given 
to shoes for the very young miss for 
the first time in Nebraska 

One buyer 
literally 
at the sight of 
heels. The buyer explained that the 
higher look of these heels is really 


reported the moppets 
jumping out of their boots 


shoes with 


shaped 


an illusion given by a concave SCOODp- 
ing out of the heel. Parental objec- 
tion is overcome by showing that the 
shaped heels retain the same very 
moderate height of last season’s styles 

Other items which have caught on 
with the young fry in early Easter 
showings in Omaha include a “sweat 
er” binding for close fit about the 
Multi-color stitch 


ing and delicate vamp ornaments have 


instep and vamp 


created comment and sales 


A party pump at one store has 
neared the best-seller category The 
store manager said the sales appeal 
was engendered by the open-toe styl- 
ing. The shoe has sold in pastel tones 
and in white calf. Tinted pearlized 
sea shells on the vamp tend to clinch 
sales. 

Another item which reportedly 
looks good at this early date is a 
pump in pink or powder blue with 
A rhine 
offered to be 


clipped on for wear on Sunday or 


straps to be attached at will 


stone ornament 1s 


spec ial occasions, 


A denartment store children’s foot 
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} 


wear section is featuring soles of a 

burnished, unglazed leather similar to 

suede, which feels pliable to the foot 

along with “shrunken” calf in misses 

shoes 

NEW YORK SPRING SEASON 
OPENS WELL 


SPRING shoe selling in New York 
got off to an early start at the begin 
ning of this month and it looks as 
though it will be maintained right up 
to the selling peak ot thre 
Although New York 


ers, as such, have not participated to 


early 
aster retail 


any real extent in the Seasonal Open 
National Shoe 


Institute in the past, this year it wa 


ings sponsored by the 
a simple matter for them to get on 
the bandwagon. It was merely a case 
of promoting Spring shoes to their 
customers, starting on the seasonal 
opening date of March 4 and continu 
ing to promote the new styles and 
patterns. Retailers report that con 
sumer response has been very en 
couraging. 

Merchants are aware of the impor 
tance of the next three weeks, espe 
between now 


cially the Saturdays 


and Easter in establishing their sell 
ing pattern and gauging the success 
of that operation in terms of sales 


volume and its influence on the fig 


o Retail Trade 


ure for the rest of the year They 
ire putting all their ingenuity to work 
in promoting the sale of shoes and 
atisfactory results 


they are seeing 


I mphasis has been placed on new 


ilhouettes, patterns, leathers and 
colors 

In women’s shoes, one of the qual 
ity stores promoted “PEERING, an 
flattering inspired 


exciting pump 


quite marvelously, by a ¢ hinese men 

slipper with straight sides that came 
back to the middle of the heel and 
left the back open. Our master de 

igner worked out this difheult) and 
unusual line as a triumph of design 
ind the 


with us in all black mat calf, in royal 


newest fashion. Exclusive 


emerald) green or red suede with 
black patent heel, or in flax calf with 
black patent 

Black 
be very popular in women’s and chil 


dren's shoes The light hace ol 


patent leather continues to 


leather whether they are called 


“bisque blonde pale et ire the 
new tones that are getting good cu 
tomer response 

Activity in men and children's 
shoe retailing has been slow in. the 
immediate past weeks but there is a 
definite pick-up being noted and it 
is expected to accelerate in the bal 
ance of this month 


rURN TO PAGE BO, PLEASE 
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AD 


Caprini puts 


GINGER in your step! 


Why is it that some ads. look better than others? It's a matter of 
balance and proportion—in other words, style—as in this ad. of a 
Caprini shoe by J. P. Allen, Atlanta. 





TUX Trees a Spring 

are inserted in a jiffy. 3 , » EXTENSION 
Attractive design, ; Trees 
spring action Just four ; 

sizes to fit practically 
all men’s shoes. 


are automatic, self- 
adjusting. Spring 
exerts steady 
pressure, extends 
heel portion back 
against heel of shoe. 


Adjustable 

PACK FLAT Trees. 

Stock just four sizes of this long 
time favorite. Good seller 
popularly priced men’s and 
women’s models, standard or 
moccasin foreparts 


Children’s 

Trees 

automatically adjust 
to width. Each tree 
size adjusts to several 
full shoe sizes 


Bete Trees 


have the famous 
“FEasi-Turn”’ knob for 
perfect adjustment 
Ventilated forepart 
Also available 


in moccasin model 


Ga-Lite Trees 


for women, attractively 
packed on display 
card. Available in five 
eye-catching colors. 
Ideal for open o1 
abbreviated patterns. 


we: 


with modern MILLER TREES 


Cordo-Hyde Laces 
To make an extra profit almost a habit, stock and show FOR EXTRA SALES 


Miller Shoe Trees. 
Suggest Miller Trees with every shoe sale. The profit is 


good. Your dollar volume receives an important boost the ; Sais 5 ate Seeks 
more times a salesman says: “How about Miller Trees extra accessory volume keep this profitable lace 
for your new shoes?” “i ee 

For an easy way to extra sales volume at worthwhile 


markups — look into Miller Trees. Your first step to extra I 0. A. MILLER COMPANY 
Piymouth, New Hampshire 


(Pee om 6 an a an 68 68 om oF om OF oD oe om oe oe eee aE 


sales volume is our catalog, ““Money Grows on Miller 


Trees’’. Just return the coupon for your copy. No obli- Gentlemen: Please send prices and your catalog 


: "Money Grows on Miller Trees’ 
gation, of course. 


©. A. MILLER COMPANY 


Branch of United Shoe Machinery Corporation 
PLYMOUTH, NEW HAMPSHIRE 


Street 


City Zone State 


! 
! 
I 
I 
I 
Name eeeees L 
l 
! 
I 
! 
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RECORDER SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Manufacturing 
ti’ Markets 


New England 


Aout the only soft spot detectable in the New England 
shoe manufacturing industry is women’s sport shoes, sell- 
ing of which began earlier this year than at any time in 
recent years. Currently, therefore, factories specializing 
in this type find themselves in need of re-orders to main 
tain the rate of production which has been evident since 
late last year. 

Other women’s shoe factories are still working on their 
backlogs and are looking forward to healthy fill-in orders 
Easter business. These, with orders for 


in the wake of 


whites and other Summer types, are counted on to main 


tain production at a good rate until well into Spring 


Reports from retailers indicate that, weather permitting, 
Easter business should be slightly above that of 1955 

Orders on hand in men’s factories, as previously re 
ported, ensure a steady rate of production until well after 
Easter. There are still orders to be booked for lighter 
weight shoes and salesmen are in their territories getting 
the feel of the market. Factories making the higher grades 
are reported to be experiencing difficulty in getting good 
grades of calf leather in the quantities desired 

With this exception, the leather market in New England 


is quiet. 


Chicago 


Propt CTION of Summer shoes is now occupying most 
Chicago area factories at this stage, pointing to deliveries 
from mid-April on. Re-orders have also been coming in at a 
steady pace. Although most retailers didn’t have much 
feel of Spring business until early March, there have been 
heavy re-orders on patent. Wedgwood blue has also been 
showing up strong and is a color in which some sources 
are evidently weak 

Second orders for Summer have been particularly heavy 
on white, indicating that this will probably be one of the 
biggest white years in a number of years. Spectators have 
also been ordered in increasing amounts, although demand 
for these is regional, with emphasis on the urban areas 
There has been a switch in orders from high style sources 
to white with black touches. Casual orders continue at a 
heavy rate, with the shock colors getting the play now 

Fall trends are making their mark in some of the interest 


Jubilee 
Interest 


shown in late Summer novelties just introduced 
patent in color should be a factor for early Fall 
has picked up in square throat treatments and in new 
More elastic 
Fall 


to match 


versions of even lower cut sandals and purlipes 
quarters and hacks are definitely in the 
Most of the quarters will be black or dark color 


the predominant 


picture for 


shades, but there will also be some 


contrast treatments. There will probably be more elastic 


than ever used, including matching and contrasting plugs 
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loops for closures and in the vamps, and even all elastic 


versions of mesh, lame, and other materials 


Summer will not see the end of clear vinyl plastic 


Some sources say it appears to be on the upswing and 
has not yet reached its peak. It will be used extensively 
in evening shoes for Fall and Winter 

looks like gold calf will also be 
This is all part of the continued gold trend 
effects gold 


Oriental cloth continuing in dress shoe 


\ new adaptation 


which used in evening 


shoes with 


gold lame other plasti treatments, and 


Growing acceptance of colored soles on soft type street 
casuals for late Spring will probably con 


Fall toned 


a development which it 


shoes aus we ll as 


tinue this trend. For color contrasts will be 


down but this is believed will 


have a steady growth due to it unlimited po ibilities in 


color effects 


Los Angeles 


Tus is a betwixt-and-between time out here in Los An 


Clearances are over and it’s too early to start push 


Dull 


to turn people's thoughts toward Spring buying, either 


geles 


ing the Easter sales gloomy weather hasn't helped 


Inventories on retailer’s shelves are good-——about normal 


and on both the manufacturing and 
itself for 


for this time of year 


retail level the business is more or le resting 
the big Spring offensive 
ilmost no effect from 


March | Wages in 


would 


Manufacturers out here 
the $1.00 an hour 


been far 


expect 
minimum wage of 
ibove that and busine men 


In the hiave 


general have 
be de lighted lo go back to that level lactories 
a school kid pushing a broom starts out at 85 or 95 
wort of skill at all demands from $1.00 on 


manufacturers are even a 


even 
cents and iny 
little 


up. Some of the pleased 


feeling it may mean eastern produce will have to com 
pete on more even wage terms with our local factories 


Consumers’ trend seems to be toward more dre y hoes 
Patent leather 


luster calfs 


pumps are number one on the list followed 


closely by Black and white are of course the 
leaders but the 


paste | blue 


color how great strength champagne 


yellow olt pink ill of them are gelling a 


strong play This trend toward dre ier good relia evi 


women weit neg 


dent in all lines of men ind 


seem interested in styles of elegance, rather tha fancy 


stuff is one manulacturer 


Vinyl is still with us and it’s seen ev 


put iat 
Manu 
report no cut hack in their rod t of this 
ill they Vinyls 
t dre ed women at 
Hilton to the 


them that 


factures 


item and say they are still selling 


are seen on the be 


, 


spots, from the Beverly 


Statler 


the local glamor girls are wearing 


leas glamorou ister want them too 


Optimism in general is high and extends right 


und after the Ka ter buying eason We have 


rURN TO PAGI 





the Spotlight is on 


) ee NX 
a | vevolutionary .\\ew Shoe 


creator of comilort 
n corsetry and swimwe 
ow brings its magi to 


ey: 
wvolulional 


Designers, Manufacturers— 
lo make the most of thi 
revolutionary new construction far 
fall, write, phone, or wire for 
details on its many variations and 
great tyle possibilities 


® 
Liste The miracle yarn manufactured exclusively by 
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Thousar ds of women and alert buyers have seen this Re volutionary 
Shoe’ in Vocue and Harper’s Bazaar, and in out tanding ads by leading 
manufacturers and retailers. Everyone, from consumer to stylist, ts 
acclaiming this new design as the Hit of the Season ...and destined 
for still greater popularity. 

The Reason: The folded topline and quarte! ol speci il shoe fabric 
woven with “Lastex’”’ make this a basic new style... smart in li 


superb in fit and comfort 


a | Double page ad 
March HARPER'S BAZAAR 
P ; March | VOGUE 


US United States Rubber 


(5 United States Rubber 


March 15, 1956 





PRICED FOR 
FAST-GROWING RETAILERS... 


tf 


sh 


na 


5 
Styled for the 
fashion-conscious 
younger set 


Priced for big volume selling, a brand new 
line of nationally advertised children’s shoes! 
Impressive Family Circle ads will attract 
mothers ...Seventeen will catch the teenage 
market! Write us for more information about 
Peters new Happy Hikers! 


happy 
hikers 


Priced to retail at 


$495 - $6? 


Peters, Division o f international Shoe Company, St. Lovis 3, Missourt 























CONTINUED 








employment in this area and general purchasing power is 
at its highest peacetime level in history. Coupled with the 
constant population increase even the most pessimistic see 
no stopping point in the foreseeable future. The general 
price increases, even up to a dollar or two a pair, have 
not yet produced buyer resistance. Most consumers seem 
formerly 


Whether 


further price increases would bring a reaction no one will 


to cling to the quality bracket in which they 
bought and accept the slight rises as inevitable. 


guess. Manufacturers have none in prospect at the present 
time and seem inclined to cross that bridge when they get 
to it. 


St. Louis 


With retail selling now opening up in many segments of 
the country, particularly the South, reorders for all man 
men’s, women’s and children’s—are be 


ner of footwear 


quantity in St. Louis sales ofhees 


had 


up again; finishing and packing rooms continue 


ginning to arrive in 


Cutting room activity, which been on the wane, is 


picking 
frantic over-time schedules to keep pre-Easter merchandise 
on the move. 

The pace of reorders will determine the season's record 
Admittedly, the gains over Spring 1955 have dwindled ap 
preciably in the past six weeks. Whereas some firms had 
been running as much as 15 and 18 per cent ahead of 
the last Spring season, the gains have dropped off in Jan 
uary and February to anywhere from 6 to 10 per cent 
Fill-in orders on Spring styles and new orders for Summer 
merchandise should bring many firms up again. 

Concurrently, St. Louis manufacturers also are con 


trials were being rushed through the factories. It is 


centrating on Even before the Leather Show, new 


now 
expected that most firms will have their new lines sampled 


and on the road at least two weeks or more before the 


St. Louis Shoe Show opening on April 29 


New York State 


SHOE manufacturers in New York City report that pro 


duction is going ahead at a very satisfactory rate. In 


many cases, they have been surprised at the consumer 
acceptance of the early Spring shoes that have already 
been delivered to the retail sources and have, in some 
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instances, received reorders two or three days after the 
shipment of the original order 

Phe feeling of optimism that this satistactory production 
picture will continue was reflected at the recent Leather 
Show in New York, when manufacturers placed their 
leather commitment orders for the shoes that will be made 
in the coming months and for delivery in June, July and 
beyond 

Production at upstate shoe manutacturing Centers con 


although some report irregularity 


hooked. Practically all 


tinues high companies 


firms are operating 


im new orde rs 


ut a rate well above a year ago. Perhaps for this reason 
company executives express more confidence in the future 
than was the case last year 

Rochester makers of infants’ and children’s shoes are 
operating at a fairly steady rate One firm admits that 
orders have been slow in coming in recently The perin 
cipal reason, it believes, is that higher prices have caused 
many retailers to hold off buying for a time 

A company ofheial pointed out that apparently retail 
inventories are high enough to permit this Cautious of 
waiting attitude. Bad weather in many parts of the coun 
try has hampered retail sales. Clearance sales have not 
heen promoted as heavily as in some former yeat 

The largest company in the Binghamton area report 
good prospects for sales of infants’ footwear thi year 


This compares with curtailed production a year age and 


capacity production in some of the following month 
made 1,183,680 


children 


To be specific, the company pairs ta 


year in sizes worn by very young Referring to 


market for infants’ and children’s shoe 


called attention to the 


the expanding 
the head of this 
number of births 
There were 3,824,000 babies 
1953 and 4,100,000 in 1954, he 


factory mcreasing 


nationally 


born in) 1952, 3,909,000 in 


noted Hy that 


ugyest 


babies who grow up wearing footwear made by a company 
make very good potential customers for that company 
shoes in later life 

Almost all factories in the Binghamton area are operat 
ing close to capacity and are said to have orders enough 


to assure active production for several months 


Sales of sports shoes should equal or exeeed last year 


record volume, one factory predict 


While shoe chains upstate are continuing to favor shop 
ping centers as sites for new store one company report 
less than 10 per cent of it tores are in such suburban 


centers 








SHOE ENOUGH 


By Bess Ritter 


Topay’s word “sabotage” has a lot to do with shoes. 


It stems from the word “sabot” or wooden shoe that was 
worn by French peasants of the I]th century and was 
fashioned from a single solid block of wood. When they 
were unfairly treated by their overlords they'd avenge 


themselves by trampling their landlords’ crops with their 
footwear, and such destruction eventually was known as 


Many 


well For 


“sabotage.” household sayings revolved around 


sabots as example, because they were often 


stuffed 


stuffed with hay,” was coined, when speaking about a man 


with hay for comfort, the saying. “his toes are 
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wealthy How 


whe was reputed to be ever, if you were 
“in sabots your condition was destitute and when some 
body said, “I hear you coming in your heavy sabot he 
really meant, “I know of your true intention 
“sé 

E; EVATOR shoes for men are not modern, because 


back to 430 B. ¢ when the Persians 


ole ol thei 


they date all the way 


made use of layers of cork in the shoes to 


add to their height. This was essential, because to be short 


was deemed an actual disfigurement, and actors especially 


made use of such “falsies.” It’s also curious to note that 


the Persian male was vain about the size of his shoes if the 


ancient bas reliefs of Persepolis are any indication Al] 
the figures in them have very tiny feet in proportion to the 


size of the culptured bodies 








Pals 


son's 


sally of Switzerland and Stet 
Italian influenced narrower toes 
of imported broadtail and the Tyrolean 


influence. Shoe displays also 


are co- 
ordinated with the adjacent luggage 
and men’s wear departments. There is 
much from which salesmen can choose 
to help the customer improve his ap 
pearance, 
On the second floor, Jordan Marsh 
arranged similarly to a main street 
vith a geries of shops. The ladies’ 
better priced shoe galon is located 


between the French millinery room and 
children’s shoe The deco 
are French Provincial in the 
hoe salon with an air of elegance fit 
to serve a Queen. Walls of gold lamé 
the color of the comfortable 
customer chairs. And in the center of 
the room sprouting from a thick pale 
blue carpet is a pillar of gold crowned 
vith wand like stems that each end in 
i bulb of light. 

Shoe and bag coordinates dis 
played in recessed wal! areas that are 
painted beige to match the huge beige 
lamps on the end tables around the 
emi-circular salon. There are Bally of 
Switzerland, Dominic Romano, Del- 
manettes, Selby Arch Preservers, Con 
tinentals, Laird Schober and D’Antonio 
n stock. Shoes range from $16.95 to 
$60 


the section. 


rations 


match 


are 


The children’s shop is conveniently 
located between the ladies’ better shoe 
alon and the toy shop. Here shoe dis- 
plays are coordinated with stuffed 
animals, dolls and trains from the toy 
department, Lollipops are available for 
the children. And there is a jet plane 
for the tiny customers to ride. 

A section of the ceiling is covered 
with enlarged teething toys painted in 





Fifty Well-Trained Salesmen 
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Records are kept of every customer’s 
name, address and shoe size, And every 
are mailed to 
parents the time has come for an 

Robin Hoods, Simplex, 
Arch Preserver Junior 
Sparkle Toes, Little Yankees and two 


three months reminders 


tell 
check 


otner up 


Flexies, Selby 


kinds of rubber shoes, one from U. § 
tubber Company and the other from 
Red Ball Jets are stocked. Bostonians 
are available for boys. And for the 
handicapped there are Selby Arch 


Preserver Juniors and other orthopedic 
noe 

Salesmen in all departments are 
trained to cater to everyone. And to 
get everyone to come into the store, 


Jordan Marsh began a program of ad 
ing the official 
that of listing 
tional names that the shoe department 


verti before opening 


date consisted institu 


handle This has been followed with 
individual! brand-name ads stressing 
the features of the shoes, with one 
manufacturer in an advertisement at 
one time 

At the store each display tells a 
story. In the popular price section wall 
display are dedicated to the straw 
story from Haiti, or to luster pastels 
In the men’s section smal! round tables 
holding eight single shoes, are devoted 
to such things as the boot story. Boots 


that are brown or black and plain are 
displayed next to boots that are multi 
that sell for 
size table in the 
to shankless 
hoes and another to espadrilles. In the 
children’s department such things 
the rubber goods story are told in the 
wall displays. 

the best coordinated 
the best atmosphere for sell 


with silver heels 
Another cocktail 


section is 


colored 
$475 


men’s devoted 


as 
recessed 


But 
exhibits, 


even with 





pastel shades, the kind that usually ing shoes, the top advertising program, 
slide across the side of a baby’s crib. and something available for every 
The shoe section is more like a child- request, the salesman is the final and 
ren’s nursery or play room than a place most important link--that spells sue 
for parents to bring their children for cess at the new Jordan Marsh de 
new shoes. partment store 
Flood-Stricken Store Connecticut a disaster area, which 
e made businessmen eligible for emer 
Fights Back gency government loans. The brothers 
[CONTINUED FROM PAGE 53] obtained a substantial loan at three 
per cent to help finance their come 
“It’s to the credit of the manu- Pack. Other funds were negotiated 
facturers,” he added, “that the shoe ‘rough local banks. 
industry seemed different from many Howard’s was Torrington’s first 
f the others. There isn’t the same [00d-stricken store to reopen. No speck 
loyalty to the dealers everywhere that of mud sullied the gleaming tiles of 
we have in the shoe industry.” the newly laid floor 
Meanwhile work on the flood-battered cme tutertor design follows tne 
original scheme. The main floor is 


store was moving along. Clean-up 


workers had to dig their way into the 


basement, almost eight feet deep in 
mud and debris 

“We took 400 truckloads of muck 
out of the store,” Joe reported. “The 


main floor was two feet deep in mud.’ 
President had 


declared 


Eisenhower 





devoted to a women’s shoe and apparel! 
department. A handbag and _ hosiery 
counter is near the entrance. Opposite 
it, spotlights shine on a display rack 
of shoes 

The fitting department 
from the central aisle 
Italian chandeliers and 


off 
back 


branches 
farther 


print drapes 












more 
cen- 


the 


fitting 
intimate atmosphere. 


department a 
Across the 


give 


tra! aisie is the cashier’s and wrapping 
dest 

Knotty pine panels and beams are 
used in the women’s clothing depart- 


ment at the rear of the store. Clothing 
racks have an ox-yoke design, heighten- 
ing the western effect. The color scheme 


on the main floor is yellow, aqua and 
gray. 

Stairs to the basement are near the 
front of the store. Redwood paneling 
and whitewashed brick are used in the 
men’s fitting department at one end 
of the basement. In the rear is the 


children’s department, wall-papered in 
a cheery pink, blue and white design 
There’s a tiny merry-go-round for the 
mall fry to amuse themselves. 

Now that Howard’s i 
ness, the brothers have 
to think the crisis 


back in busi 
had a 


that 


chance 
about they 
Stro 
gatz pointed out, there wasn’t time to 
think during the worst Their 
chief thoughts now are of their neigh- 
bors and of the representatives of the 


weathered. Fortunately, as Joe 


days 


shoe industry who rallied to their aid 
With that kind of understanding 
and support, Joe recalls, “we just 
pitched in and went at it.” 
7 ° 
Washington 
Newsreel 
[CONTINUED FROM PAGE 42] 
Postal officials are testing an elec 
tronic stamp machine which its inven 


tory claims never loses its temper, 
always makes correct change, and will 
operate 24-hours a day. 

The machine, called the “Stampmas 
been installed in a new sub 
post office near Washington, 
The machine stands in a lobby 
which is never closed. A customer dials 
the number of stamps he wants and 
puts any kind of change into the ma- 


ter,” has 
urban 


Db. C 


chine, which then returns his correct 
change. 
When the transaction is completed, 


the polite machine—by means of a tape 
recording—says cheerfully, “thank you 
for buying stamps.” It be 
made to say “use certified mail,”’ “mail 


can also 


early,” or some other postal slogan 
* * * 
Post Office Department officials are 


going to have an uphill battle attempt- 
ing to raise postal rates to bring in an 
$406.5 this elee- 


additional million in 


tion yeat 
Postmaster General Arthur Summer 


field has formally requested a one cent 


hike in first class mail (bills and some 
advertising), costing $295 million a 
year; an increase of 30 per cent in 
third class mail (advertising circular 


and small packages), costing $77 mil 
lion, plus hikes in air mail rates 
Congressional to the re 
quest, despite strong backing by Presi 
thus 


reception 


dent Eisenhower, has been coo! 


far 
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Suniors 


-_ 


Paine 


Cust natu } 


BYRON 
Sales will soar when you feature American Juniors 
for tots through sub-teens leading in style 
quality and value! AND we've 
got the fastest in-stock service in the 


children's shoe business 


suggested retail for most styles 
$A 95 $Z.95 
4 to 
W rite us for franchise for your city. Send for our catalog today 


JUNIOR S Ss H O £ 
ONE ISLAND STREET, LAWRENCE, MASS. 


Division; Consolidated National Shoe Corp 
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Nobody Likes Competition, But... . 


“How will my public react to this?” 
The result will be better advertising 
than the country has seen for a long 
time. There will be no more, “This-is- 
Buy-it-from-me,” ads. There will 
be creative ads, dramatizing, glamoriz- 
ing, creating a Want Desire that will 
make better business. 

Further still, and much to the dis- 
comfort of they will 
recognize the essential difference, price 
structure wise, in their past methods 

A basic principle of an Outlet store 
is to buy two shoes each costing five 
dollars. One they will sell at six ninety- 
five, and the dollars. A 
regular shoe operator will insist he can 
not operate on such a close mark-up. 
Hut the successful Outlet fed 
team from the fuel of this theory. 

It is not advertising alone that must 
‘hook and hold’ but also a 
operating including 


new 


some dealers, 


other at ten 


store is 


attention, 
tore’s methods, 
prices 

True, independents and other dealers 
may not be able to operate entirely on 
the the 
they merchandising to 


methods suggested, but ooner 
pattern their 
at least some degree along those lines, 
the more they will be 

As one put it who has 
already started adopting such a method 
(distasteful as it was to him in the 
beginning), “I’ve found I just take my 
DOWNS to start with. Before I 
heavy mark-up and sooner or 
down went the This way 
price is low to with, my 
faster, better, the 
more nimble, I dis 
due to my turnover 
and—I’m holding my trade.” 

Many this 
moment are pressing buyers for more 
Merchandising shoes 


BUCCES: ful 
merchant 


mark 
got a 
later 
the 


sales 


price, 
start 
are turnover 
are 
oftener 


dollars get 


counts 


large concerns very 


and more markup 
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going to take more 
more tight-rope walking. It will 
demand a_ keener of what to 
long shot and what to take a norma! 
mark-up on, 

In the words 


with 
and 


success 18 


sense 


very successful 
operator (now retired) “Give them 
what they know—and let them give 
you what they don’t know.” 

In other words, take a legitimate or 
even mark-up only on 
customers recognize as selling at a 
certain price level. But, where the 
customer does recognize the value 
but will pay for a style or fad 
that is the place to take the long shot 
mark-up! 

I once worked for a man who seemed 
to be gifted with almost an uncanny 
sort of “second sight” when it came to 
taking price cuts at the proper time 

One morning I went to work and 
found him staring at a wall of men’s 
“You know,” he told me, “I 
think we'll put sale at six 
bucks a pair, o1 ten 
bill.” 

I thought he was crazy, but he was 
We had a whale of a sale, packed 
sold the and 
competitors 
trying to get 


of one 


close goods 


not 


shoes. 
these on 


two for a dollar 


right 
the customers in, 
six weeks later 
beating their brains out 
out from an overload of men’s 
When the 
beyond a certain period of time, good 
men seem to have an instinct for 
knowing they must be moved. Figures, 
indications of business 
nothing to do with it. 
time shoes 
operators the 
makers. the 


shoes, 
our were 
shoes 


shoes are on shelves 


shoe 
and general 
trends 
When 
must go! 
leaders and money 
men that hang on too long. 

Shoe retailers who are the “sharpies” 
in their field, study business reports, 


have 
a certain 
Such 


comes 
are 


Not 


read the Wall Street Journal and talk 
to everyone up and down the street— 
and still—turn right around and go 
against the general consensus of opin- 
ion, AND ARE RIGHT! 

That’s why it was pointed out at 
the beginning of this article, shoe men 
don’t always know just what makes a 
season good. Books are written by the 
merchandising, but the old 
of success in shoes seem to 
when to do what 


score on 
“masters” 
know instinctively 
and how. 

It’s the same with picking styles. 
Many retailers keep working on the 
theory, “this pattern was good—we 
sold it—made money—let’s buy it 
again.” Yet the best part of many a 
profit is wiped out by buying too 
heavily just once too often on a repeat 
The man who keeps throwing a new 
style out as a “tester” just in case 
the trade is ready to take hold of 
something new, is ready to let go of the 
style at the right time. Such 
things are not really guess work, but 
sensing the feeling of your own par 
ticular trade. 

I read some place once that any new 
idea is received three ways. First 
people say it conflicts with the Bible; 
next they say it has been done before; 
and lastly they say they have always 
velieved it. I think this is rather true 
of shoemen generally and of the new 
form of competition called the Outlet 
When shoe merchants get around 
themselves, 


older 


store 
to using these methods 
and making money that way too, they 
will say they have always believed in 
BUT—the merchant who gets 
off the dime and on the ball first to 
learn these new tricks will be the 
number man in any town—yes, 
anywhere in the U. S. A. 


the idea, 


one 





Keep the New Shoes Shined 


[CONTINUED FROM PAGE 61] 


of these other stalls the customer buys 
polish out of context, so to speek. She 
has no one to question; and there is no 
one prepared to give her authoritative 
information concerning proper polishes 
to fit her needs. The shoe store, on the 
other hand, geared to multiple sales 
in depth, can naturally work in the 
sale of polishes and findings as an 
added service, Service is often the only 
flexible and maneuverable area in 
which a sales volume difference can 
be spelled out between competing 
stores 

Today, diversification is the rule in 
effective retailing, and in shoe polishes 
and findings may be found the area 
which will permit all shoe sales to be 
milked more effectively for the plus 
the extra dollar and the added 
fillip in customer service which builds 


sale, 


7 


the return business you must have. 

With the existing long list of leathers 
colors, the clerk should not only 
be an expert fitter but should be 
familiar with that list, wise to the 
style potential in his store’s location 
and really interested in what the polish 
industry offers in prolonging the life 
and preserving the natural beauty and 
luster of new shoes. As the shoe polish 
executive of a well-known family shoe 
chain on the East Coast remarked, the 
sale of patent leather softening cream 
with patent leather shoes is a must; 
salespeople should be ashamed to sell 
the one without the other. 

By integrating all these elements in 
a sale, the shoe clerk is not only 
practicing good customer relations by 
adding service values to the sale, he is 
helping materially to increase his 
store’s annual sales volume and profit, 
as well as his own take-home pay. 

The shoe store is the proper place 
to sell shoe polishes just as the barber 


and 


shop is the best place to introduce 
hair preparations and lotions. When a 
customer walks into a shoe store, she 
is a “captive customer.” She is wide 
open to effective salesmanship. She 
appreciates feeling that she is getting 
added service, for the commonest ap- 
prehension, seldom spoken, when she 
has a new leather or color in her hands 
is, “How am I going to keep these 
new shoes clean?” 

When a customer has her shoes off, 
she’s going to stay until the salesman 
returns. This is the best time to pre- 
pare for the plus sale—when a new 
shoe style or a shoe made of a novelty 
leather is introduced. There is a psy- 
chological advantage at this point in 
making a natural reference to the per- 
fect cream or polish for preserving the 
leather of the Many shoe clerks 
who old hands at the game have 
discovered that carrying an _ easily 
portable polish item in their pockets 

[TURN TO PAGE 132, PLEASE] 
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FOR SUMMER SELLING 


NOTHING BEATS 
HUSKIES FOR SPEED! 


LhEekios | 


19 in-stock WAREHOUSES 
ASSURE QUICK LOCAL 
FILL-INS RIGHT IN YOUR 
OWN BACKYARD! 





HUSSCO SHOE CO., 1328 Broadway, N.Y.C. « Factories: Honesdale, Pa. - Canada West Shoe Co., Winnipeg 





Krom a 1936 Sedan to 
A Modern Shoe Store 


[CONTINUED FROM PAGE 57] 


his store in twenty minutes, and the 


fit will be guaranteed, 
and chil 
pecialist in cor 
shoes he 
girl he limits 
oxfords. He and 
his wi the 
some help from his five children on very 
busy day He explains how this works 
Hj oldest on acts as the 
the his 


card 


Zimmermann sells men’s 

and 18 a 
Women’s 

for 


and 


dren’ hoes 


rective shoe does 


not handle and 
himself to loafer 
f trade, with 


e take care of 


greeter, 
name and 
yet jut hi Zimmer 
mann takes the urements and hi 
oldest daughter brings him the shoe he 
want Hi oldest daughter 
takes care of the cash register and his 
second oldest works at blowing up 
for 


himself does all 


sent customer, get 
record 


mea 
second 


boy 
the children 
the orthopedic 
checks the fittings his wife 

The store building is also his 
home and he has an intercom system 
into the residential part through which 
he can call to his wife when 
There is a parking lot in back of 


tore FM 


Zimmermann 
work 
has 


balloon 


and 
mad 


he needs 
her 
the and an 
background music 

The itself is attractive 
paneled planters 


radio provides 
with 
br ight 
impression 
Zimmer 
the first 


tore 
and a 
The first 
good and 
live up to 


walls, 
rug 
walk in j 


multicolored 
a you 
mann tries to 
iImpre ion 


{ Customer in Arabia 


rhe most of its customers 
by word of mouth, but across the road 
is the largest restaurant in Montgom 
county to which many _ people 
for weddings and parties. At 
night Zimmermann’ is brilliantly 
lighted on the outside with spotlights; 
people stop in out of curiosity, and are 


tore get 


ery 


come 


brought back by the expert fitting and 
friendly The 
customer all the Philadelphia 
One now in Saudi 
Arabia but they come back every two 
Their last order 

Another regular custo 

Italy. You can’t hold 
this way without having 
a friendly, attractive personality, but 
as Zimmermann says, in being friendly 
with cu you have to know where 


atmosphere store has 
over 
area family is 
their shoes 
$185 
lives in 


years for 
came to 
mer 


‘ustomer in 


tomer 
to draw the line 

The thriving business 
did 


built hi 


he has today 
Zimmermann 
own hands 
the 


come easily 
with 
couldn't 


not 
his 
afford 
available in Glenside 
old and re 
digging the foundations he 
needed, pouring the concrete, laying 
the block, He put up the inside 
paneling and made most of the fixtures. 
What he today is the result of 
hard intelligent planning and 


store 
because he 
of the 
He took an 
modeled it, 


rents 
tores 
farmhouse 


cinder 


has 
work, 
persistent ambition 

He had not originally intended to go 
into shoes, He started his business with 
children’s and infants’ 


wear, but as 


78 


down on 
but they 
and food. 


cut 
bad 


he puts it, people can 
when times 
have to have 
switched to shoes. 

1943. Zimmermann 
store fur and 


manager. In business 


clothes are 


always shoes 
So he 

Back in was a 
buyer mer 
that 
and 


burned up 


department 
chandise 
there 
he came home at 
over something that 
the wife 


go into bu for 


are many headaches, when 
night all 
had happened at 
him to 
Sut with 
a wife and children (four at that 
he was afraid to take the chance 
war showed him take. He 
drafted into the and during 
years he was in 
that his wife 
pay She 


store, his would urge 


ines himself 
time) 
The 
was 
the 


his mi 
army 


two the infantry he 


earned could get along 


on his was a good 


manager 


army 


1 Private Survey 


If you live in Glenside and want t 
do some shopping in Philadelphia, you 
the train or drive 
and the chances 
have some lunch. So 
you money. Back from the Zim 
mermann checked one day and found 
that it had him $10 to buy $40 
worth of clothes for his children. When 
he returned home, he picked ten name 
out of the telephone 
conducted his urvey. By 
the time he had his 
mind was made up. Seven of the people 
he had called said that they 
interested if he 
line of infants’ 


have to take your 


own car, are you'll 


also it will cost 


War, 


cost 


local book and 
own private 

made eight calls 
would be 
them with a 


children’s 


came to 
good and 
wear 

In 1946 with $1,000 
his brother, he bought a 
sedan and $500 worth of 
clothes. At first he 
and the they 
When the sedan _ got 
bought a station wagon and finally a 
walk-in truck. The busine until 
he had around 1,000 customers 


borrowed from 
1936 Dodge 
children’s 
called on friend 
people recommended 
too small, he 


3 grew 


In connection with this Store to Your 
Door 
interesting 


Zimmermann has an 
He lying in a 
foxhole one day during the war 
suddenly he had something that 
only be described as a vision of himself 
in a bus or truck which had been fitted 
up as a store. What he was selling in 
the truck he didn’t know, but the rest 
was perfectly clear. The vision was so 


business, 
story. was 
and 


Can 


unexpected and so vivid that it made a 
deep impression on him. His walk-in 
truck was the realization of it 
He operated thi for 
years, but in 1947, one year, he 
decided to go into shoes and began 
educating himself for the jump. In 
his spare time he worked in a friend’s 
orthopedic doing odd jobs. He 
also got information from other stores 
and he talked to doctor 
shoes. He corrective 
shoe fitting at Temple University and 
manufacturer 


business three 


after 


store, 
many about 
took a course in 
a course sponsored by a 
of children’s 

He also looked around for a 
Here he ran into difficulties. The rents 
for the few available in Glen 
side were too high. An old farm house 


shoes. 


tore 


stores 


that might be re 


ale. The owners 


good iocation 
was not for 
had lived there for many years and had 
no intention of moving. Zimmermann 
did not give up. He kept his eye on the 
house luck. 

While he was building up 
ren’s wear was 
community affairs. One of the activities 
was the 
organization of a team and rifle 
squad the of the local 
American Legion. He was an exception 
al drill master, and the drill team won 
the national! dril] team championship in 
1949, Glenside. In 
those years were being 
brought back for burial in this country; 
one of the activities of the rifle squad 
was to do the last honors at these 
When the squad officiated at 
the burial of a son-in-law of the owners 
of the old farm had wanted 
to buy, Zimmermann made their a 
quaintance. Later, they decided to sel 
after all, and the buyer was naturally 
Zimmermann. 


in a 


modeied 


and had a little 
his chil 
business, he active in 
he was most interested in 
drill 


under auspices 


bringing fame to 


overseas dead 
graves. 


house he 


Success Story 


Phi 3a 
achieved by 


uccess story but of succes 
hard work. When Zimme: 
mann timates on the remodeling 
of the farm house into a store, the 
estimates ran as high as $10,000. Thi 
would have left him no money for stock 
So he did the remodeling himself in 
his spare time. 

When he finally opened, 
children’s 


got e 


he kept a 
because he 
realized it would take at least five 
years to build the business to the point 
where it would support his family. Two 
years ago he added an extension to the 
building to separate the two parts of 
the and last Spring he 
able to get rid of the clothing entirely 

Zimmermann handles Edwards chil 
dren’s and in men’s, Freeman, 
Florsheim and Nettleton. He has his 
own brand of boys’ shoes. He carries a 
of children’s socks and 
men and girls, all of which are in 

the His over 
and he makes no 
trade. His 
rapidly but he 
want it bie he 
hire help that 
the character of the operation 


line of wear 


business was 


shoes 


line also socks 

for 
, 

gias ‘ase by 

low 


register, 
head is price 


concessions to get business 


is growing does not 
have to 


change 


wil] 
would 


to get so 


because 


Taylor Resigns Post 
To Open Leased Department 
Venice 


Shoe 


Taylor, manager 
Store for 
igned to open 


IOLA, KAN 
if the 
the past 20 years, has re 
a new business in Emporia, Kan 

Mr. and Mrs. Taylor have leased the 
hoe department in the Palace Clothing 
not 


Economy here 


Company, Emporia. The Palace ha 

had a shoe department in the immed 

st, so the Taylors opened with an 
tock. 


wa 


ate pa 
all 
| 


ai new 


Taylor the J. C. Penney 
store for four years prior to becoming 
manager of the Economy Shoe Store in 
1935, a few months after it was pur 
chased by the late E. E. Harrison 


with 
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% GINA 


Italian influence 
Black Kid Suede 
Black Glazed Kid 
Basque Red 
Flight Blue 
Vanilla 


Oak leather sole. 100% leather 
lined. Leather bow. Sizes: AAA 
5-10, AA 4-10, B 3%-10 


$325 


less 5% —30 days 
31 days net 






















are so much better 









for the money, they 





FIT PER PAIR 
exclusive tu 
your town! 


IN STOCK 


immediate delivery 
one pair or a thousand 
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19 colors 
in stock 













PEGGY 


skimmer pump 
ALL KID LEATHERS — LEATHER LINED 






























White Black Kid Suede 
Black Brown Glazed Kid AVA 
Red Silver Brocade sweater pump 
Navy Blue (can be dyed) Black Kid Suede 
Brown Kid Suede Apricot Glazed Kid 
Pastel Pink Lime Frappe Glazed Kid Black ae Kid 
Pastel Blue Pineapple Glazed Kid White Glazed Kid 
Black Patent Turquoise Glazed Kid Pink Glazed Kid 

lesgoriae Cloned Kid Vanilla Glazed Kid 
Made on a new pump last riental Cloth 
Pancake heel. leather Vanilla Glazed Kid Ook leather sole. Elasticized tep-liee. 
sole with waffle design Avocado Glazed Kid Mu ‘ colored Lae Dainty " at heel. 
Sizes Women’s AAA 5-10 3 25 17€ AAA 5 0 AA 4.10 83 2-10 
AA 4-10, B 3%-10 3 $325 
Misses B, C1243 less 5%—30 days os 

31 dove net loss 5 —3 = net 
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NON-IMPREGNATED 
WOOD TREES WILL 
ABSORB MOISTURE 


Only natural hardwoods kiln dried 
and worked to a carnauba smooth finish 
can properly absorb moisture. ONE 
of the great advantages of wood 
trees is their ability to keep shoes dry 
through their absorbtion qualities. 
A lacquer finish spoils this quality. 

Order from 


ROCHESTER SHOE TREE CO., INC. 


ROCHESTER 4, NEW YORK 


Duty Shoes Fill Many Needs 
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duty. Too often she wears house slippers for house work. 
If not these over-soft, apt-to-be-sloppy shoes, then she 
may scrub and vacuum and iron in old street shoes 
which often are entirely unsuitable—too high in the heel, 
too loose in fit and too thin-soled, This poor neglected 
woman needs your special consideration. Include some 
duty shoes in colors and promote them for the “Woman 
on Duty at Home” or the “Homemaker’s Duty Shoe.” 
You can point out that these shoes are perfect for 
marketing and doing household errands on foot and 
in the car, as well as for work in the house. 

While glamour is certainly not what you are selling 
in such shoes, don’t forget that a woman is still a 
woman and wants to look as attractive as circumstances 
will permit. Moccasin vamps do make big feet look 
smaller and tassel ties give a jaunty air even to a 


matronly style. 


Air Conditioner on a Shelf 


INSTALLING an air conditioning unit on the stock 
shelving, above head level, was the unique means which 
was used by Bob’s Juvenile Shoe Store, Baton Rouge 
Louisiana, to provide air conditioning in a situation where 
serious space problems were involved. 

Bob’s Juvenile Shoe Store occupies space which was 
actually “created” on downtown Baton Rouge’s Third 
Street, by building a roof over a small dead-end alleyway, 
providing a front, walling in the interior, and thus making 
a store where only empty space had been before. 

While the small, compact store operated efhciently from 
a shoe selling standpoint, it was soon obvious that the 
limited space plus heavy customer traffic made the cooling 
problem difficult. In Baton Rouge’s Summer weather the 
temperature is frequently over 95 degrees 

After studying the problem from all aspects it was de 
cided to combine both heating and cooling for the store in 
a single small package unit, a Frigidaire air conditioner 
of 15,000 BTU per hour capacity. With no space on the 
floor and very little available in the rear, the package air 
conditioning unit was simply “set on the shelf.” Space for 
approximately four dozen shoe boxes was given over to the 
air conditioner, which was installed at the rear of the 
store at a point eight feet above the floor. In place of the 
usual duct work opening at the top, Bob’s Juvenile Shoe 
Store installed a side duct which directs a flow of cooled 
air out at sufficient altitude and velocity to penetrate to 
the front of the store, sinking down in the process. Since 
the unusual construction of the store and city building 
codes made it impossible to vent regular gas heat, four 
500-watt strip-type electric heating units were mounted 
in the duct extension so that during the Winter months the 
stream of air from the package unit can be heated instead 
of cooled. Warmed air to match the outside temperature 
is readily provided by switching on one, two, three, or all 
four of the strip-type electric heaters as required 

The compressor which provides refrigeration for the 
shelf-mounted cooler was mounted in a second story light 
well, where it occupies a relatively small amount of space 
and from where short refrigerant lines can be used to reach 


the package unit 
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the Start of the Sale | 


Looks Better Longer 


MEN’S, WOMEN’S AND PARTICULARLY 
CHILDREN’S SHOES need all the finish 
durability you can give them! Retailers 
want shoes that stay factory bright. 
Duralene, the new finish that doesn’t 


“drop off’ between packing room and DURALENE F 


shoe store —- provides both advantages. 
for the packing room 


Yes, and wearers find that this 
water-repellent finish will keep its 
sparkle far longer — actually 


eliminates rain spotting. 1) \) \ Ayre 
The cost? Probably no more than | | rl) F [ } FL g ) 
you are now paying because Duralene 


adds value without increasing the cost. 
Ask for a demonstration today! 


1s the newest member 


of the family of 


Distributed by 
UNITED SHOE MACHINERY CORPORATION 


*Trademark BB Chemical Co. 
BOSTON, MASSACHUSETTS 
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P.O. BOX 658 


LAST WEEK 
You missed 


cm ERTL 


HIGH PROFIT 
extra sales 


Burns Cuboid 
operators 
include: 


ATLANTA 
Thompson-Boland-Lee 


The sales you missed last week BALTIMORE 
66 by actual statistics ~ are May Co. 


volume and profit down the drain 
BOSTON 


Thayer-McNeil 


. never recoverable. 


Those 66 lost sales could have 
been made to customers with foot CHICAGO 
comfort problems — problems that Marshall Field & Co. 


shoe fitting alone could not solve. 
. DALLAS 
Shoe and department stores from Volk’s 
coast to coast are salvaging from 
$1,000 to $4,000 monthly in lost DENVER 
sales with the companion sale of Fontius Shoe Co. 


time-proven Burns Cuboid Shoe 
HOUSTON 


Foley's 


Inserts. Selling Cuboids along with 
a pair of shoes approximately 
doubles your profit — assures 

repeat business from happy foot 
comfortable customers, 


LOS ANGELES 
May Co. 


NEW YORK 
Lane Bryant, Inc. 


Designed with an entirely different 
concept to provide medically- 
proven foot relief, Cuboid Foot 
Balancers retail up to $6.95 a pair 

are available in 248 styles and 
sizes. Required storage space is 
only a few feet of shelving. 


MEMPHIS 
J. Goldsmith & Sons 


NEW ORLEANS 
D, H. Holmes Co 
Pick up those 66 sales from now 
on — write today for a Cuboid 
demonstration in your own store. 


PHILADELPHIA 
Gimbel's 


PORTLAND, ORE. 
Meier & Frank Co. 


Your Cuboid sales are 
backed by national advertising ST. Louis 
and liberal cooperative funds. 


Famous-Barr Co 


SAN FRANCISCO 
Macy's 


BURNS CUBOID CoO. 


SANTA ANA, CALIFORNIA 


Bright Future for Work Shoes 
[CONTINUED FROM PAGE 50] 


readily identifiable as such, these new types have played 
4 most important part in work shoe merchandising. They 
comprise “duty” shoes, Whites and other types, which are 
consumed in volume by the nurses, beauticians and other 
female institutional employees, and special service items, 
such as conductor shoes which ground static electricity 
and which are used by operating-room nurses and powder 
plant workers 

The increasing practice in industry of clothing workers 
in smart and distinctive uniforms has made it necessary 
that work footwear be coordinated to these uniforms in 
color, material, and design. All these new types are con- 
tributing to an expanding market, and although most of 
them originate in factories producing dress shoes primarily, 
and are sold by retailers who probably have never regarded 
them as other than dress shoes, they do, nevertheless fall 
properly into a work shoe category 

The men’s work shoe operation is fast becoming spe- 
cidlized too. Shoes are being designed and built with a 
specific job in mind and embody features to improve the 
worker's efficiency of foot and to make him safer while 
he is on the job. 

“Dressed-up” versions of the work shoe have become 
very popular in recent years and are so well designed that 
it would be difficult to distinguish many of them, such as 
safety toe types, from the heavier types of conventional 
dress shoes. 

“Specialized” and “dressed-up” types have brought an 
entirely new horizon to work shoe merchandising which 
until their arrival had followed the strictest and narrowest 
of courses, in merchandising, advertising, and promotion 
Given but a small fraction of the advertising effort now 
accorded dress shoes, a fuller potential for work shoes 
will unfold rapidly 

Children are not to be overlooked in calculating the 
possibilities for work shoe sales expansion. While, hap- 
pily, youngsters no longer need be considered as part of 
the work force, they still consume a large percentage of 
so called “work shoes.” Youngsters on the farm still per- 
form daily chores, even though they drive tractors or ride 
on combines A generation ago the “highcut” was a 
standard Winter shoe for boys. Today, on the farm, in 
rural areas, and for that matter, in some of our suburban 
areas, boys still wear “work shoes” in inclement weather, 
in snow and in mud, while logger heeled engineer boots 
decorated with the red safety jewels, used on bike reflec- 
tors, have become a standard item with boys in their teens 
and pre-teens 

Here are some of the innovations in materials and con 
struction which will help build sales for retailers who are 
alert enough to realize their true merchandising possibili- 
ties and sufficiently energetic to give work shoes the pro- 
motion they deserve 

New soft glove-tanned and water repellent leathers are 
bringing more comfort to out-of-doors workers in whose 
shoes abrasion is not too important a factor. Shoes of hard 
finish, acid and abrasion resistant leathers will help the 
farmer and chemical worker on their jobs. 

Foam cushion linings and insoles are keeping workers’ 
feet dry and warm and are offering protection against 
bruising of feet and ankles from blows occurring on the 
job. Perspiration and fungus resistant insoles and linings, 
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Bright Future for Work Shoes 


[CONTINUED FROM PAGE 82} 


both leather and fabric, are protecting the worker's foot 
health. 

Better designed, special weltings and new machinery 
for affixing them are making welts hug the contours of 
the sole more closely and are producing more water resis- 
tant work shoes, while threads of man-made fibers are 


2. Oe oe 


Sa ee i 


enabling manufacturers to build stronger, more durable 
work shoes, the stitches of which resist abrasion, absorb 
little or no moisture and are rot and mildew proof. 
Neoprene with its amazing ability to resist oils, grease 
abrasion, chipping, and cracking, even at extreme tem 
peratures, offers “sole protection” to workers shoes. 
Other new soling materials are cutting down the acci 
dent frequency caused by slipping. The addition of abra- 
sive ingredients to the the materials of which work shoe 


soles are made gives them lasting non-slip qualities 


eee ee eee eee eee e ee eee eee e eee ee eeee * 


Featherweight steel and plastic box toes are improving 
the safety factors of work shoes and making them more 
attractive and saleable, while from the science of dynamics 
emerges a new concept in sole design with an especial 
application for premium grade work shoes in which flex 
ibility, lightness, and resiliency are desirable 

These are but a few of the many innovations in mate 
rials and design which your customers will be looking 
for in work shoes this year. And they are the forerunners 
Monarch price-marking gives customers for of many more to come. With them will come new manu 
shoes, hosiery, handbags and children’s items facturing materials such as the vulcanizing of rubber soles 


more sales information than could possibly te chrome Jeather uppers in one operation. Such is the 


be crowded onto a hand-written ticket progress that will enable retailers to take the full advan 
Neat, legible price-marking builds respect tage of this expanding market. Closely integrated as they 


for your store, confidence in your prices It are to the productive capacity of the nation itself, the 


helps sell slippers and rack items. By standard opportunities in work shoe manufacturing and selling are 


imite , tial ice itse 
izing the position of cach line on the ticket and limited only by the growth potential of America itself. 


using code symbols, printed tickets can also 


carry confidential auditing and inventory data Jumble Window Draws 
to save clerical work 
A NOVEL window display technique is helping to create 


The inexpensive, hand-operated Monarch . 
a “bargain atmosphere” during close outs and left over 


Junior makes it easy to change from smudged, , Mobil 
illegible pencilled tickets to businesslike Mon sales at Al's Bootery, a smart footwear store in obile, 
Alabama. 


arch price-marking. Monarch Junior price- ‘ ne 
I B 7 | To carry the theory of “left over” out to its fullest, the 


marks labels, including the pressure sensitive 
Senso labels’ Kimflex tickets, Slip Fold tickets, 


string tags—in sizes and styles for all shoe 


management frequently fills the bottom of the display 
window in one of downtown Mobile’s smartest shopping 


districts with a “jumble” of shoes and cartons. Cartons 


, > F > Sen ] F 
store merchandise. Send the coupon for addi are carefully arranged to look as though the shoe boxes 


tional information without obligation had been carelessly tossed into the window, resting upon 
each other at an angle, on end, upside down, ete. Then, 

from the close out stock around two dozen shoes are 

Monarch Junior price-marking selected and set here and there through the “jumble” 


machine (illus.), hand-oper- 


ated $77.50° f.0.b. factory. some of them hanging by the heels, others lying on their 
sides, upside down, etc. Small, neat signs explain that 
*Price quoted is for the U.S. and pos 
sessions, State and City Tax when 
applicable, extra 


Al’s Bootery is offering one of its long-awaited close outs 

Actually, the windows are artistically arranged so that 
the number of shoes and cartons covering each square 
foot of the window floor is approximately the same down 
the full length of two windows. During late July, the 


The MONARCH Marking System Company store held a close-out on top, favorite brands at $4.85. 


216 South Torrence Street, Dayton 3, Ohio and this “jumble window” caught so much attention by 


Please send, without obligation to us, illustrated folders on Monarch contrast with the smart apparel shops surrounding that it 


Junior; also sample Monarch tickets, tags and labels for use on stopped several times the number of people it would have 
shoe store merchandise. been possible to stop with more standard display methods. 
— Psychology counts heavily in every type of window 
display, the Al’s Bootery management is convinced, and 

Addres - . . , : — pe ae 
. in staging a sale, it is believed that the “jumble” window 


Post Office . __.Lone State display theme creates the idea of special bargains 
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Lower prices...Longer dating... 


on 


Carter's Kangaroo and Kidskin 
shoes for men!!! 


KANGAROO: $5.98 ... KIDSKIN: $5.38... NET 90 DAYS! 


Minimum order: 60 pairs Kangaroo and/or Kidskin. You specify shipping date. 


LOWER PRICES.... 


$5.98 a pair for Kangaroo, $5.38 a pair for top grade Kidskin... that’s all 


you pay when you order 60 or more pairs (all Kangaroo, all Kidskin, or 
mixture of the two)! 


LONGER DATING.... 
Net 90 days... those are the terms when you order 60 or more pairs of 


Carter's Kangaroo and/or top grade Kidskin! 


It's the best chance you'll have in many moons to go for 


extra profit in either of two ways: (1) hold the regular retail 


price and add the extra mark-up to your profits, or (2) drop 


the retail price and go for volume. 


Compare price, quality. Then buy Carter Kangaroo and Kidskin 
for less ...in a market that's rising steadily! 


Order today. This offer may be withdrawn at any time. Contact the 
Carter man in your territory or write, or wire, or call the Factory. 


We are shoe manufacturers, not retailers. We neither 
own nor operate retail stores. Our objective is to help 
build the independent shoe retailer 


J. W. CARTER COMPANY 


NASHVILLE , LNNESSEE 


March 15, 1956 





THEY’RE WELL AWARE IN DELAWARE THAT 


CHAIRMASTERS' 


i Ai i Ain i a 


CHAIRS Help Sell Shoes! 


The Bata Shoe Co. store in 
Dover, Delaware is made more 
attractive by CHAIRMASTERS’ 
furnishings which are expressly 
created for shoe stores. In this 
store, as in others throughout 
the country both large and small, 
CHAIRMASTERS' chairs 
allow customers to relax 

in comfort while they 

choose shoes... make 

it easier for salesmen 

to sell! 


¢ 


Style =3215A 


200 East 146 Street @ New York 51, N.Y. @ CYpress 2-0600 
SPECIALISTS IN SHOE STORE FURNITURE 


Featuring Styles #3251 and 3¢3215A B-) 
Let CHAIRMASTERS help you increase Please send New Chairmasters Catalog to 
your volume and profit. Consult our 
planning department about the design, 
layout and furnishing of your store. . 
remember it takes more than shoes 
to sell shoes! 


NAME 
STREET 


with many 
black 


There is a general 


Review of the In the color combinations C. H head start in sales more 


Retail Trade Baker is showing a Spearmint model 


black 
| CONTINUED FROM PAGE 67] 


patent heel and trim, priced at $12.98 
SAN FRANCISCO SPOTLIGHTS =|!" White eet 
BLACK AND COLOR PATENTS 


with Faille; calf with two soft 
Freprt ARY found most San Fran- 


requests as the basic shoe for 


in bright green suede with pre-Spring wear 


that will be 
the 
Among the colors are wedg- 


blue 
but 


feeling colors very im 


House patent portant sales makers in coming 


navy months 


blue; and French bread wood vivid red, yellow, and 


with flax. Frank Werner is featuring green many variations of the 


shades of 
cisco shoe merchants making plans 
With 
inventories and clearance sales out of 
the the stocks of 
dise were being shelved and placed on 


for their Spring promotions 


way new merchan 


display. Most plans call for a modest 
start in the advertising from the mid 
dle of the 
March increase 


that as Easter approaches 


middle of 
afte 


February to 
with a heavy 


Promotions of resort footwear 
helped to boost sales for some down 
Others chil 
dren's shoes with good results 


The 
big effect on sales efforts, 


town stores featured 


weather continued to have a 
Ten days 
of bright sunshine brought swarms of 
customers out in a buying mood. This 
was followed by a like period of heavy 
rains that kept the customers at home 
and sales took a drop 

The early Spring showings are fea 
turing black patent and color-on-color 
combinations. Color patents also are 


tuking the spotlight in some displays 


a shell pump of red suede with black 
patent toe and heel 
At | 


pump 


Magnin & Co. there is a neat 


medium high brass 
$14.95. This 
calf, black 


and a combination red and 


with a 
heel at 
white 


ringed model 


comes in 
black kid 
black kid. 


Sommer 


patent 


have an at 


& Kaufmann 


tractive, dressy pump with a white 
piped grosgrain throat in blue or red 
calf or black patent, at $22.50. 


» a , 


ALERT SPRING PROMOTIONS 
IN PHILADELPHIA 


SHOE retailers here are all prepared 
for a good Spring and Easter busi- 
Attractive 
displays of new style shoes vies with 
that 


ness. window space with 


used for Spring millinery. In 


specialty shops where there are shor 


salons, street windows are providing 


more display space for shoes. 


Patent leather has been getting a 


brown family are high up on the list 
Shades of beige, toast, and honey are 
considered among the best sellers. In 
cluded are the new blends of French 
bread and pale Flax. 

In Bonwit Teller’s presentation, the 
called 
“Warm, earth tones that we 
think are 


the new fashion palette of colors.” 


new shoes are “Showpiece 
Shoes” 


a luscious complement to 


Here was featured a high heel, halter 
back and open toe shoe that came in 
tortoise vinyl as well as black, green 
Many 


finding the new combina 


pink, blue, white, or yellow. 
stores are 
tion of black patent and bright red 
pumps a popular number. 

Outside of the 
black navy, 
they tell 
But they are so certain 
the 


what is 


Spring beginners 


and many retailers say 


can't definitely what will 


lead in sales 


that the majority of new styles 


and colors will be wanted 


that 


with 


they are willing to go all out 


fresh inventories 
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MANUFACTURERS 


FEATURING SYLFLEX 
IN THEIR FALL LINES 


Commonwealth Shoe Co., Whitman, 
Mass 


Ounham Brothers Co., Brattieboro, Vt 
Charies A. Eaton Co., Brockton, Mass 
General Shoe Corp., Nashville, Tenn 


Herbst Shoe Mfg. Co., inc., Milwaukee 
Wisc 


international Shoe Co. (Winthrop Div.) 


St. Louis, Mo 
Justin Boot Co., Fort Worth, Texas 
Leverenz Shoe Co., Sheboygan, Wisc 
Mid States Shoe Co., Milwaukee, Wisc 
Milwaukee Shoe Co., Milwaukee, Wisc 
Nunn-Bush Shoe Co., Milwaukee, Wisc 
Schawe-Gerwin Co., Cincinnati, Ohio 
Virginia Shoe Co., Fredericksburg, Va 


*T. M. Dow Corning Corporation 
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One of the greatest promotions in shoe history— 


featuring SYLFLEX THE SILICONE TANNAGE THAT 
“KEEPS THE LIFE IN LEATHER” 


The time clock is set for September, when shoes with the lasting protection 
of SYLFLEX* will be featured in a whole series of ads, including a full-color 
spread in LIFE. Plan now to tie in, using the promotion material provided 
by Dow Corning. Ask our nearest branch office about 
the “Road Map” which describes it in detail; or write 
DOW CORNING CORPORATION, Dept. 2103, Midland, 
Ste Michigan. In Canada, Dow Corning Silicones Ltd., Toronto. 


Offices in: Atlanta * Boston * Chicago + Cleveland + Dallas 
Detroit * Greensboro * Los Angeles * New York * Washington 
(Silver Spring, Md.) 


DOW CORMING 








full weight... 


yet supple soft—as only a glove 
leather tanner can give you 


geiall S pts 
by GENERAL 


You know this type of boot by many names. Everywhere, 
they're selling fast to men who want a comfortable, 
casual shoe for sportswear or home “puttering.” When 
made with Desertan Splits by General, these boots offer 


added softness and flexibility that only a glove leather 





tanner can give you — yet they’re full weight for rugged 
long-lasting wear. And in keeping with the color trend, 
General supplies these splits in natural, fawn or grey. 


Write for sample skins today. 


(ieNERAL Spit CORPORATION as a 
5 





re STAR 
Worlds largest producer of glove leather splits Qcagg?’*\'"" 


730 W. Virginia Street « Milwaukee 4, Wisconsin 





Departments Increase Sales 
by PHIL LANCE 


THE departmentalization of a family shoe store has re- 
sulted in a sales increase for all departments as well as 
easier stock maintenance and merchandise replacement 

“When we decided to modernize our store, we felt that 
it would be the appropriate time to departmentalize our 
entire operation,” explains Manuel N. Panosian, co-owner 
of Panosians Footwear Department Store, Elmira, N. Y 
“Heretofore, customers could be seated anywhere in the 
store to be fitted: men, women or children. We felt that 
this situation was confusing and, in many cases, a block 
towards added sales.” 


The shoe repair and accessories department is in the 
center of the store giving a U shape to the floor layout. 


The modernization was made when Panosians was able 
to double the size of the store. The entire store was deco 
rated in a modern style, with an assortment of wall finishes 
in knotty pine, colored pegboard for display, and western 
and circus illustrations for the infants’ and children’s 
department. 

Wall-to-wall carpeting covers the entire floor, metal and 
green plastic chairs and fitting seats are used, and fluores 
cent lighting and air conditioning completed the modern 
ization, 

The store itself was divided into four departments, 
namely, an infants’ and children’s department, a women’s 
department, a men’s department and a combination shoe 
repair and accessories section that was located in the 
center of the store. 

“The shoe repair and accessories department in the 
center resulted in a ‘U’-type of arrangement in our store,” 
explains Mr. Panosian, “Stretching along the full front is 
our women’s department, to the right is the men’s and to 
the left is the infants’ and children’s. Now when customers 
enter the store, they sit in the department where they want 
to be fitted and in an atmosphere that is most congenial 
to the customer.” 

Stock rooms have been constructed behind the store 
walls with the shoes for the particular department located 
nearest to the department. This has reduced stock room 
confusion, speeded up shoe fitting and replacement. The 
entire store has taken on a salon atmosphere and because 
salesmen go to specific shoe locations to get shoes for fit- 
ting, they no longer get into each other’s way 

Four lines of shoes are stocked in the infants’ and chil 
dren’s department to give the store the variety that it needs 
to provide the young customers with proper fitting shoes 
The store also handles orthopedic fittings and makes a 
specialty of doctors’ prescriptions. The latter can be very 
quickly filled because of the repair unit that is part of 
the store. 

[ruRN TO PAGE 90, PLEASE] 
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FEN CHO NOHO CH CIC I CHESS ees 


Broadens Your Market 
—and Your Mark- Up! 
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2 
2 
2 
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2 
2 
¢ 
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¢ 
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3268 


Sagamores by ETONIC Distinctive new 
leather bound overlay Moc bluchers 
ETONIC styling and ETONIC comfort at 


their best! 


You sell more, profit more, because you have more ideas to sell! More sizes, more 
features — more comfort and style, too, in the popular “middle price’ range. Yes, 
ETONIC offers you a wide range of styles for men and boys — many with special 
built-in fitting features . . . exclusive WEATHER-SEALED construction . . . Super 
Sizes in many fast-selling styles . . . SYLFLEX-tanned leathers that shed water like a 


duck. All the extras, at prices your customer wants to pay! 


WRITE FOR NEW IN-STOCK CATALOG TODAY 


CHARLES A. EATON CO., BROCKTON, MASS 


Fine Bootmakers Since 1876 


¢ 
é 
¢ 
é 
é 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
é 
¢ 
¢ 
¢ 
é 
é 
¢ 
¢ 
¢ 


¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 
¢ 




















SNe en 





March 15, 1956 89 





The 
NEW 


Four sizes fit all children's 


shoes 6'/, to 12'/, Made in 
block, brown and red, retail- 
ing af $1.75 to $1.96 


Here is some real profit news for you. After years 
of working, planning, designing and experimenting, 
the Tingley Children's Rubbers are in production. 
When you see them, you will agree that they were 
worth waiting for and perfecting. 


These 


them « 


rubbers have everything! Children can put 
n and take them off with ease, yet they won t 
When a child gets them wet 


Mother can turn them inside out and 


pull off ace dentally 
or dirty inside 
wipe them clean and dry in seconds They have all 
the rugged wearing qualities of Tingley Rubbers for 
grown-up: 


yet are light and stret« hy. These rubber 


however, conform to and fit shoes because of their 
design and do not merely stretch on. They are cute 


and attractive to Mothers and they are priced right. 


These rubbers will give you extra volume and more 
pre tits with a style and design that will be good for 
rar t ( me, There it never any worry about ob 


k with Tingley Rubbers. 


make more money with Tingley Rubber 
sizes to stock 


carryover 


smaller inven 
You 


m a nearby Tingley distributor. 


which mean: 


j 
and faster turnover. can 


quickly reorder fy 


TINGLEY russer corroration 
903 ROSS STREET, RAHWAY, NEW JERSEY 


Please send me the name of my nearest Tingley dis- 
tributor and a descriptive circular on the new chil- 
dren's rubbers 

Name 


Mail This 
COUPON Today! <,,."” 


ity Zone State 


90 


TINGLEY 
CHILD'S RUBBER 


FOR PROFITABLE 
SPRING BUSINESS 


Departments Increase Sales 


CONTINUED FROM PAGE 83 


The store handles three lines of women’s shoes in a mod 


erate price range and variety. Through past years of 


experience, the owners have found that women will visit 


a neighborhood shoe store when they need shoes for aver 


age daily wear, but when it comes to high styling, they 


like to shop the mid-town area where they can make com 


parisons. Rather than attempt to fight this trend, the 


store caters to their daily needs and gets greater sales 


stock 


however, Is on 


volume from the shoe lines that it does 
“Qur heavy emphasis in the adult lines 
Manny “We carry five lines 
range of stvles. We 


because they 


men’s shoes,” says Panosian 


of shoes in a wide prices and have 


found that men prefer a neighborhood store 
can buy unhurried and at their leisure 

“The accessories department in the 
center of the double 


“When this business was originally 


shoe repair and 


significance,” explains 


started by 


store has a 
Panosian, 
Through the years 


The 


shoe repair section, however, still attracted neighborhood 


my father, it was a shoe repair shop 


he added shoes and finally became a shoe retailer 


traffic to the store and it was retained for this reason, To 
and 
work 
trip 


day it plays an even greater our corrective 
fitting of shoes. We 


done while the custome 


part in 


can have any shoe 


This 


and it results in the better fitting of customers.” 


orthopedic 


waits saves a second 


Side-line Sales 


Fronting the shoe repair department is a modern all 


glass accessories bar. All sales orders are written up here 
and the customer takes his purchase from this counter 

To round out a complete Footwear Department Store 
Panosians stocks an assortment of handbags in the women’s 
department and men’s and children’s hosiery in those de 
partments. A monthly sales check showed that 75 per cent 
of all the customers make additional purchases 

A record of all sales to men and children is maintained 
by the store. The 


size and future reference when the adult 


fitting 
Phis 


to male customers and 


men’s record is maintained for 


comes in 


service has seldom been rendered 


they appreciate it 


Every 90 days after a sale to a youngster, a follow-up 


card is sent out. The card tells the parent that the store 


yo and is interested to 


fitted the youngster just 90 days ag 
Many parents bring 


their 


learn if the fitting is still satisfactory 
after the 


attention to the men’s or women’s department for a 


their children in’ and examination, turn 
per- 
sonal fitting 

The store advertises weekly in the local newspaper and 
places heavy emphasis on children’s and men’s shoes. Peri 


books, 


adver 


odically, youngsters are given circus tickets, comic 
One of the best 


tising has been to take pictures of customers being fitted 


novelties and balloons means of 


in the store and to run them in the display ads 


“When we recently outfitted a family of seven children, 


we thought it newsworthy enough to run in the news 


paper,” says Panosian. “It attracted so much attention 


that the newspaper ran a news story on it and we got a lot 
of free publicity.” 


Whenever the 


newspaper the 


store features certain shoe values in the 


newspaper ad is taped onto one of the 


main store windows and streamers are run from it to the 


particular shoes, which are also shown in the window 


Customers are alwavs on the lookout for these specials 
and Shoe 
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FABRIeushon 


adds a plus to fashion 


for valentine shoes 


The plus of comfort! That’s one 
of the beauties of FABRIcushon, 
the unique process that fuses foam- 
to-fabric for upper lining as well as 
stitched and 
lined 


inner soles. Even a 


sculptured vamp with 


FABRIcushon 


shoe that can't rub or cut. 


means a cushioned 


The plus of fit! That's another 
of FABRIcushon. FABRI.- 
cushon gives a shoe a never-before- 
possible glove fit. Makes a shoe that 
hugs the foot, without a slip! 


beauty 


THE KENDALL COMPANY 


The plus of coolness! So porous 
you can actually breathe through 
FABRIcushon. Wherever 


in a shoe, it gives cool comfort 


it’s used 


That’s why in just 2 short years 
FABRIcushon 


ard for the industry, the choice of 


has become stand 


industry leaders . . . for men’s 


women’s, children’s shoes, from 
high styles to sports styles. 
FABRIcushoned comfort is sell 


ing shoes. Make sure it’s selling for 
you. Ask for it. Feature it 


ANDREWS-ALDERFER DIVISION 


1055 Home Avenue, Akron, Ohio 


Representatives in Boston, Carlisle, Chicago, Cincinnati, Detroit, Los 
kee, Nashville, New York, St. Louis. Mfg. affiliate 
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Angeles Milwau 
London, Eng 


in Toronto, Canada 


FABRIcushon 


fabric-to-foam wedded forever 
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Typical of new power plants in Missouri is the Hawthorn station 
team-electrie generating plant of Kansas City Power & Light 
(ampany, located in Northeast Industrial district of Kansas 
Cu Mo., with a nameplate capacity of 332,000 KW 


Plentiful at Low Cost! 


Whatever your power needs now—or in the future—Missouri 
can supply them and at low cost. New generating plants 
like the one above increase Missouri’s power potential every 
year. And there still remain thousands of acres underlain 
with coal for suitable steam-electric generating plants 


~~ FEDERAL POWER LINES 
66KV OR OVER 
FEDERAL POWER LINES 
I3KV 
— PRIVATE POWER LINES 
66KV OR OVER 
PRIVATE POWER LINES 
33KV 


‘ 
- 


he » 
i antin 
a | 


i | , 





High voltage transmission lines carry private and Federal power 
lo every part of the state, as this map indicates 


Let us “tailor-make” a plant for you! 


Under Missouri’s now famous “Tailor-Made” plan, 136 mil 
lion dollars worth of new plant construction was located 
here in 1954. Seventeen Missouri cities have acquired acre 
age and raised preliminary funds to help start your plant 
built to your plans, then leased to you on long favorable 
terms. Or choose from 188 industrial buildings available 
now. Don't wait, get complete information on Missouri's 
power, water and many other advantages 


PHONE COLLECT Jefferson City 6-7185 

Lisle Jeffrey, Industrial Director 

or write Dept. C691 

Missouri Division of Resources & Development 
Jefferson City, Missouri 


Another Item on the Sales Slip 


Ew RY sird, Thayer, Kansas City, Missouri's oldest 
department store, has developed its merchandising policies 
with the goal of increasing the unit sale. Mr. Henry 
Carroll, Buyer for the Women’s and Children’s Shoe De 
partments, explains, “We have a six point program for 
iccomplishing the goal of our slogan. GET ANOTHER 
ITEM ON THE SALES SLIP. If a pair of shoes is sold 
it is our job to get a second item, preferably of com 
parable or greater cost, on the sales slip. These are the 
“IX points considered essential to the conspicuous success 
achieved 

1. Stocking. Name brands with complete basic stocks 
are deemed essential. If a pair of high fashion shoes is 
sold, walking shoes are considered a distinct possibility 
lor a second sale. Any shoe purchase suggests the pros 
pect of slippers, or a handbag. It is imperative that the 
uggested second item be of comparable quality and in a 
brand which holds meaning for the customer 

2. Accepting the fact that one cannot sell the initial 
item, much less increase the unit sale. without store traffic, 
much testing has been done. Item promotion, without price 
reduction, is the rule. Daily advertisements in the Kansas 
Cuy Star morning and evening papers have proven sound 
Newspaper advertising is the only commercial medium 
used, having proven its dollar and cents superiority 

». A very small percentage of the under five per cent 
idvertising appropriation is devoted to institutional adver 
ising. This is frequently pitched toward children with 
the thought that children will insist upon coming and 
cannot attend alone. Examples which have proved potent 
are a girl and doll fashion show (in which the manufac 
turer furnished the costumes) and a movie star appearance 
with Tim Hovey, supporting the movie in which he was 
starring. While cookies and punch were served following 
the fashion show, this fact was not mentioned in_ the 
advertising. Mr. Harold O. Posey. merchandise manager. 
explains that they are looking for a crowd and not a mob 
One mob experience, when they had Guy Madison and 
Andy Devine, convinced them that much of the value was 
lost through too great a crowd 

1. Display is a very important factor in the unit sale, 
ranging from the basic to the impulse-type shoe presen 
tation. Mr. Carroll explains their policy: “The custome: 
entering the department must have the impression of fresh 
new stocks at all times. Displays. therefore, are not only 
shifted and changed at no more than weekly intervals, 
but strong emphasis is placed on seasonal needs and, of 
course, support for advertising.” 

5. Sales training. All new sales persons entering the 
store are given basic training. including an acquaintance 
with the many store services and types of credit. They 
must naturally be skilled in expert shoe fitting. Beyond 
that point, the responsibility becomes Mr. Carroll's 
Through pre-store hour training and on the job instruc 
tion, he is constantly schooling sales people in the various 
merits of name brands: durability. comfort. fashion as 
pects. etc. The best approaches to suggestion selling 
constantly presented 

6. Weekly testing. Paid for out of the advertising ap 
propriation, an independent service “shops” the store 
weekly and scores the sales people on many points with 
particular stress on suggestion selling. The buyers meet 
weekly with Mr. Posey for discussion and to receive the 
results of the survey for their departments. The lowest 
to be achieved was a head-hanging 45 per cent; the best 


a satisfying 93.9 per cent 
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. . . AMERICANIZED BY 


Ombre’ shaded TAYLOPLEAT 
SHUGOR at the instep adds 
zest and comfortable fit to this 
dressy casual, built on a Last by 


George E. Belcher Co 


This elastic vamp and non-elastic 

quarter material was knitted by Practical American 

Thomas Taylor from a new novelty ; 

yarn; and made into shoes by ingenuity joins with Itahan 


Castle Shoe Co., Ferrara Italy 
design to create a new 


appeal in footwear for men 
meeting the masculine 
need for vigorous style 
and complete casual 
comfort. The designing 1 


\ , uo 
A formalized casual with from Italy ; the ntting 
SHUGOR hidden at the quality and comtort by 
vamp-throat, on an Italian- P ; ; ; 
style Last by George E Phomas ‘Taylor 

Belcher Co 


1 aan 
% 


TAYLORED -TO-FET | 


THOMAS TAYLOR & SONS 


HUDSON, MASSACHUSETTS ross CHARACTER 


Rice Leaders 
of the GDorld 
Association 


‘ ‘ 
want rm 


March 15, 1956 





B.EGoodrich 


Extrasoft rubber heel 


Feels twice as soft as ordinary heels 


yt bee B. F. Goodrich EXTRASOFT heel feels twice 
i sott a 


s ordinary rubber heels—-is by far the 

most comfortable 
Another new feature is the EXTRASOFT heel’s light 
it weighs so little it actually floats in water. This, 
too, means easier walking, more comfort. The EXTRASOFT 


s shoes in black and brown 


weight 


heel is made for men 
And it has the B. F. Goodrich wood core that gives a firm, 
solid griy makes the heel an integral part of the shoe. There's 


94 


no ‘grinning’ or corner separatio&f. The heels att 


seconds with no problem of missing heel seat nails 


All of these features help you make a better looking 


I easier to sell 


wearing snoc 


NATIONALLY ADVERTISED SHOE PRODUCTS 


B.EGoodrich 


INDUSTRIAL PRODUCTS DIVISION 


one that 1s 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


Tanners Stage Most Successful Fall Show 


Attendance Hits a New Peak, with Keen Interest in Latest Develop- 
ments in Leather Colors, Textures and Finishes—Prices Hold Firm. 






—_ 
<3) Saly 
os imma 
is 6 \4 
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‘ems 
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Photo shows a busy scene with many leather buyers on the floor of the Grand 









re 
PRED RUEPING LEATHER ( 


















Ballroom of the Waldorf Astoria Hotel, where the Tanners Council unveiled its 
official Fall showing of the new leathers. The semi-annual event was considered 
the most successful in recent years. 


NEw YorK—From the standpoint of 
interest, attendance and actual buying, 
the Leather Show staged by the Tanners 
Council at the Waldorf-Astoria, in New 
York, the last two days of February was 
counted the most successful in the past 
five years. In attendance it touched 
a new high. New types of leather, new 


textured effects, new printed leathers 


and a new sole leather that combine 
durability with extra flexibility drew 
the attention of the manufacturers and 
merchants who thronged the exhibit 
of more than a hundred of America’ 


leather producer 
rate of 


leading 

The high production 
which has continued this year and the 
new scientific developments in leather 
tanning and finishing were credited 
with drawing the big attendance. Irving 
R. Glass, executive vice-president of the 
council, that the January 
February production of shoes exceeded 
that of the corresponding two month 
of 1955 by 14 per cent, and last year’s 


shoe 


announced 


output was considered high 
The Leather Show was highlighted 
by the following: 


A leather industry wholly confident 
that 1956 is going to be another record 
or near-record year for shoe and leath- 
er business alike. 

A firm level of general leather prices 

~and numerous instances of price in- 
creases amounting to two to five cents 
a foot. 

An 
leathers 
grains, etc 
An attendance that hit a new peak. 


unprecedented array of new 


finishes, textures 


colors, 


March 





15, 1956 


actual leath 
er buying as the 


hopping tour” attendance 


A irprising amount of 


contrasted by more 


common “ 


Tanner exhibitors were almost unan 
imous in rating the show “one of the 
most successful” in recent years. While 
forward bookings on orders aren't a 


extended as they were at the August 


Leather Show, many tanner report 
“full up” on orders ahead, while other 
have orders on hand to assure full pro 
duction over the next three to 


weeks 

Two factors helped greatly to create 
the bustling activity at thi (1) 
the record shoe output for both January 


how 


and February, which consumed leather 
inventories; (2) the firming up of the 
hide and leather market, edging 
ipward 
leather ahead of further 
that might was a 
ence in attracting leather buyer 
What is the significance of thi 
One interesting 


price 


and motivating buying of 


price increase 
come, trong influ 
to the 
retailer? development 


was the announcement, coming just at 


the opening of the Leather Show, that 
International Shoe Company will raise 
its prices on Fall shoes when the line 


are opened on April 1. Reaction at th 
Show was that International’ 
will likely bring on a wave of price in 


move 


crease announcements by other shoe 
manufacturing firms, particularly if 
everal of the other giant producers 


repeat International’s 

Thus, the higher leather price 
with other 
new 


tep 

, along 
the 
will 


increased costs such a 
minimum wage 


[TURN TO 


requirement, 


PAGE 100, PLEASE | 


Allbritton Succeeds Quimby 
As Secretary of NSMA 


Harold R. Quimby, ex 
the National Shoe 


lation, will be« 


Y ORK 
ecutive-secretary of 
Manufacturers Assoc 


NEW 


me 


a consultant to the association on April 
1, 1956, S. L. Slosberg, president, an 
nounced, G. I \ rritton, secretary of 
the National Shoe Institute, was elected 
ecretary of NSMA by the board of 
director 

Mr. Quimby’s consultant status, Mr 
Slosberg stated, was established at hi 
own request for reason of health 
While e will reside in the South, he 

















G. B. ALLBRITTON 


t 


remagl n an advisory Capaci 
th the association and will prepare 
illetins and publications from time to 
ne, My losberg said Mr. Quimby 
ad been active in the shoe industry 
for 35 years and had many friend 
oughout the trade. During his 12 
eal vith the association he made a 
rreat contribution in building its ser 
vier and activitie At the present 
time, the Nationa shoe Manufacturer 


Association i providing management 
er we ! mar field to a growing 
te ot hoe manufacturers 
Mir osberg iid that Mr Alibrit 
or no na erved a a istant to Mr 
(Juimby thorourchly familiar with the 
idministrative affair of the associa 
tion and } ue qualified to carry r 
the functions of secretary 
Mr Allhritton ha heer with 
Nationa hoe Manufacturers Associa 
tion nee 1951 Prior to that time he 
was administrative partner in the law 
firm of sawver and Marion, New York 
He was graduated from Tulane Univer 
[TURN TO PAGE 102, PLEASE 













Entire Regal Store is Showcase for Shoes 

















The expanse of glass space indicates the showcase atmosphere of this new Regal 
shoe store in San Francisco. Selling space comes to a ‘point’ at the juncture of 
Market Street, right, and O'Farrell Street, left, entrance. The men's club atmos- 
phere is heightened by leather chairs and the comfort reflected by the interior. 






the store, do much to sell the 


SAN FRANCISCO—Showcases come in ide of 
en before he enter the 





many sizes, and even the most casual customer ey 
look at the new Regal Shoe Store, 750 tore 

Market Street, San Francisco, will re The interior presents the masculine 
showcase atmosphere of a men’s club, heightened 
by the 16 comfortable club chairs up 
holstered in russet-brown leather, 
planters filled with growing plants, and 









veal that the entire store is a 





for shoe 
Day or night the store’s merchandise 






is on display, and it would take the 
most unobservant window-shopper to Smoking stands 

fail to find something to whet his in Underfoot, a specially-woven carpet 
terest in the shoes and slippers di in browns and beiges makes pleasant 








walking, and the carpeting is used also 
to upholster the fitting stools. Thi 





played 
Rega! occupies 1,000 square feet of 






carpet design is becoming a_ Regal 
trademark in their newer store 
There are added color accents in the 


sales area at the “point” of the flat 
iron-shaped Phelan Building, giving 


the store’s interior an almost triangu 
feet Royal blue draperies and the coral! 






lar shape. There are 8&8 running 
of windows, fronting on Market and 


O'Farrell Streets of the store 
Lighting is a combination of indirect 





tinted supporting column in the cente 







These windows, which have a stain 





pots, and brass drop lights, the latte: 





less steel trim, form five complete sec 





restating the club-like atmosphere of 





tions, requiring the full time services of 





a window dresser. These windows are the interior. Spots are used extensively 





in the display windows to highlight a 





deep enough for substantial display 





featured style or leather 
Although there is a wealth of stvle 
to choose from in the windows and on 





vet shallow enough so that passersby 





can see into the main lobby of the 








variou tore displays the actual stock 
with the exception of double banks of 
filled shelve flanking the wrapping 


counter | kept behind the scenes n 
! 


Realizing that they have the happy 





ircumstance of having foot traffi 





flowing on both ides of the store a 
well as past the “point” of the build 







ing, Reeal uses its window as a stage two stockroom The main floor toc 





room has a capacity of 2,500 nai 





in Which to display dramatic group 












ings of shoe Special sales event vhile an unstairs storage area contain 
the chanving seasons, are some of the more than 9.300 pairs 

springboards used for sparking display Black walnut was used for table 
of their “Desert Casuals” for vacation wrapping desk, chair frames, as wel 
and patio wear, or slippers for Christ as paneling around shelving. The com 
mas gifts bined wrapping and cashier desk wa 





The casual window shopner or the designed to include space for a brightly 








man intent on buying a pair of shoe lighted slipper display The hosiery 
rieht here and now, can do considerable bar, also well illuminated. backs the 
elf-selling a he strolls around the wrapping counters, exposing customer 
window Comparisons of styles. lea to both socks and slippers while they 





thers and prices. and a chance to lool wait for packages and change 






a second time at the same mode] in 4 single-chair shoe-shine stand 
[TURN TO PAGE 117, PLEASE] 






another display window at the opposite 
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Dates to Remember 


Tanners’ Council Spring Meeting, Boca 


Raton, Fla April 5, 6 
Shoe Show, Tri-State Travelers, Hotel 
Statler, Buffalo, N. Y April 8, 9 


St. Louis Shoe Show, St. Louis Shoe 
Manutacturers Association, Jefferson 
Statler and Lennox Hotels, St. Louis 

April 29-May 2 

Popular Price Shoe Show of America 
Hotels New Yorker and Sheraton 
McAlpin, New York City April 29-May 3 

Market Week, Boot and Shoe Travelers 
Association of New York, Marbridge 
Building, McAlpin and Vanderbilt 
Hotels, New York City April 29-May 3 

Shoe Show, Mountain States Shoe 
Travelers Association, Albany Hotel! 
Denver May 6-8 

Shoe Show, Shoe Travelers Association 
of Chicago, Morrison Hotel, Chicago 

May 6-8 

Fall Shoe Show, Boston Shoe Travelers 

Association, Parker House, Boston 
May 6-9 

Shoe Show, Southeastern Shoe Travel 
ers, Inc., Henry Grady, Peachtree 
Dinkler Plaze and Piedmont Hotels 
Atlanta May 6-9 
Fall Shoe Show, Southwestern Shoe Trav 
elers Association, Adolphus, Boker 
Statler, Hilton and Southland Hotels 


Dallas, Tex. May 6-9 
Shoe Show, lowa Shoe Travelers, Hote 
Fort Des Moines, la. May 13, 14 


Fall Shoe Show, Mid-Continent Shoe 
Travelers Association, Biltmore Hote 
Oklahoma City, Okla. May 1!3, 1/4 

Fall Shoe Show, Indiana Shoe Travelers 
Association, Severin Hotel, Indiana 
polis May 13-15 

Fall Shoe Show, West Coast Shoe Travel! 
ers, Hotel Alexandria, Los Anaeles 

May 20-23 

Fall Shoe Show. Pennsylvania Shoe T--v 
elers Association, Hotel William P-nn 
Pittsburah May 20-23 

Grand Rapids Shoe Show. Michiaan 
Shoe Travelers Club Pantlind Hote! 
Grand Rapids, Mich May 23-25 

Shoe Show Ohio Shoe Travelers Club 
Deshler-Hilton Hotel, Columbus O 

May 27-29 

Shoe Show Michiaan Shoe Travele 
Club, Hotel Statler, Detroit June 2-5 

Michiaan Annual Shoe Fair. Michican 
Shoe Travelers Club and Michiaan 
Shoe Retailers. Statler and Sherat 
Cadillac Hotels, Detroit June 3-6 

Shoe Show, Baltimore Shoe Club o 
Associated Shoe Travelers, Lord Balti 
more Hotel, Baltimore July 22-25 

Allied Shoe Products and Style Fxhihit 
Hotel Belmont Plaza. New York City 


Aun. 19-22 
Leather Show Tanners Council f 
America, Waldorf Astoria Hot 
New York City Aug. 21, 22 


Annual Meeting, Tanners’ Council of 
America Edaqewater Beach Hote! 
Chicaqo Oct. 25, 26 

National Shoe Fair National Shoe 
Manufacturers Association and Na 
tional Shoe Retailers Association 
Palmer House, Conrad Hilton Morr 
son and Conaress Hotels. Chicaao 

Oct 28 Nov | 

Sprina Shoe Show. Southwestern Shoe 
Travelers Association Adolphus. Baker 
Statler, Hilton and Southland Hotels 
Dallas Tex Nov. 11-14 
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Which shoe 


has more 
ales 


Appeal? 


See the answer below based on a 
Consumer Popularity Poll made in St. Louis 


March 15, 1956 


Phese two shoes are identical in stylin cept that 
Shoe (A) has DAREX Bi-Color STYLE WELT with a 
red bead, To measure comparat 

consumer surve was conducted amon 

The question asked wa Which of the 

best 7” Which shoe do you think won? 

fuswer Shoe (A) with the DAREX Bi-Color STYLE 
WELT was selected by 70 of the men polled It wa 


preferred over the plain welt by more than 2 to I! 


rth ippeait rhe ee 
STYLE WELT. Put the 
r shoe 


etlect 


DAREX 


VINYL Sojle WELT 


DEWEY and ALMY Chemical Company 


Cambridge 40, Mass. * Montreal 32, Canada 














How to get your foot 
in the boot business . . . 


SELL 
GODING 
BOOTS 








"Wellington" 


(,etting your foot in the boot 
business is a simple matter 
when you stock Goding Boots 
like the 


here. They're built to the ex- 


“Wellington” shown 


acting specifications of their 
originators, the Australian 
aviators of World War II, but 
with an important improve- 
ment Goodyear Welt Con- 


struction. 


In all sizes for both men and 
“Wellingtons” 


hove. 
offer 
style and more wear for less 
with a full mark- 


Coding 
your customers 
money 


up for you. 


Write today for free 
full-color catalog of the 
entire Goding Line 








Footwear Can Be Sold Five Months Ahead 


Chicago Store Proves Customers Will 


fecept Advance Styles Far 


Ahead of Season If They Are Properly Displayed and Promoted 


CHICAGO 
vance 


Consumers will accept ad 
styles whenever they = are 
properly displayed and promoted. They 
will buy them as much as four and 
five months ahead of the season. 

This has been proved by Carson 
Pirie Scott & Company, here. Last Fall, 
during the National Shoe Fair, the 
tore staged an advance season pro 
motion, and reaped benefits that ex 
tended well into the Spring 
During the 
October, new 


selling 
Fair, late’ in 
trends in Spring and 
resort footwear were stressed in win 
dows, departmental displays, news 
paper advertising and television 
programs. The event was also supple 
mented with a departmental style 
show. “Direction Trend of Fashion 
Footwear for Spring 1956” was the 
general theme used throughout the 
various media. Although this particular 
event wa 


eason, 


geared to the Shoe Fair, 
public response indicated that advance 
promotions any time of the year could 
be successful 


Top Designers’ Styles Featured 


Styles displayed in the windows and 
in the departments included a_ wide 
selection of advance Spring patterns 
which were in stock in the 
third department Each 
window also contained a group of 
hoes, which were highlighted as lead 
ing designer’s predictions as top styles 
season. Thus, the public 
already available, as wel 
as advance designs which at that time 
were not yet in Fifteen 
included in the 
promotion. All were also represented 
in a series of advertisements in local 


store’s 


floor shoe 


for the coming 
saw shoes 


production. 


manufacturers were 


newspapers during the week. 

The promotion was under the di 
rection of Vernon Singer, head 
women’s shoe buyer. He reports that 
the success of the promotion was 
evidence of public acceptance of ad 
vance styles whenever they are brought 
out 

“Women 
something new in shoe styles and will 
buy them if they are convinced they 
are different from the shoes in their 
wardrobe,” he said. “I 


customers are eager for 


recommend 
promotions such as these by retailers 
of all sizes, because of the information 
they provide the buyer. We were able 
to get an excellent, and we believe, 
accurate forecast of styles which later 
were well accepted.” 


Early Choices Serve as Guide 


Most of the shoes highlighted were 
those that the store expected to begin 
selling in volume in February. There 
was sufficient stock in the department, 
so that practically all customers could 
be fitted. These early choices by custo 
mers served as a guide to ordering on 
the part of the store. Thus, the de 


partment had a indication of 
volume trends, months before they were 
These early trends 
later confirmed and sustained 
when Spring buying began in earnest 

Drop line pump adaptations, for 
stock in five ways 
sampled in eleven other 
styles, with bow trims and V-toe pumps 
veing particularly well accepted. There 
vere a number of orders on patent 
eather, a trend which since proved to 
be in the volume category. For two 
days live displayed advance 
styles in resort casuals. This received 
excellent response with pastels, straws, 


good 
actually recorded 


were 


instance, were in 


and were 


mode! 


and raffias in demand 

The promotion was not regarded as 
affecting current shoe selling adversely. 
In fact, traffic in the department was 
increased during the event and sales 
in both current and the advance styles 
were active 

Any similar event, Mr. Singer points 
out, to be successful, must be well 
planned in advance, with full coop- 
so that there 
stock in the store to 
interested This 
several 
manu- 


eration of manufacturers, 
will be sufficient 
satisfy 
particular event, 
months of consultation with 
facturers, and cooperation between 
the shoe department heads, interior 
and window display specialists, the 
advertising department, and the manu- 
facturers 


customers. 
required 


Logan Named Baynham Buyer 


NASHVILLE, TENN.—John B. Logan, 
Jr. has recently been appointed buyer 
and manager of Baynham’s Inc., here 
Mr. Logan resigned as buyer and man 
ager of the women’s better shoes de 


partment of Adler Shoe Company, 


JOHN B. LOGAN, JR. 


Raleigh, N. C. with which he was 
associated for the last two years to 
accept this position. He was previously 
shoe buyer for Ivy-Taylor in Raleigh. 
Six years ago he was associated in the 
shoe business with the Baynham’s or- 
ganization of Louisville, Ky. 
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Take our word for the new revolution in shoes... it’s 


yer pail 
It’s a popular revolution in shoes. 


Still plenty of solid values to be retailed at the familiar estab 
lished price points...but there’s something new simmering 

a great opportunity to attract customers to better merchandise 
(Have you checked the chain store windows lately? ) 


Popular? As never before! 85% of new shoe chain units this 
year, and practically all new units of independent stores 
department and specialty stores, are slated for planned shop- 
ping centers getting to the heart of a huge new customer 
market. Quite a showease for popular price shoes 
Y , * 

What's the potential of this popular revolution in shoes? 
Limitless! Something you must take into account... before 
you can even start to plan for Fall °56. 


Popular Price Shoe Show of America 


March |5, 1956 


why, in this year of change, the Popular Price Shoe 


eople are buying more pairs. They're willing to pay more pP 


Show of America is a “must.” For whether you're a manu 
facturer, a supplier, a wholesaler or a retailer, the PPSSA 
stands as your essential guide to the dynamic multi-billion 


dollar popular price shoe market 


For exhibit space, check immediately with PPSSA, 
210 Lincoln Street, Boston 11, or call Liberty 2-0396 


PPSSA 


Hotels New Yorker and Sheraton-Me Alpin 


Circle these dates on your calendar nou 


APRIL 29—MAY 3 


Co-Sponsors: The New England Shoe and Leathe 








Your best WHITE dressings are 


CAVALIER WEI 


. . 80ld only by shoe men because they know shoe care best! 


CAVALIER NURSE WHITE 


NEW FORMULA LIQUID — GLOSSY FINISH 


Cleans, whitens, and gives smooth lustre to smooth elk, 
calf and kid leathers. Contains lanolin and other ingred- 


ients to preserve finish. Will not rub off easily. 


NURSE WHITE SHOE SOAP (in jars) 


Excellent for cleaning all kinds of white foot 
A concentrated cleaner in soap form, 


wear 


for use with damp sponge 
ziing white. Kasy to take traveling 


COLOR-RENEW 


brushless Color-Renew 


Kasy-to-use, 


and 


Makes shoes daz leather 


Cleans, 


makes 


shoes look like new, in seconds! Water repell 


will not rub off easily 
spots evenly without streaking. In applicator 
bottles, easy enough for a child to use. White 
and 15 popular colors 


covers worn 
Easily 


A Generation of Serving the Shoe Trades Exclusively 





Tanners Stage Most Successful Fall Leather Show 


[CONTINUED FROM PAGE 95] 


next 
unlikely 
the 
percent which o« 
that will be 
manufacturers in 
tall 
able to 
the 
go into effect 

Key to the higher 
consequent 


affect shoe prices for 
line It 


will 


definitely 
Fall in 
that the 
approximate = five 
last Fall, or 
majority of 


many seem 


increase amount to 
curred there 
uch a 
of retailers 
the 
round of 


olved, There j ome 


thi time being “absorb 


mall increase” if second 


price rise 
prices and 
which 
rise in 


leather 
higher shoe prices 
the the 
hide prices, which are approximately 25 
ago. Hide 
prices as remaining 
months ahead due to the 
expected continuation of good economic 
conditions ahead 
Virtually all industry 
ee another high 
hoe Irving 
president of the 
cast 580 
the 


merce 


may be on horizon, i 


than a 
foresee these 


per cent higher year 
men 


firm in the 


official fore 


production yeal for 


Glass, executive vice 
Tanners Council, fore 

pairs, slightly 
Julius Schnitzer, Com 
Department head of the shoe 

division, anticipates no 
than 570 million pairs. William Sheskey, 
National Shoe Manufacturers 


ation economist, e 


million above 
1955 record 
and 
leather less 
Associ 
timates close to 570 
million pairs. Maxwell Field, 
tive vice-president of the New Eng 
land Shoe and Leather Association, has 
forecast a record output of 590 million 
pairs 


execu 


100 


Irving Glass told a press conference 
that perhaps the most significant devel 
opment of the 
was “the many 
that now 
result of a product 
that has 
past two or 

that a 

place in 


current Leather Show 


were being introduced—the 
development 
been in 
three 
“revolution” ha 
leather, that now 
“new concepts to an ancient material.” 
He said a whole family of char 
acteristics had into 
and that these were largely re 


pr 0 
the 
stated 

taking 


process for 
He 


been 


gram 
years 

there are 
new 
leather, 
ponsible 
last 
ponsible 
1956 


now come 
for the new shoe output record set 


vear, and will again be re 


for the anticipated record sales of 


However, some shoe manufacture? 


particularly producers of women’ 
some concern about the 
Tanners at the 
Show principally to 
producers echoed this 
ahead. All 
any worries will 
greatly reduced if 

Easter selling 
ome good weather 

that the 


hoes, expresst d 


post-Easter outlook 
Leather 


these 


selling 
concern 
that 
be eliminated or 
retailers 


about business agree 
such 
have a 
aided by 
The general feel 
six-week Easter 
period will be a let-down, but that 
both Summer and Fall business 


should prove brisk enough for a whole- 


vood period 


ing 1s post 
shoe 
snapback 


Armed with these are othe 
Leather Show, 


ome recovery 


facts at 
manufacturers 


the shoe 


BUCK SNO 


Fow white 
lubricates the 
When 


bristle brush restores fluffiness 


NURSERY WHITE (For chitdren’s Shoes) 


whitens 
babies’ shoes. Easily applied 


SNO-BAG 


carried in 
cleaner and whitener . 
nappy leathers 


Order from your wholesaler or Cc AVALIER C OM PANY Baltimore 30, Md. 


startling new leathers’ 


ms} 


~ 


buck or suede. Cleans, whitens 
velvety 


dry, brushing 


finish of 
with 


napps 
whits 


Safe fe 


stays on! 


and_refinishes 


Excellent dry 
.. for suede and other 


handbag. 


@ advertised in LIFE 








alike exhibited a 
feeling ranging between confidenc: 
optimism for the period ahead. Despit 
toward mildly high 
production and retail 
have fair 
highs for tl 


and tanners general 


and 


some movement 


sal f 


prices, 


shoes chance of setting new 


this year. 

PPSSA to Fill Requests 

For Space on Priority Basis 
NEW 


blank for 
Price 


YORK Official 
the Fall 
Shoe 
mailed to 


applicat 
and Winter 
Show of Ame! 


previou now 


Populat 
have been 
hibitors, it was announced by Ma 
Field and Edward Atkin 
The forthcoming PPSSA 
April 29-May 3, at Hotels 
and McAlpin, New Yorl 
After February 18 
hibit facilities are 
priority of 


, coO-Mani: 
will be 
New Y 


requests fi 
being filled on 
receipt at the Boston off 
of PPSSA, 210 Lincoln Street 
co-managers emphasized 

Al exhibitors 
either in location o1 
should 


since a 


who seek a 

type of di 
applicatior 
ystem n 


o observed 


pace return 


promptly priority 
making such changes is al 
the co-managers sald 

The sixteenth PPSSA i 
under the the New 
England Shoe and Leather Assoc 
the National Association of Shoe 
Stores PPSSA is the 


wide Fall Winter r 


semi-annual 
joint auspices of 
a on 
and 
Chain 
dustry 
week 


ons 


and 
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SINSPLAY Foye ze Mose Complete 
eV THAIN SELVES © ‘SHOE DISPLAY AND SALES 
: ‘\ EQUIPMENT CATALOG 
EVER PUBLISHED 


WINDOW DISPLAYS 
INTERIOR DISPLAYS 
WRAPPING COUNTERS 
SHOWCASES 

SALES TABLES 

HOSIERY MERCHANDISERS 
CUSTOMER CHAIRS 
STORE FURNITURE 


NEW SHOE DISPLAYERS IN 
POLISHED BRASS and 
SATIN CHROME 


32 PAGES OF TESTED AND PROVEN WROUGHT IRON DISPLAYERS 
SHOE SELLING EQUIPMENT... designed and SHOE SETS 


and manufactured by the nation’s foremost auda host of other clema / 
specialist in the Shoe Display Equipment field! 


WE ARE SHOE RETAILERS SHOE MANUFACTURERS 
Please Rush YOUR NEW COMPLETE 
THIS COUPON TODAY! SHOE DISPLAY AND EQUIPMENT CATALOG 
for YOUR GUIDE to 
modernization and increased 
SALES and PROFITS! 


FIRM NAME 


OUR NAME 


AMERICAN FIXTURE INC. 2300 tocusr ST., ST. LOUIS 3, MO. 


New York: 11 W. 42nd St., New York 36, N.Y. * Chicago: 220 W. Adams St., Chicago 6, Ill. 
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1. WEDGED SUPPORT 

Special last grading permits room for 
patented medial longitudinal and heel 
wedge giving support and fit at inner 
corner of heel where most needed. 
Patent No. 2,242,868 


2. BEST ANKLE FIT 

Exclusive backpart size grading of 
lasts provides best ankle and heel 
fitting of any thoe manufactured, 
without sacrifice of room in forepart. 


3. NON-CRACKING INSOLE 
Innersoles are guaranteed not to crack 
even when exposed to most extreme 
cases of foot perspiration 


4. NON-GUTTERING INSOLE 
Innersoles guaranteed not to collapse 
or gutter because of patented process 
of construction. Gives smooth com- 
fortable wear for life of shoe. Patent 
No. 2,703,460 


5. STEEL ARCH SUPPORT 

Steel arch support imbedded in spe 
cial plastic guaranteed not to break 
down under body weight. Protects and 
supports weak or strong feet. Patent 
No. 2,290,988 


6. SPECIAL HEELS 

Special made rubber heels 4" longer 
than regular heels provide support un- 
der center line of body weight where 
other shoes break down 


7. SPECIAL COUNTERS 
Counters of special design and special 
material resist run-over and spreading 
common in many shoes 





back guarantee 


7 TIMES 


BETTER 


That's a strong statement but the boys at 


Foot-so-Port are backing it up with a money- 


and a quality piece of 


merchandise that appeals to the 7 out of 10 
people who suffer from some form of foot 
trouble. That's a mighty big market with little 
evidence of changing as long as fashion de- 
mands that the foot be shoved into a shoe 


that’s decorative rather than functional. 


You can’t see comfort, you 
can only feel it because it’s 
built in on the inside. Saw a 
Foot-so-Port shoe in half and 
compare. You'll see what we 
mean when we say “the only 
shoe in the world made 7 times 


better.” 


Write today for your free copy of the “Inside 
Story of Foot-so-Port Shoes’ and details con- 


cerning an agency in your City. 


FOOT-SO-PORT SHOES, A Division of Musebeck Shoe Co., OCONOMOWOC, WISCONSIN 


Allbritton Succeeds Quimby 
As Secretary of NSMA 
[CONTINUED FROM PAGE 96] 


sity with an A.B. degree and pursued 
a course in business administration at 
Port Arthur College, Port Arthur, Tex. 

He served in the United States Navy 
during World War II. “Jim” Allbrit 
known, has 
gained a wide acquaintance in the trade 


ton, as he is generally 


years and 


during the past four 


work along many lines of association 
Shoe 
campaigns, 


activity, especially the National 
Institute’s “New in Shoes” 
has gained him wide recognition 
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National Shoes Chain 
To Open Five More Units 
New YorkK—National Shoes, Inc., will 
open five new stores in New York and 
New Jersey within the next two weeks, 
as part of a major expansion program 
inaugurated last year, it was an 
nounced here by Louis Fried, president 
The openings will bring the chain’ 
total to 122 stores in New York, New 
Jersey, Connecticut, Massachusetts and 
Maryland In addition to the new 
stores, the company has modernized 
eight of its units since the program got 
under way. 


Set May Show Date 


30STON—The next shoe show of the 
series sponsored by the Boston Shoe 
Travelers Association will be held May 
6 through May 9, a week earlier than 
the one held in the Spring of 1955 it 
has been announced by the association’s 
president, Leon Kelley, Jr. This earlier 
dating was planned, he said, to enable 
retailers not only to place orders for 
Fall and Winter shoes which will be 
on display, but also to give buyers an 
cpportunity to select styles for end of 
he season promotions. 

Men’s, 
branded and nationally advertised mer 
chandise will be shown in the Parker 
House, where these shows have been 
held for many years, and by the man 
which the show is co 


women’s and children’s 


agement of 
ponsored, 
For this May 
memorating the fifty-fifth anniversary 
of the Boston Shoe Travelers Associa- 
tion is being planned and there will be 
special entertainment features. 
Committee members in charge of the 
show and entertainment are: Shoe Show 
Committee—Al Prudhomme, Gerberich- 
Payne Shoe Company, and Ed Satter, 
Weyenberg Shoe Manufacturing Com 
pany; Entertainment Committee Al 
Hogan, King Bee Shoe Company, and 
Howard Harrison, Naturalizer Division, 
Brown Shoe Company; Publicity Com 
mittee Leon Kelley, Jr., Freeman 
Shoe Corporation; and Fred J. Moyna 


show a program com- 


han 


J. M. McDonald Company 


Makes Personnel Changes 
McDonald, 
McDonald 


HASTINGS, NEB J. M. 
Jr., president of the J. M. 
Company, which operates 100 depart- 
ment stores with family shoe depart 
ments in the Midwest, Southwest and 
Rocky Mountain states, disclosed eight 
changes in store managerships: 

Don Jackson, formerly assistant man 
aver of the Carlsbad, N. M., store, has 
been named manager at Delta, Colo., 
ueceeding Ivan A. Smith. 

George Brinkman, formerly with the 
Odessa, Tex., manager at 
Laramie, Wyo., replacing Guy Knox. 

Don Smith, former assistant man 
ager of Kermit, Tex., was named man 
ager, succeeding Clyde Dobbs, trans 
ferred to Dodge City, Kan., as manage! 
Mr. Dobbs replaced Ashby F. Shaff 

Orville Huss, former assistant man 
ager at Fremont, Neb., was promoted 
to manager of the Herington, Kan., 
store, succeeding Robert E. McClintoc 
The latter was transferred to Winfield, 
Kan., replacing Warren E. McGee. 

Paul Mayette was named manager 
of the Plainview unit in Wichita, Kan., 
replacing Ted Martin, who was trans- 
ferred to Hoisington, Kan., as manager 
Mr. Martin succeeded M. R. Swezy. 


store, 1s 
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Specialized Equipment 
Keguines Specialized Service 


United service men are specialists. They know United machines. It is a safe bet 
that they have run into problems like yours before many times. 

They have learned the best and quickest way to solve them. They use costly tools 
designed for specific repairs or adjustments. They are continually learning from 
their own experiences and those of the other United specialists servicing similar 
machines in other factories. They get a steady flow of information from United’s 
Boston office and Beverly factory. 

United has over 60 service centers in the shoemaking areas of the country. This 
means you can have United specialists in a hurry when you need them and you 

only pay for what you use. 


SERVICE United is the best buy in service. 


UNITED SHOE MACHINERY CORPORATION 


140 Federal Street + Boston, Massachusetts 
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have you heard? 


the word! 


Scampers the fastest growing 
line of fashion flats and 
handsewn moccasins in the 
country perfect, absolutely 
perfect fit, the ‘‘right™ price 
groove ($5.95 to $8.95), 
national advertising and 
in-stock service are some of the 
reasons for the whole story, 
check the latest catalog 

Just write 


LUMBARD WATSON CO 
AUBURN, MAINE 


Monvulacturers of 


Scaompers and Cushionized Shoes 


Ohio Travelers Meeting Sets Plans for Fall Show 


CoLumBus, O.—-A meeting of the of the hotel that will be of special intere 
ficers and show committee of the Ohio to the exhibitors. 


Shoe Travelers Club was held here The following officers and committee 


recently to formulate plans for the members participated in the pre-show 
forthcoming “Fall Buying Mart” to be meeting: Ray Brooks, president; Wil 
held at the Deshler Hilton Hotel, May |jam Short, secretary-treasurer; A. J 


‘ and 29 Wilmot, show chairman; Clyde Logan, 


Pians are under way to create the Harry Teetsel, entertainment; John 
greatest buying interest possible with L. Neff, Hotel relations chairman and 
the retailers during this show A room assignment committee; Robert 
buffet supper will be held at the famous Oeflein, directory chairman and room 
Sky Room of the Deshler on Sunday assignment committee; and Win Evans 
evening, May 27 and other contracts publicity chairman and peep room com 
are currently being worked out with mittee 
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Thirty Minutes with the Elbow 
Gets Those Boots that Shiny 


Fort BENNING, GA.—Sergeant First 
Class Ted R. Thomas, of New Orlean 
La., led the field in a division-wide con 
test conducted in the Third Infantry 
Division here to find the soldier capabl: 
of producing the shiniest boots. 

He was awarded a plaque mounted 
with a pair of miniature boots and the 
patch of the “Rock of the Marne” divi 


ion 


Is that me, Daddy? Barrie Ann Thomas, 

five, admires herself in the gleaming 

boot of Sergeant Ted R. Thomas, her 

father. Sergeant Thomas won the dis- 

tinction of having the shiniest boots in 
the Third Infantry Division. 


Here’s how Sergeant Thomas yoe 
about the polishing chore. He holds the 
boot to be polished under cold running 
water. He says hot water would melt 
off the old polish. While the boot i 
dripping, he rubs the polish in with 
his fingertips, using a circular motion 

Then out comes the polishing cloth, 
pieces of old nylon parachute doubled 
and stitched together to avoid the 
possibility of his using the wrong side 
of the fabric. which he says is too 
fuzzy Polishing takes 30 minutes of 


brisk rubbing 


Hold Shoe Fashion Clinic 


OMAHA, NEB More than 500 women 
took advantage of a two-day clinic and 
Spring fashion showing at the first 
floor ladies shoe salon of the Nebraska 
Clothing Co. in a late February pro 
motion, the management reported 
Arthur Geist, shoe consultant for a 
nationally-advertised line of bette 
footwear for women, was on hand the 
two days to help solve problems of 
comfort and style for customers 

The showing was staged as a per 
sonal convenience to customers, the 
management pointed out. Not only was 
a complete new Spring line displayed 
with hundreds of styles to choose from 
but women who require hard-to-get 
sizes were able to make satisfactory 
purchases at the special footwear show 


ing 
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NOW! A SANDAL WITH 
BUILT-IN ARCH SUPPORT 


WAY 11) /k> 


ARCH-LIFT 
RY S — tor Men ; \ a 


as Comfortable and Restful 
as the finest shoe 


LONGITUDINAL 
ARCH SUPPORT 


CUPPED HEEL SEAT 


MADE OF EXTENDED 


r house tract { heach wear SPECIAL ¢ HEEL 
METAL ALLOY 
In-stock for immediate delivery The built-in, hidden rp peciol hee 
port under 


arch su provide 
( 


gives firm, comfortable ret 


$5.85 Wholesale. Retail °9.95 pr. sabe 


sp 


Men s+ sizes over 12, Women's over 10, add 55¢ wholesale, $1.00 retail 
MEN'S STYLES 


No. 980.-TAN 


No. 9861—BLACK 


MEN’S STYLES WOMEN'S STYLES 
No. 980 Tan Saddle Leather No. 990 Tan Saddle | 


No. 981 Black Saddle Leatt No. 991 Red Saddle Leather OMEN Sst tee 


SA ts ; No. 990—TAN 
Sizes: 6,7, 10 213 Sizes: 3, 4 


1] 2? in Narrow d No. 991--RED 








THE SCHOLL MFG. CO., Inc. - 213 W. Schiller St. Chicago + 62 W. 14th St. N.Y. © 727 E. Washington Bivd., Los Angeles 
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UPPERED WITH 


YOU CAN SELL MORE PAIRS 






























































































































































































































































FREE KLEENETTE FOLDERS AND 


MERCHANDISING 


TAGS NOW AVAILABLE FOR 





KLEENETTE UPPERED SHOES 


WRITE A. H. ROSS & SONS CO. CHICAGO 22, 


ILLINOIS 














New York—The first Thom MecAn 
“drive-in” family shoe store in the 
nation was opened at 800 Southwest 
Military Drive, San Antonio, Tex 





March &. 
company, 
Ine It 
75 automobiles. 
Thomas Sheeran, 


It will be operated by a loca! 
Military Drive Thom McAn, 
will parking for 






have space 







formerly manage) 










of a Thom McAn store in Houston. 
has been named manager of the new 
store, Mr. Sheeran first joined Thom 
McAn in 1934. Fernand Baylot, who 
has been with the company 12 years, 
will be co-manager. Mr. Baylot has 
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Thom MeAn Opens Family ‘Drive-In’ Store 


been manager of a Thom McAn store 
in Vicksburg, Miss. 

The Queen of San Antonio’s 1955 
Black and White Ball, Mary Ann Kil- 


day, hostess, presented orchids to wo- 
men customers. 

The new store has a seating capacity 
of 112, with stock space for 15,000 
pairs of shoes. The has four 
entrances from the parking area and 
is divided by festive schemes 
into three separate departments, for 
men, women and children. The chil- 
dren’s department has a carousel that 
can be operated like a bicycle 


store 


color 


Chapman Salon Introduces 
High-Style Line with Fanfare 
MILWAUKEE—With half-page, strik- 
ing ads, exciting window displays and 
personal advice by a factory represen- 
tative, T. A. Chapman Company Shoe 
introduced a high-styled line of 
Milwaukee’s fashion-minded 
women. Harry Pierce, buyer, reported 
a “wonderful response” to the three- 
day opening showing of the new David 
Evins line. Arthur Schoen, New York, 
was in the salon each of the days to 
discuss the shoes with prospective cus- 
tomers and assist in the sales. 
Attention called to the new 
details on heels and the backs of shoes 
to complement the shorter, slim skirts 
Chapman clientele is a traveling, so- 
ciety-minded group sce emphasis was 
placed on “relaxation combined with 
sophistication.” Most numbers shown 


7 
Salon 


shoes to 


was 


and sold were closed. Many had the 
spectator look but with elegant trim 
or touch, 

Popular with the customers here is 


the Regency, a well-tailored pump with 
white calf extending toward the toe of 
black patent leather, the two meeting 
with a pert litlte buckle. Stitching up 
the back of a heel finds navy with white 
threads: a modern air is given to the 
shoes reminiscent of the Eighteenth 
Century, with a miniature “legging” 
of suede above patent leather. A nat- 
ural linen pump is detailed in the back 
with copper, yellow and brown narrow 


strips. Black suede slippers have a 
“gold” wedding band at the base of 
the heel. One woman bought a simple 


high-heeled black suede pump that 
weighs three ounces—a Parisian-made 
A seamless alligator pump also 
The line sells 


shoe. 
weighs but a few ounces. 
from $33.95 up to $125 


Butler’s Names Kent Manager 
Of Shopping Center Store 
SAVANNAH, GA.—Thomas Kent, well- 
known Savannah man, has been 
named manager of the new Cross Roads 
Shopping Center store at Butler’s, de- 
signers and creators of beautiful foot- 


shoe 


wear for women for over 30 years. 
Mr. Kent was formerly with one of 
the large Savannah department stores, 


and has more than 12 years’ experience 
in fitting and selling shoes. 
Butler’s is a Southern institution, 


growing from a single store in West 


Palm Beach, Fla., opened in 1926, to 
more than 100 stores today, located in 
13 Southern states. The organization 


is one of the largest shoe chains with 
headquarters in the South. The com- 
pany’s substantial growth is attributed 
to low-profit-per-pair policy, offering 
big savings to the public along with un 


limited selection. 

Butler’s maintains its central office 
and warehouses in Atlanta from which 
all stores are serviced overnight. 
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Works of Art 


ee: 
iid 


7] 
& 
Prd A 
a 


F eatured in Shoe Windows 


: 


William Hahn & Company, well known retail shoe firm operating nine stores in 
the Washington, Baltimore and northern Virginia area, have been featuring works 
of art, including paintings and sculpture, in the windows of all of their stores 
over the past month. The art objects are the work of students at the Corcoran 
School of Art and were obtained on a rental basis. This is the second time the 
Hahn stores have used displays of this kind and if has been found that the 
pictures and sculpture attract the attention of many prospective customers. 
Window shown in the above illustration was in the Hahn F Street store, in Wash- 
ington. All of these art displays were creations of William Wyatt, display Man- 
ager for the Hahn stores. 





Retailers Coast to Coast to Participate in Promotion 


New YorkK—A preview of the Tropi- 
cal Leather men’s shoe promotion, 
largest joint advertising and mer- 
chandising program in the history of 
the shoe industry, was unveiled at the 
Leather Show. One section of a spe- 
cial display by Leather Industries of 
America highlighting LIA’s Spring ad- 
vertising and merchandising promo- 
tions, was devoted exclusively to “Tropi- 
cal Leather.” 

On view was a black-and-white re- 
production of a complete eight-page 
section, as it will appear in full color 
in the June issue of Esquire magazine; 
also, samples of the merchandising ma- 
teria] that will be provided to the 
several thousand retailers who will be 
participating in the promotion. 

Preliminary reports from the six 
participating manufacturers indicate 
that more than 7,500 men’s shoe re- 
tailers will be featuring one or more 
of the Tropical Leather shoes during 
the warm weather selling season. 

In order to create a favorable climate 
for the sale of Tropical Leather shoes 
at retail, a national publicity campaign 
encompassing all media will unfold 
shortly before the beginning of the 
Tropica] Leather selling season, Leather 
Industries declared. 

Every major wire service and fea- 
ture syndicate will run stories and 
pictures which LIA has developed in 
cooperation with the editors. Virtually 
every daily newspaper and most week- 
lies throughout the country will run 
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these articles. In addition, the coun- 
try’s most influential men’s fashion 
columnists will stress the importance 
of a Tropical Leather shoe wardrobe. 
A number of national television pro- 
grams will also feature Tropical 
Leather fashions, 

It is anticipated that this 
will spur sales not only of the shoes 
of the six participating manufacturers, 
but of all warm weather, lightweight 
shoes. Its major aim, according to 
LIA, is to break down the American 
male’s traditional reluctance to switch 
into Summer shoes at the same time he 
dons his lightweight summer clothing. 

The six participating men’s shoe man- 
facturers are French, Shriner and 
Urner; L. B. Evans’ Company; 
House of Crosby Square; Jarman; 
Wall-Streeter; and Winthrop. 


publicity 


Son 


Akron Check to Determine 
If X-Ray Machines Are Gone 


Akron, 0.—The Health Department 
has planned an inspection of Akron 
shoe stores to see if the establishments 
have dispensed with the use of their 
X-ray machines, as was agreed upon, 
recently. Director F. A. Rees said he 
hoped for 100 per cent cooperation. 

James C. Wynd, industrial hygiene 
engineer of the state department of 
health, reported in December that 19 
X-ray machines in Akron produced 
radiation 20 times more powerful than 
the maximum permissible for children. 


Geuting’s Shoes Announces 
Its ‘Biggest Move in 50 Years’ 

PHILADELPHIA—Geuting’s Shoes, the 
city’s largest volume store and 
a subsidiary of the International Shoe 
Company, announced it will give up 
its present center-city location for 
another center-city site two blocks 
away at 1528 Chestnut Street, in a 
move dedicated to continued expansion. 
The new store is scheduled to open in 
early Fall. 

In abandoning a 
for 30 years, the retail shoe firm 
founded 50 years ago, will occupy an 
entire first floor, basement and mez- 
zanine in a long-term lease which is 
being planned for “one of the most 
completely modern salons in the city.” 


shoe 


location occupied 


20,000 Feet of Floor Space 


The new shop, comprising 20,000 
square feet of merchandising space, will 
two spacious air-conditioned 
selling floors, centralized wrapping 
desks which will reduce waiting time 
to a minimum, specially designed dis- 
play section simplifying selection, and, 
as always, Geuting’s traditional policy 
of separate merchandising sections for 
marketing shoes to every member of 
the family. 

KE. J. Wachstein and William H. 
Piper, vice-presidents, said the move 
reflects continued faith in the vitality 
of downtown shopping. They said they 
expected Geuting’s to increase its vol- 


feature 


ume even beyond its present level. 

The salon was not only planned 
with the convenience of the customer 
a major consideration, they pointed out, 
but as a location with greater facili 
ties to serve as headquarters and nerve 
center for its expanding branch-store 
operations, 

The past year-and-a-half has marked 
the greatest expansion activity on the 
part of the firm, during which most of 
its seven branch were opened, 
The latest addition in the Manoa shop 
ping district in the suburbs of Phila- 
delphia was opened last month 


stores 


More Branch Units to Open 


Mr. Wachstein Mr. 
Geutings will continue to open branches 
as more good shopping center sites 
become available, yet they emphasized 
that at the same time, downtown 
shopping still offered tremendous scope 
which Geuting’s planned to implement 
and utilize to the utmost 

The old 15-story building being va- 
cated by Geuting’s, has been char 
acterized as the largest shoe store in 
America in terms of space. That 
building will be subleased. 

The transaction was handled by 
Edmund C. Geatens, Plans 
for the new building are being drawn 
by Aaron Colish, a leading Philadelphia 
architect. Mr. Wachstein and Mr. 
Piper, Geuting vice-presidents who 
initiated the move, have been associated 
with the firm for 30 years. 


and Piper said 


realtor. 











offers a sales-building combination 
of high quality and sensible prices! 





Only from Shaw, do you get that unique combi- 
nation of high quality and sensible prices that means 
rofits! Shaw uses national 
advertising regularly in 4 leading large-cir- 
culation magazines to constantly pre-sell 


more sales and more 


your customers. In addition, Shaw 
offers their proven Trade Builder 
way of supplying you with 
OVERNIGHT service from 

over 50 Shaw distributors 
located in every section 
of the country. Your 
inventories are low, 
your profits high—and 
Shaw's steadily rising 
sales have made them 
the fastest growing 
line of men’s shoes 

in the country! Shaw 
means success—and 
we'd like to have 

you share it! 


WRITE TODAY for 
the name of your 
nearest Shaw 
Trade Builder dis- 
tributor, and our 


new catalog 
showing our COM- 
PLETE LINE of 
men's casual, 
dress, work and 
comfort shoes, 


"Over 36 Yean 


of Quality 
Shoemaking” 








New, U-wing tip, 4-eyelet Blucher 

oxford, Armour's soft brown Beaver 
leather, right and left quarters, steel arch, full grain insole, 
Pacifate twill lining, Nylon stitched, white stitch on welt and 
around heel seat, leather sole, rubber heel, on our 
Combination last. IN-STOCK to retail at $9.95 to $10.95 


nationally 
advertised in 


Eaquirt et 


























No. 14 





TRUE 


THE MAN'S MAGAZINE 





M.T. SHAW, Inc., - Coldwater, Michigan 





Personal Calls Pay Off for Dancing Shoes Retailer 


He got into the field “almost by acci- 
dent” when he noticed that there were 
several calls from parents in the neigh- 
borhood asking where they could ob- 
tain proper footwear for their daugh- 
ters being sent to dancing schools. A 


PHOPNIX, Ariz.—Taking time away 
from regular store operations to call 
on dancing schools in the city to intro- 
duce a full line of dancing shoes and 
ballet slippers has worked out so well 
for Ernest Thompson, owner of Ernie 
Thompson Shoes here, that the store 
sells 25 per cent of its volume in the 
dancing-shoe category. 

Mr. Thompson, who recently moved 
from a suburban location to a busy 
shopping area on Phoenix’ McDowell 


Avenue, has been promoting tap shoes, 
soft dancing shoes, ballet slippers, and 
hard sole dancing shoes for more than 
10 years. 


108 


to Mr. 


shoes 


little investigation revealed 
Thompson that most dancing 
were being purchased from mail-order 
houses and that no other shoe retailers 
made a determined effort to capture 
the volume. 

Consequently, he began making calls, 
giving at least one day per week to 
the operation; a policy which he has 
been following up ever since. In mak- 
















ing his “outside calls” he gets ac- 
quainted with dancing school owners, 
instructors, and many of the students, 
merely spending a few minutes in each 
case, displaying new developments in 
this type of footwear. 

After a decade of specialization in 
this bracket, Mr. Thompson’s stock has 
been widened by the addition of leo- 
tards, tight fitting cotton jersey, satin, 
silk, and synthetic fabric dancing cos- 
tumes which are much favored by 
schools teaching ballet, acrobatic danc- 
ing, and peparing youngsters for pro- 
fessional careers. When he laid out 
his new McDowell Avenue store, Mr. 
Thomson provided space for two dress- 
ing rooms in which youngsters in all 
age brackets can try on leotards as well 
as dancing shoes and “get the effect” 
of the costume and footwear together 
in front of full-length mirrors. 


oN : ~ 





















Retailer Ernie Thompson before the mural 
in his Phoneix store which symbolizes 
his specialization in dancing shoes and 
ballet slippers. A program of outside 
calls increased volume in this category. 


A mirror on the left rear wall of the 
store shows typical sub-teenagers in 
dancing shoes and leotards with figures 
full size. This attracts attention, and 
has helped to supplement the “word 
of mouth” news of his dancing shoe 

Very little advertising has 
been applied, but have grown 
steadily until approximately one-fourth 
of each year’s turnover is in the danc- 
ing school classification. Mr. Thompson 
has a huge file of photographs of his 
which have been sent in by 
appreciative parents as well as brought 
in by the girls themselves. 

He follows up his dancing 
customers on the average of once per 
year, inviting them to drop into the 
store and look over new developments 
such as plastic and steel arch supports 
and new colors in lightweight ballet 
slippers. 


operation. 


sales 


“class” 


school 


Dewees Names Shoe Buyer 

PHILADELPHIA Ray Streeper has 
joined Dewees here as shoe buyer, it 
was announced by the women’s spe- 
cialty shop. He was formerly associated 
with Bonwit Teller, Philadelphia. 
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French Shoe Men Laud 
Americans as Good Fitters 

CINCINNATI—Among the various dif- 
ferences in shoe retailing in Western 
Europe and in the U. S., the most out- 
standing is in fitting methods. In a Boor 
AND SHOE RECORDER interview with two 
prominent French men, Georges 
Bidegain and Charles Riu, now visiting 
the U. S., it was learned that U. S. 
shoe retailers are far ahead of Euro- 
pean shoe men in both the fitting and 
merchandising of shoes. 

Mr. Bidegain is one of France’s 
larger shoe producers, operating the 
Esse Shoe Company and the Baby Boot 
Company, which produce 3,590 pairs 
of children’s welts and_ stitchdowns 
daily. Mr. Riu, who comes from a fam 
ily which operates several fac- 
tories making men’s and women’s shoes, 
and a retail shoe chain, was formerly 
head of the French Shoe Productivity 
Team. He is in the U. S. for a stay 
of about 18 months, currently affiliated 
with A. S. Beck, to study U. S. 
merchandising methods, which he ex- 
pects to apply when he returns home. 

These two French shoe men say that 
U. S. shoe retailers much more 
“fit-minded.”” American shoe men have 
educated the public to know and ap 
preciate the values of good-fitting foot 
wear—something which hasn’t 
accomplished in Europe. In France, 
as in most of Europe, perhaps with 
the exception of England, shoe stores 
have an inadequate selection of sizes. 
For instance, the average store car 
ries only one width, and the better or 
larger stores only two widths. Shoe 
“salesmen” do little than carry 
out shoes from stock to show to cus- 
tomers, as they have few sizes to work 
with in fitting. Furthermore, the aver 
age European woman is far more in 
terested in style than in fit, they say. 

Per capita consumption of shoes in 
France is only about 1.5 
compared with over three 
U. S. France has about 
stores, but few shoes are 
partment stores. In the U. 
per cent are sold through 
stores. 

Very few special promotions are con 
ducted by European shoe stores. An 
interesting point brought out by the 
two visiting Frenchmen is that vir 
tually all local shoe store advertising 
material is furnished by the manufac- 
turers—though the retailers pay for 
all local advertising. Very few retailers 
prepare their own advertising material. 
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Promoted by Famous-Barr 


St. Louis—Lester Sanders, formerly 
a salesman in the Southtown women’s 
shoe department of Famous-Barr Com- 
pany, has been named assistant buyer 
of the Paragon Shop, a part of the 
women’s shoe department at Famous 
Barr’s downtown store. 
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Early-Year Shoe Production Increases Over Last Year 


WASHINGTON, D. C. Footwear pro 
duction in January, 1956, of 53.3 mil 
lion pairs was 14 per cent higher than 
the 46.9 million pairs produced in 
January of last year, and 17 per cent 
higher than the December, 1955, total] 
of 45.6 million pairs. Shipments of 
footwear in January, 1956, of 54.6 
million pairs were valued at $197 mil 
lion. 

Men’s dress shoe production in Jan 
uary of 7.1 million 
increase of four per cent from the level 
of January of last and was 15 


pairs showed an 


year, 


than the 6.2 million 
pairs made in December, 1955. 


Women's 


per cent hignet 


dress and work shoe 


this 
pairs, 


pro 
duction in month, amounting to 
17.4 represented an in 
crease of 16 per cent from the 15 mil 
lion pairs January, 1955, and 
was 26 per cent higher than the number 
1955 

The output of all other footwear in 
January was 15 per cent higher than 
the number made in 1955, 
and 13 per cent higher than the level 
of last month. 


million 
made in 


made in December, 
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When is a shoe high priced? 


A pair of baby shoes that are so hard and stiff that they rub 
young toes and heels . . . that are improperly fitted . . . that 
allow no room for growth and development are certainly 


high priced. 


A shoe that has been worn and shaped by another child . . . 
that has been outgrown, yet continues to be worn, can cost 


most of all. 


The cost of baby’s shoes can be measured in discomfort and 
doctor's bills over a period of many years. And . . . the high 
sg of a pair of shoes can be measured in future lost sales 


or your store. 


There are many things that contribute to the high price of a 
pair of shoes. But the shoe that builds priceless customer good 


will, that leads to sale-after-repeat-sale is the least ex 


sive 


shoe that you can feature year after year. Write today for 
your full color Buntees catalog. 


The comfort features of the one 
piece vamp have been tested and 
approved for over 2,000 years. Baby’s 
foot is wrapped in a cradle of soft 
leather that yields and “gives” with 
the action of walking 
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| RIGHT COMBINATION 


| FOR MORE 
SANDAL 


PROFITS 


FAMOUS 


-»- Quality! 


All you need do 
is show this finest of 


masculine footwear to discover the 


now-existing market demanding quality boots. 


Add Western Wellingtons to your line 


for that all-important extra sole. 
Retail: about $30.00 


Immediately available from 
our stock in brown or black 
AA thru E. Sizes: 6% thro 12. 


BS 36 
@® C.H.HVER 4&4 SONS 


Write 





Bootmakers Since 1875 
Olathe, Kansas 


About Shoe People 





Fred Gerlach, founder and general 
manager of Gerlach’s, is celebrating 
his sixtieth anniversary as a San Fran- 
cisco bootmaker. The son and grandson 
of European bootmakers, he started his 
career under their tutelage in 1887. He 
came to America in 1893 and opened 
his shop in San Francisco in 1896. 


Dave Lewis, whose Brooklyn shoe 
store is at 227 Utica Avenue, and his 
wife, Anna E. Lewis, are celebrating a 
fortieth anniversary at the same loca- 
tion this month. 


John A. Brown's ultra-smart new 
shoe department for men and boys is 
decorated in natural rubbed oak, a con- 
trasting trim of soft green, and has 
plastic gold chairs and indirect lighting. 
The store has storage space for 1500 
pairs of shoes. Harry W. Greer, who 
has been with Brown’s for the past 
eight years, is manager of the depart- 
ment. 

* * . 

The Burton Family Shoe Store, the 
fourth unit in Georgia operated by the 
Burton chain, was opened in States- 
boro. Harold FE. Elliott, formerly man- 
ager, second floor, Globe Shoe Company 
fin Savannah, is manager. 


About 150 employes of the Farr shoe 
stores from Harrisburg, Allentown, 
Easton, Bethlehem and Reading, Pa., 
were recent guests at the firm’s annual 
banquet marking its ninety-fourth anni- 
versary. One of the features was the 
third edition of Farr’s Follies, com- 
posed and staged by employes of the 
Reading and Allentown stores. Henry 
Benner, general manager, and Harvey 
L. Farr, president, both spoke on “The 
New Trends of Our Better Brand Name 
Shoes for Spring and Summer.” 


* * * 


At 73, William A. Brown still super- 
vises the operation of one of the big- 
gest independent shoe store chains in 
the Middle West. His career dates 
back to 1911 when he opened his first 
shoe store in Shenandoah, Iowa. Today 
his Brown Shoefit stores are located in 
32 communities in lowa, Nebraska, Mis- 
souri, Kansas and Colorado. He still 
enjoys painting signs and trimming 
windows in his Shenandoah store as 
well as for a baby’s wear specialty shop 
the firm owns in Page county. He 
usually gets to the office by 8 A.M. and 
works until 5. A son, Sam Brown, op- 
erates a shoe store in Council Bluffs, 
and a daughter, Betty Ann, is married 
to Morris Hamilton, who operates an- 


Styling 
e 


by LION 
THE SALESMAKING SOLE 


HERE'S @ sandal promotion that works. 
Take the best styling in the sandal 
field, unsurpassed quality, finish, dur- 
ability, and a geared-to-volume price. 
Then add the eye and sales appeal of 
Lion exclusive Mold-Crepe Sole and you 
have the sweetest sandal proposition in 
America! 


other retail shoe store in Maryville, Mo. 
+ * * 

Harry L. Hartnagel has been ap- 
pointed manager of the Kitty Kelly 
Shoe Store in Rochester, N. Y., succeed- 
ing Sidney Katz, who resigned because 
of ill health. Mr. Hartnagel was for- 
merly manager of one of the company’s 
Detroit stores. 

* * o 

Bill Butler, formerly of Fort Worth, 
Tex., and Jack Rotman, of Kansas City, 
Mo., have opened a new women’s shoe 
store in downtown Kansas City. Mr. 
Butler will manage the business and 
Mr. Rotman will do the buying. 

+ > 7. 


The new Corbat’s Boot Shop under 
construction in Albany, N. Y., will have 
fitting space of 5000 square feet, per- 
mitting the fitting of 100 persons at 
one time. Lighting wi!l be a combina- 
tion of fluorescent and incandescent. 
The Boot Shop, at 217 Central Avenue, 
was founded in 1910. The new location 
is at 203-205 Central Avenue. Alexan- 
der Corbat is president and Morris 
Brownstein, general manager. 

* . * 

H. L. McClurkin, a veteran of 20 
years in children’s shoes retailing, has 
been appointed manager of the new 
Ernie Brewer Children’s Shoes unit in 
Mesa, Ariz. The oversize building was 
chosen to eliminate warehouse and 
stock storage space problems. The sales 
area includes walls of knotty pine, 
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separate upholstered chairs for 18 chil- 
dren, plus two full-length mirrors on 
each wall for fitting. Novel features 
include the use of panels of wallpaper 
showing typical Arizona cowboy themes 
and a large display window depicting 
Brewer shoes worn by manikins at play. 
* * * 

Pete Breedveld, proprietor of the 
B & B shoe store at 236 South Burdick 
Street, observed the remodeling of his 
store with a five-day grand opening. 

+ + * 

A business name has been filed in 
the Erie County clerk’s office for the 
Endicott Johnson Shoe Store of River- 
side, at 791 Tonawanda Street, by 
Richard M. Davis. 





* 





Roy Puerner, who has operated his 
Roy’s Shoe Outlet for a year now at 
110 East Seventh Street, in Hanford, 
Calif., will enlarge the store to handle 
approximately 6000 pairs of shoes. 

* * - 


Purchase of the Tommy Tucker Boot 
Shop at 2858 Sylvania Avenue, Toledo, 
by Mr. and Mrs. T. C. Powers, was an- 
nounced. The name and location of the 
business will be continued. The firm 
was founded by Frank Tucker and 
Charles Foster at 812 West Central 
Avenue and was moved to its present 
location two years ago. It deals exclu- 
sively in children’s shoes. Mr. and Mrs. 
Powers own the Powers Bootery at 
1844 West Bancroft Street, which they 
purchased in 1949. 

o * * 

The Hamilton-Lapp Company has 
moved its Red Cross shoe store from 
40 Dorrance Street in Providence, R. I., 
to 200 Union Street. The company is 
operated by William H. Byrnes and his 
son, William L. Byrnes, from head- 
quarters at 140 Federal Street, Boston. 
The removal was made necessary by an 
announcement that the building would 
be torn down. The new location, how- 
ever, in the heart of ‘ne women’s shop- 
ping center, is considerad a better one. 
The new store has an unusual lighting 
system glamorizing the entire interior. 
There is a louvre type of ceiling with 
light panels. Because the street is nar 
row compared with some downtown 
streets, the front has heen recessed to 
provide ample space for displays. The 
ceiling has been brought out to the win- 
dow level, providing a blaze of light 
for the front and maximum visibility of 
the interior. 

* * * 

Walter E. Gable, southeastern fac- 
tory representative of Dr. Locke Shoes, 
has purchased an orthopedic shoe store 
in Mobile, Ala. Formerly known as 
Crowley’s Orthopedic Shoe Store, the 
store has been renamed Gable’s Ortho- 
pedic Shoe Store. Dr. C. H. Crowley, 
former owner, wil! continue his practice 
here and William Baker will continue 
as manager of the store for Mr. Gable, 
who owns Gable’s Dr. Locke Shoes, Inc., 
a retail store in Atlanta, and another 
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in Memphis recently purchased and 
which he hasn’t yet begun to operate. 

* > a7 

Victor Rousso is manager of the Fa- 

mous Shoe Box store opened recently 
in Mobile. He was formerly manager 
of Al’s Bootery in Prichard, Ala., 
owned by Al-Morris, Inc., which also 
owns the Famous Shoe Box. There is 
seating for 28 customers and about 
5000 square feet of storage space avail 
able in the building formerly occupied 
by a tot-through-teens shop. 

* . * 


Morey Goodstein, who for the past 10 
years has been connected with Karl’s 
Shoe Stores and manager of the 
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CHICAGO 6 NEW 





564 West Monroe St 





Here's the 
gelling Feature 
canvas Footwes, 


CONVERSE 
easier to sell ee 


CONVERSE RUBBER COMPANY, MALDEN 48, MASSACHUSETTS 


YORK 13 
241 Church St 








Burbank, Calif., for the past 
seven years, has opened his own fam- 


store 






ily shoe store at 101 North San Fer- 
nando Road, in Burbank. 
* > 





Samuel L. Baker, formerly in the re 
tail shoe in South Norwalk, 
Conn., for the past 10 years, has moved 
to Southern California, opened a retail 


shoe store at 8827 South Western Ave 







business 








nue in Los Angeles under the name 
Baker Shoe Company. 
7 + * 

Jacob Beirlinson, formerly with 





Given Brothers, El Paso, Tex., and the 
Resnick Shoe Company opened a shoe 
store in Temple City, Calif. 
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SOUTH SAN FRANCISCO, CALIF 


100 Freeway Boulevard 






























THERE'S A PROFIT FOR YOU 
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—— Chech these jeatures of the Degie... 


EVERY ONE WARRANTS HEAVY MERCHANDISING 





—Open Toe and Open Strap, design 
Looks good, feels better 
16/8 Heel 
High enough for style, 
low enough for comfort. 








Pillo-Quilt Vamp Treatment 
Soft and sinuous comfort; 
Exquisitely crafted beauty. 
—Mirror-tone Jet Black Patent 
Favored material of the smart set 







~—In stock for immediate delivery. 


PLUS THE COMFORT DICKERSON ALONE CAN BUILD 
INTO A SHOE SO ELEGANTLY STYLED! 








Yet the Dezie is only one of dozens of Dickerson's in 
stock for Spring and Summer selling. Don't you think 
you'd be wise to look at the whole line? Just call or 


write 







THE WALKER T. DICKERSON CO. — COLUMBUS 15, OHIO 
New York Office: 417 Marbridge Building 
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National Shoes, Inc., Reports Sales for the first six months were 

‘ - a : $10,725,025, compared to $9,654,286 for 
Highest Sales and Earnings the same period last year. Net earn- 

New YorkK—Sales and earnings of ings, after depreciation and _ taxes 
National Shoes, Inc., for the first six totaled $310,829, compared with $255,- 
months of its fiscal year ended January 469 in last year’s corresponding period. 
31, were the highest in the company’s Income was equivalent to 57 cents per 
history, Louis Fried, president, re- share on 543,560 shares of outstanding 
ported in a letter to stockholders made common stock. This represents an in- 
public recently, crease of 11 per cent in sales and 21 
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per cent in earnings by the company. 

Mr. Fried revealed that the company 
has continued to apply a substantial 
proportion of its earnings to an ex- 
pansion program embracing the open- 
ing of new stores and the modernization 
of existing stores. At the beginning of 
the current fiscal year, July 1, 1955, 
the company had 109 stores. In the 
past six months seven new stores were 
opened. Seven more are planned for 
opening during the remaining six 
months of the fiscal year with five 
more scheduled to open before 
December 31. 


Goodyear Sets Highest 
Sales and Net Profit Mark 


AKRON, O.—-The Goodyear Tire & 
Rubber Company in 1955 achieved the 
largest volume of sales and highest 
net profit in the company’s 57-year 
history, Chairman P. W. Litchfield an- 
nounced today. 

Consolidated net sales increased 25 
per cent to a new high record of 
$1,372,176,139 compared with $1,090,- 
094,050 in 1954. It was the fifth year 
in succession that Goodyear sales ex- 
ceeded the billion dollar mark. The 
previous sales peak of $1,210,508,783 
was attained in 1953. 

Net income increased 24 per cent to 
a new high of $59,665,845 compared 
with $48,055,196 in 1954 and with the 
previous record of $49,323,167 in 1953. 
The 1955 net income was equivalent to 
$5.90 per share on 10,105,213 shares of 
common stock outstanding at the end 
of the year, including the 913,531 ad- 
ditional shares sold during the year. 
The 1954 earnings were equal to $4.54 
per share based on the same number 
of shares. 

Profits of foreign subsidiaries in- 
cluded in consolidated net income for 
1955 amounted to $18,655,745, all free 
of exchange restriction as of the year 
end. The 1954 consolidated net income 
included foreign profits of $20,190,989 
and a recovery of $2,151,000 through 
remittances of foreign income previous- 
ly restricted. In 1955 the reserve for 
foreign investments was charged with 
only $647,000 for devaluation of 
foreign assets last year compared with 
a charge of $5,771,000 the year before. 


Edison Brothers Reports 
Record Sales Volume 


Sr. Lours—Net earnings of $2,530,- 
130 for 1955 were reported to stock- 
holders of Edison Brothers Stores, Inc., 
in the recently published annual report. 
Net sales for 1955 climbed to a record 
volume of $87,204,080. This is an in- 
crease of $7,014,701 or 8.75 per cent 
over the previous year. Earnings of 
$2.65 per share of common stock is 
comparable with $2.34 per share for 
1954 when earnings amounted to 

Sales and net earnings, the report 
disclosed, were helped by increasing 
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the modern Fluoroscope 
X-RAY SHOE FITTER 


When you install this tried and proven 
fitting aid in your store or department 
you tell your customers that you are 
proud and confident of your fitting ser 
vice. You invite them to see for them 
selves that their shoes or their children’s 
shoes are correctly and accurately fit 
ted. You help your sales people do a 
better fitting job, you promote cus 
tomer satisfaction, you build a more 
profitable shoe business! 

It costs only a few cents a day to own 
the Simplex SUPREME. Ask _ your 
Simplex X-Ray representative, or write 


X-RAY SHOE FITTER CORP. 
3533 N. Palmer St., Milwaukee 1, Wis. 


Canadian Representatives 
BOISVERT AND JANELLE CO., LTD 
8405 St. Lawrence Bivd., Montreal 18, Quebec 


T. J. MACKINNON 
211 Mitchell-Copp. Bidg. 
334 Portage Ave., Winnipeg, Manitoba 
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the productivity of many old stores, as 
new stores are not normally profitable 
during the first year. There were 267 
stores in operation at the close of the 
year which includes 20 new 
opened in 1955. Four old stores 
closed. 

In releasing the report, Harry Edi 
son, president, pointed to the continued 
growth and expansion program. “In 
addition to the 30 additional units now 
scheduled for 1956, approximately 45 
more units are planned for 1957 and 
1958,” he stated. 

Mr. Edison further remarked that 
there has been and continues to be a 
nationwide movement toward subu 
banization in retailing. Large shopping 
centers are being created and developed 
in and around large cities. Such cen 
ters are being anchored with maior 
department 
shons, variety stores and 

“Since our past experience in many 
shopping centers has proven very prof 
itable, we are continuing to lease in 


stores 


were 


store branches, specialty 


supermarkets 


such centers in which we feel our op 
erations will be equally profitable,” he 
added. 

New stores in downtown areas are 
added as, if and when desirable locations 
become available at acceptable terms 
In that connection, Mr. Edison said 
that the new store in downtown Hono 
lulu is operatine very satisfactorily 
“A major Chandler’s unit soon will be 
in operation in the very heart of down 
town Pittsburgh, and construction of 
our large Chandler’s store on upper 
Fifth Avenue in New York City will 
begin the latter part of this year,” he 
added in explanation of the company’s 
continued interest in choice downtown 
locations. 


Shoe Retailer Ties-in With 
‘The Benny Goodman Story’ 


OMAHA, NeEs.—Two shoe stores re 
ported good results from a promotion 
tie-in with the Omaha appearance of 
the motion picture, “The Benny Good 
man Story.” 

James Shane, manager of 
Shoe Store in downtown Omaha, re 
ported the promotion sold enough wo 
men’s shoes around the $15.95 bracket 
to make the effort very much worth 
while. His ad noted that the “great 
songs from The Benny Goodman Story 
inspire great bargains for shoppers,” 
and “you'll be ‘Walking on the Sunny 
Side of the Street’ in (brand name) 
shoes!” The two-column ad was illus 
trated with a new mid-heel 
style guaranteed to “make you look 
younger . . . and your feet feel 
younger.” 

R & S Shoes in 
also noted good res 
tion in lower-priced women’s shoes in 
silver brocade, linen, 
kid, white and pastels. The shoe store’s 
illustrated ad wan “Invita- 
tion to the Dance... Formal, Evening 
or Dress.” 


Drexel 


strap pump 


suburban Benson 


ponse to the promo 
smooth 


patent, 


captioned, 








START BUILDING YOUR 
PROFITS 







ELASTICIZED 
BALLET 


95 rou 5% 


30-days 


Made of high grade 
special leather that has 
a stretch. Elasticized to fit 
like a glove; follows every 
move of the foot without 
gapping. Smooth leather insole. Black or 
White. Sizes: Infants’ 8 to Women's 10, 
N or M widths. 
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PLEATED TOE BALLET: Leather insole 
instep strap. White, Black, Red, Blue or Pink 
Sizes: Infants’ 6 to Women's 10. M or N widths 
Also in Black or Wh a? without elastic instep 
strap in Women's only 


AS 


TAP SHOE: Correct heel height. White or Black 
Patent. Leather Soles. Lip Taps included. Sizes 


T—12, 12'/;—3, 3'/—9 Women's. M or N widths 


eas 
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Straps as shown i7 pr. Lip Taps attached IS 
Heel taps furnished ah attached 3% 
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BOYS’ TAP SHOE: Black Patent. Leather sole 
Lip Taps inc luded Sizes: Youths’ and Little Gents’ 
8'/,—13'/ Boy I—6. B of D widths. Lip laps 
attached 15: "Heel taps furr ded & attached % 

ED WHITE JUNIOR SHOE CO. 
DEPT. B PARAGOULD, ARK. 
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BABY CLASSMATE 
(No. 030 shown) 
$3.95 retail range 


This New Line for Spring 
Makes Your 
Cash Register Sing 


BLACK HAWK 
POSTURE PRIDE SHOES 
(No. 7074 shown) 
$5.95 retail range 


CLASSMATE TRUE 
POSTURE SHOES 
(No. 3359 shown) 
$6.95 retail range 


e 


ACTIVE MAID 
AUTHENTIC FASHIONS 
(No. 1810 shown) 

$6.95 to $7.95 

retail range 


RUGBY ROVERS FOR BOYS 
~- by CLASSMATES 
(No. 1525 shown) 
$7.95 to $8.95 
retail range 


...Be ready for tremendous spring business to 


come—with high-quality in-stock shoes by Ideal 


Here is the complete line that fits the whole family from high 
chair to high school. It’s the rugged, long-wearing line with 
eye-pleasing styles for all 


Greet your spring trade with profit-makers like the smart 
Ideal styles shown here. Be sure your lines are complete. Order 


from Ideal now. 


Obituaries 





Henry H. Minor, Sr. 


Batavia, N. Y.—Henry H. Minor, 
Sr., chairman of the board of P. W. 
Minor & Son, Inc., shoe manufacturing 
firm here, died February 23 in a Ft. 
Lauderdale, Fla., hospital. He was 73. 

Word received here indicated he was 
stricken by a cerebral hemorrhage in 
his home and died soon afterward with- 
out regaining consciousness, 

Mr. Minor had been serving as chair- 
man of the board since 1946. He 
returned to Batavia in March, 1921, 
to take control of the women’s shoe 
manufacturing plant. Through his ef- 
forts the company was incorporated 
and the capacity of the plant doubled. 
He served as president from 1921 to 
1946. 

The business was established in 1867. 
It was moved to Springville and trans- 
ferred soon thereafter to Batavia some- 
what after 1900 when the Springville 
plant was burned. With the move to 
Batavia the company was officially 
named P. W, Minor & Son. 

As a young man, Mr. Minor served 
as superintendent in the plant and 
then left to take charge of the Auburn 
factory of Dunn & McCarthy. He was 
advanced to the management of the 
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Binghamton and Scranton, Pa., fac- 
tories of the company and was credited 
with an exceptional record in the Bing- 
hamton operation. 

In 1921, when he returned to Batavia, 
Mr. Minor purchased a controlling in- 
terest in P. W. Minor & Son from a 
cousin, Frank B. Minor, the former 
owner. He took immediate active pos- 
session and incorporated the firm on 
the fiftieth anniversary of its found- 
ing. 

Mr. Minor was an avid sportsman 
and athlete and an outstanding golfer 
at the Stafford Country Club. He for- 
merly had a stable of show horses. 
He was also a boating and sailing 
enthusiast. 

He was born in what was then called 
Farmer Village, now Interlaken, Seneca 
County. He was the son of the late 
Mr. and Mrs. Abraham V. Minor. His 
father and his uncle, Peter W. Minor, 
had founded the first shoe manufac- 
turing concern bearing the Minor name. 
It was known as Minor Brothers Boot 
and Shoe manufacturers. 

He is survived by his widow, the 
former Dorothy Wheelock; a son, 
Henry H. Minor, Jr., president of the 
shoe manufacturine concern: three 
daughters, Mrs. Robert A. Joslin, Mrs. 


IDEAL SHOE MFG. CO. 


Division of Mid-States Shoe Co 
Milwaukee 12, Wisconsin 


0-10 


Robert M. Haskins, of Ft. Lauderdale, 
and Mrs. Daniel S. Parker, of Janes- 
ville, Wis.; a brother, Halsey P. Minor. 
F. Irving Sears 

WessterR, MAss.—F. Irving Sears, 
treasurer and chairman of the board of 
the Bates Shoe Company, died in the 
Worcester Memoria] Hospital. He was 
83. 


F. IRVING SEARS 


Mr. Sears was born in Dorchester, 
Mass. and came to Webster in 1902 
when he became associated with the 
Bates Shoe Company. 

He served several terms as a director 
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of the National Shoe Manufacturers 
Association and was a past vice-presi- 
dent of the same group. He was a 
member of the Society of Colonial 
Wars, a director of the First National 
Bank and a former trustee of the Five 
Cents Savings Bank of Webster. 

He is survived by his widow, Mrs. 
Edna H. Sears; a daughter, Mrs. Emily 
Villiers-Stuart, of London, England; 
a son, Richard, executive vice-president 
of the Bates Shoe Company, of Wood- 
stock, Conn. 


He was technical director, research 
director, assistant production manager 
and plant manager and became a vice- 
president of Textileather in 1945. In 
1951 he received a citation from the 
Secretary of the Army for outstanding 
work as a member of the Technical In- 
dustrial Intelligence Committee during 
World War II. He also was a member 
of the Industrial Advisory Board of 
the U. S. Quartermaster Corps. 

Surviving are his widow, Eleanor; a 
son, Peter, and a brother, E. P. Lott, 
of Denver. 


Samuel Siegel 


BALTIMORE — Samuel Siegel, buyer 
in the shoe department at Hutzler 
Brothers for the past 25 years, died 
here. He was 61. 

He received his training in footwear 
at the Joel Gutmans Department 
Store, where he was buyer for five 
years and before that at Bernheimer’s 
Department Store here. 

He was the only life member of the 
Baltimore Shoe Club. Surviving him 
is his widow, Mrs. Estelle G. Siegel. 


Mitchell Taffet 


KEARNY, N. J. — Mitchell Taffet, 
president of the A. G. Behn Company, 
Kearny shoe wholesalers and a charter 
member of Temple B’nai Israel, of 
Nutley, died here following a heart 
attack. He was 58. 

Mr. Taffet’s career in the shoe busi- 
ness began 40 years ago when, after 
working briefly in an uncle’s East 
Orange dry goods shop, he opened his 
own retail shoe store in Nutley. After 
10 years he joined the A. G. Behn Shoe 
Company, remaining there as a sales- 
man for 25 years. 

Mr. Taffet founded his own wholesale 
firm, the Taffet Shoe Corporation, in 
Newark, which he operated for five 
years until 1954 when he purchased 
the Behn concern. 

He is survived by his widow, Mrs. 
Jean Brenner Taffet and two sons, 
First Lieutenant Harvey Taffet, of the 
U. S. Air Force, and Robert Taffet, of 
Nutley. 


The most respected name in children’s shoes 


” Your OWN Brand 


r 

[THE time is right for some clear thinking 
and straightforward talking on the subject of 
branded line juvenile shoes, and YOU, as 
retailer of Children’s shoes should ask your- 
self these questions. 








1255 BROWN 
12511 
RAISED STITCH 
MOCC. OXFORD 
54%, to 8 B-C-D 
814 to 12 A-B-C-D-E 
124%, to 3 A-B-C-D-E 


BURGUNDY 
Are you satisfied with the lines you are selling? 


Are you convinced that they are the quality 
you should be selling? 


Are you satisfied that they are priced honestly? 


Henry J. Kohler 


New York — Henry J. Kohler, an 
associate of the Baris Shoe Company, 
in the New York shoe wholesale market 
district, died of a heart attack while 
on a vacation cruise in the West Indies. 

He had been associated with the 
Baris Shoe Company for more than 
20 years, prior to which he was a 
partner in a shoe brokerage firm. He 
was known affectionately throughout 
the Duane Street district and witnessed 
its growth from earliest beginnings 
from a vantage point of 50 years of 
observation. 

A_ widower, 


Are they delivering the mark-up to which you 
are entitled? 
There is a simple answer to all these questions. 
No brand is any better than the merchant who 
. sells it. No matter how well it is advertised, 
no brand ever replaces your personality and 
integrity nor establishes the same close rela- 
tionship which you, as a dealer and fitter, enjoy 
with your customers and their parents. 





That's why you should be selling these 
fine quality juvenile shoes made by 
Ki phrata under the finest brand name 
in shoes your own, 


Ephrata quality is worthy of your best fitting 
and merchandising efforts. Enjoy it today. 


PURITAN WELTS 
(PREWELTS ) 
GOODYEAR WELTS 
ARCH SUPPORTS 


EVERY 
JUVENILE 
REQUIREMENT 
PROMPTLY 
FROM IN-STOCK 


he is survived by a 
daughter, Mrs. Robert Hesseltine, of 
Westwood, N. J. Mr. Kohler was a 
member of 210 Associates. 


DeForest Lott 


ToLEDO — DeForest Lott, chief de- 
velopment engineer of the Textileather 
Division of General Tire & Rubber 
Company, died of a heart attack at his 
home here. He was 57. 

Widely known in the coated fabrics 
industry, Mr. Lott was a member and 
former chairman of the technical com- 
mittee of the Vinyl Fabrics Institute. 
He came to Toledo 26 years ago when 
the old Textileather Company of New 
Jersey consolidated with the Maumee 
Finishing Works. 


TO RETAIL PROFITABLY 
$4.95 « $5.95 « $6.95 
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Which shoe would you buy again 


















WHEN WELTING SHRINKS, IT WARPS THE SHOE... 


FARBERIZED WELTING 


CURLING . . 






Farberizing: 


- PRESERVES SHAPE, FIT AND COMFORT. 


RESISTS SHRINKING AND 





Replaces water soluble tannins with stable fats and oils. 


Seals each fibre against moisture. 


Protects against damaging effects of alternate wetting 


and drying. 


extra cost. 







The welting 
walks with 
the shoe 


160 FREMONT 








sTrRmeetrT 






Adds months to the useful life of the shoe... 


Write for full information 








WORCESTER MASS 








Remodeling Project Seeks to Gain More Window Space 


Work has started 
on a remodeling project at the Shoe 
Mart, 920 Main, here, which will in- 
crease the store’s floor space 400 square 
feet and enlarge the front 10 feet. 
James E. Rogers is manager. 

Purpose of the expansion is to gain 
more window space, allow room to place 
a planter divider between the men’s 
and women’s sections and to make up 
for space ovcupied by the warehouse in 
the rear. 

Merchandise for six other shoe stores 
owned by L. B. Hobart is stored in the 
warehouse. 


WINFIELD, KAN. 
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The ceiling of the store will be 
lowered to nine feet from the present 
14 feet. Wall to wall carpeting will 


cover the floor throughout. Wood trim 
will be charcoal rubbed with 
silver with sandblasted plywood on the 


colored 


lower wall. Wallis above the shelving 
will be finished with coral and tur- 
quoise. A children’s fitting ramp will 


be placed in the rear center of the 
store. 

L. B. Hobart opened the Shoe Mart 
here in 1932 and has expanded to six 


other cities 


What’s New 


Lawrence Process Develops 
New Plyethyln Heel Base 


LAWRENCE, Mass. — New develop- 
ments in its plyethyln heel base are 
announced by the Lawrence Process 


Company, Inc. The new heel is consid- 
erably lighter in weight than formerly, 
and it is claimed it will not shrink or 
swell with wetting or drying. Officials 
further state that it is easily handled 
in production, because the pattern de- 
sign will take any eight nail pattern, 
and that it has a good finished appear- 
ance due to ease in buffing and trim- 
ming. The product, now being used in 
men’s shoes, will eventually be avail- 
able for children’s and growing girls’ 


shoes. 





B. F. Goodrich Company 

Introduces Camp Boot 
WATERTOWN, MAss. 

over-the-sock rubber boot 


A new type of 
for men has 


been introduced by Hood Rubber Com- 
pany and the Footwear Division of The 
B. F. 


Goodrich Company, here. Known 













Over-the-sock boot designed for men is 
light in weight and flexible. Its uses are 
suggested by the name, Camp-N-Boot. 


as the Camp-N-Boot, it is designed for 
wear while fishing from boats, general 
wear around camp, or around the home 
for such duties as car washing. The 
boot is light in weight and flexible, buff 
colored with pebble finish and designed 
to sell at a popular price 


Knomark Company Puts 
Special Cleaner on Market 
NEW YORK A special preparation 
for cleaning corkette, cambi-buck and 
kafilope shoes has been developed by 
the Knomark Manufacturing Company, 
manufacturer of Esquire boot polish, 
according to an announcement here by 
Samuel M. Abrams, president. 
The new product is called 
and was developed, Mr. 
Abrams said, because “there had ex- 
isted no preparation on the market 
that would do a thorough cleaning job 


“Esquire 


Rubgum” 
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on the new fine-nap leathers without 


discoloration and disturbance to the 
nap.” 

“Esquire Rubgum” consists of a spe- 
cial compound in a small, loosely-woven 
cloth bag. The bag is squeezed and 
then rubbed with the thumb until some 
“Rubgum” appears on the surface. The 
bag is then rubbed over the soiled 
leather surface. The final step is to 
remove the excess with a rubber sponge, 
which comes with the package. 

The product is said to be harmless 
to hands, colors and shoe materials. It 
is also a cleaner of handbags, felt hats, 
belts, clothing, window shades, wall- 
paper and books, according to Mr. 
Abrams. 

The bag containing the “Rubgum” 
and sponge comes in a carton, the 
outside of which gives full directions 
for use. These directions point out that 
the pad never needs washing and that 
the color on it after use should be ig- 
nored. The dirt on the pad won’t be 
transferred to the shoe, and the clean- 
ing action won’t be impaired, it says. 


Chicago Travelers Announce 
Next Shoe Show for May 6 


CHICAGO—The next shoe show of the 
Shoe Traveler’s Association of Chicago 
will be held May 6 to 8 at the Morrison 
Hotel, it has been announced. Several 
special events have been planned. The 
roast beef buffet dinner held during the 
February show was highly successful. 

Plans are also being made for the 


annual golf outing. It will be held 
June 12 at the River Forest Country 
Club. There will be special enter- 


tainment and features for women. A 


large list of prizes will be awarded. 


Entire New Regal Store 
Makes Showcase for Shoes 
[CONTINUED FROM PAGE 96] 


built into a compact area between one 
bank of shelves and the window at the 
rear of the store. The special service 
has caught on rapidly and draws trade 
from within well outside the 
store. Showcasing the shoe shining 
service has an attention-getter, 
and people frequently stop to watch 
the shoe shine boy at work. 

C. D. Parlett is the manager, 
and he has the assistance of five clerks, 
a porter and shine boy. L. € 
Eisele, general manager for the Pacific 


as as 


been 


store 


shoe 


Coast for Regal, was on hand for the 
opening and M. A. Gruber, from New 
York. 

Regal operates 110 stores in the 


United States, with nine in California 
They have a second store in San Fran 


cisco located at 652 Market Street. The 
new store is a part of Regal’s plan 
for steady expansion. In the near 


future, they plan to have in operation 
at least 25 stores on the Pacific Coast. 
Regal its first store in 
Francisco in 1901. 


opened San 
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Speakers Scheduled for Fall St. Louis Shoe Showing 


Aston ( 


Glamour 


Sr. Louis Kathleen 
editor-in-chief of magazine, 
has been named the second speaker fo: 
the breakfast meeting April 30 during 


asey, 


the tenth annual Fall showing of the 
St. Louis Shoe Manufacturers Associa 
tion. According to A. J. Brauer, Jr., 
chairman of the breakfast committee, 
Mrs. Casey will share the bill with 
James Watson, sales consultant and 
lecturer. 

Mrs. Casey’s association with The 





A GREAT “TEAM”! 


FATHER and SON 
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SALES 
\ 27 SPRUCE STREET 
Only genuine leather “Surt#Sour bears this VOTAN trade-mark. 


LONGER W.-E-A-R : 


Or LIGHTER WEIGHT or 


GREATER FLEXIBILITY Mites 
f 


fi 
’z 





NATURAL “BREATHING 


WATER. RESISTANCE 





Conde Nast Publications includes seven 
years Midwest editor of Vogue 
Prior to this she was sportswear buyer 
for a large trading corporation and a 


us 


well-known Chicago department store 

Her talk at the breakfast session will 
center on the interests and fashion de 
mands of American women between the 
ages of 18 and 40, who number about 
25 million at home, at work and at 


Mr. Watson will offer on 


play 
elling 


tips 




































DAK TANNERY. 


CORPORA 
- NEW YORK, HY, 








This proof of extra value 
helps you make more sales 





And they’re sewn with nylon thread... 
the strongest thread used in shoes! 


Children give shoes lots of rough wear. That’s why you’ve got a powerful 
sales clincher when you can tell customers that the children’s shoes you sell : sale 
are sewn with nylon thread. Nylon is famous for its strength. In children’s . When your thread- 
shoes, its abrasion resistance is important, too! So your customers have h n ad 
added reasons to associate quality and durability with your product. 
Nylon’s extra strength also helps keep your customers sold—helps insure 
valuable good will. 
Leading thread manufacturers use Du Pont nylon and ‘‘Dacron’’* poly- 
ester fiber to produce the strong thread used in many of today’s top lines 
of shoes. Check your supplier to find out if the shoes you sell are sewn with 
nylon or “Dacron’’, so you can take advantage of this extra sales feature. ALG. U. 5. PAT.OFF 
*“Dacron” is Du Pont's registered trademark for its polyester fiber BETTER THINGS FOR BETTER LIVING 


NYLON anes 
ee 


POLYESTER FIBER 


for sewing thread 
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NEWS OF THE 


SUUSINEN axv Suppliers 


Design Class Learns 1956 Leather Story 


R 


Helene O'Hara, seated, director of fashion promotion for the Allied Kid Company, 
Is shown explaining the Fall-Winter, 1956 leather story to the class in shoe design 
at Washington University in St. Louis. Shown with Miss O'Hara and some of the 
class members are Mrs. Betty Mason, International Shoe Company, who is chair- 
man of the School of Design committee for the St. Louis Manufacturers Associa- 
tion, sponsor of the class. John Dunbar, Dunbar Pattern Company, is instructor. 





Shoe Making Applications Seen in New Leather Process 


WASHINGTON, D. C. — A _ two-step 
method for the production of experi- 
mental leathers resistant to the action 
of the powerful oxidants and _ re- 
ductants used as fuels in guided 
missiles has been developed by the Air 
Force. This method, which has ap- 
plications in the manufacture of shoes 
for wear in industrial plants, is de- 
scribed in a report of research just 
made available to industry by the 
Office of Technical Services, U. S. 
Department of Commerce. 

The first step in the method calls 
for chrome-tanning the leather, then 
treating it by an emulsion method, 
developed under a seven-year study 
sponsored by the Army Quartermaster, 
through which 10 to 15 per cent of a 
filler polymer is deposited within the 
interstices of the hide. This closes most 
of the free spaces in the outer sub- 
surface leathers and also provides an 
anchorage for the acid resistant film. 

In the second step, a_ resistant 
polymeric film of about five to six mils 
thickness is deposited. From the num- 
ber of polymers investigated, a few 
were found which give excellent acid- 
resistance. With this system, leathers 
having good physical characteristics 
and excellent acid-resistance were pre- 
pared. 

This study, PB 111882, Production 
of Leathers Resistant to Powerful 
Oxidante and Reductants, prepared by 
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Nicholas D. Cheronis and Merilyn A. 
Wente, Synthetical Laboratories, 
Wright Air Development Center, June 
1955, may be obtuined from OTS, U. S. 
Department of Commerce, Washington 
25, price $1.75. It contains 62 pages. 

An earlier report, also prepared by 
Nicholas D. Cheronis and describing 
the emulsion method developed by the 
Army Quartermaster through 
seven years of research, mentioned 
above, is also available from OTS. It 
is PB 111540 The Development of 
Water Resistunt Leather by Deposition 
of Polymers Within the Interstices, 
Apr. 1954, 347 pages, price $8.75. 


Corps 


Eight Shoe Manufacturers 
Cite Acute Labor Shortage 


WILKES-BARRE, Pa. — J. 
executive-secretary Wilkes- 
Chamber of made 
a letter from the owners of eight 
con- 


M. Crosby, 
Greater 
Barre Commerce, 
public 
manufacturing 


shoe companies 


cerning a critical labor supply situa- 
tion here 

[he letter, addressed to Greater 
Wilkes-Barre Industrial Fund, _ Ine., 
deplored the seriousness of the situa 
it applies to the shoe industry. 
tated that continue 
normal requirements for 


including our plans 


tion as 
They 
to meet 


“we cannot 
our 
working personnel 
for 
cause of the acute 
applicants for employment. 

“Adequate, planned, progressive vo- 
cational training is imperative. As 
of this date, we need and can absorb 
between 1,500 and 1,800 male employees 
at once. We want to emphasize that 
we require and prefer male employes 
and only use female help as a last al- 
A reservoir of trained or 
semi-trained must be created 
promptly to fulfill the needs of the 
shoe industry. Until that is done, this 
Valley cannot any additional 
shoe manufacturing plants and should 
not solicit their until 
this area has realistically resolved the 
immediate problem that confronts it of 


further growth and expansion, be- 
hortage of qualified 


ternative 
labor 


absorb 


location here 


providing suitable, male labor.” 

The letter is signed Isadore Goncha, 
Barre Paul Birn 
baum Herman 
Nicho- 


Slinner Company; 
Faith Shoe Company; 
Karmiel, Diane Footwear, Inc.; 
las Serino, Penn Shoe Company; Frank 
Melody Shoe Company; Reuben 
Rosen. Prestige Shoe Company; Frank 
A. Eisenstein, Rex Shoe Company; 
and Frank Ciaio, Valley Moccasin. 


Ciaio, 





Woodard & Wright Unveils New Italian Last Lathes 


Boston—A new development in last 
lathes is being introduced by Woodard 
& Wright Last Company, E. Bridge- 
water, Mass., makers of men’s and 
boys’ lasts. The new lathes, designed 
and made in Italy, give the lasts ac 
curate conformity to the measure 
ments of the original model, a feat 
which heretofore could not be achieved 
with perfect precision. 

Actually, the new development con 
sists of two machines—a rough-turn- 
ing lathe which roughs out the 
block to the approximate shape of the 
original model; and secondly, a finish- 
ing lathe, which applies the final 
touches that create an exact duplica- 


wood 


the original model in every 
The end result is a pair of 
lasts—and consequently a pair of shoes 

that are identical in appearance and 
fit and size in all details. In short, a 
perfectly uniform pair of shoes 

Woodard & Wright made a thorough 
investigation of the new machines, 
produced by Incoma §S. P. A., Milan, 
Italy, then them to rigorous 
tests on American lasts. The tests 
proved highly successful, and a number 
of the machines have been installed in 
the Woodard & Wright plant. Many 
of the U. S. last manufacturers have 
expressed interest in the new machines, 
which are entirely automatic. 


tion of 
detail 


applied 











Clarke, New Selby Chairman, Succeeds Homer C. Se 


PORTSMOUTH, O.—“Top quality foot- 
wear for women, the kind of products 
which come from hands of workmen 
skilled through years of experience,” 
will continue to be the objective of the 
Selby Shoe Company Attorney 
Calvin C. Clarke, new chairman of the 
board, as he assumed his duties. 

He succeeds Homer ©. Selby, who 
resigned as chairman and president 
after about 18 years as head of the 
firm which has approximately nine mil- 
lion dollars in assets and grosses more 
than 14 million dollars annually. 

The new chairman also fills the office 
of treasurer, vacated by Glen F. 
several months 


said 


Lang 
ago. 


Selby Brothers Still Directors 


Mr. Clarke announced the Selby 
brothers, Mark W., Homer C. and 
Roger A., will continue their active 
participation in the management 
through their directorships 

The new chairman no other 
changes are contemplated for the im- 
mediate future. exist for 
president and general sales manager, 
although William F. Hooley has been 
called back from retirement in Florida 
to resume direction of the sales force. 

Born in the Kentucky mountains, Mr. 
Clarke’s election to the Selby chairman- 
ship is the latest accomplishment in a 
career that has led him to become the 
largest real estate holder in southern 
Ohio in addition to other business in 
terests and a law practice. 

He started as a shoeshine boy at 15, 
paid his way through school, taught 
two years in a Kentucky one-room 
school and then located in Portsmouth 
His first job was in the Selby factory 
at 13% cents an hour. He next went 
to Washington, landed a civil service 
job at $75 a month. enrolled in nicht 
school at George Washington Univer 
sity to study law and accounting. 

Saving $600, he opened an office in 
Washington in 1922 and ironically his 
first major tax case was for the Selby 
Shoe Company. He won for the firm 
an $83,519 tax refund 


said 


Vacancies 


Selby Client at Start of Career 


Returnine to Portsmouth, he opened 
an office and recognition from the Selby 
tax case won him clients from all paris 
of the nation. He did Selby tax work 
from 1921 to 1938, when the firm em- 
ployed a fulltime auditor. 

Mr. Clarke obtained Selby stock from 
time to time and was elected a director 
1952. He estimates his holdings at 
two per cent of the 227,000 shares out 
standing. The three Selby brothers 
own the controlling interest. 

“Selby is a worldwide organization 
with 42 foreign associates and retail 
subsidiaries,” said Mr. Clarke. 


in 


store 


In addition to the parent plant here 
the 


company operates a branch fac- 
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tory in Manchester, N. H., and it has 
manufacturing plants or is part owner 
of plants in Canada, New Zealand, 
Brazil, Australia and England. It also 
has licenses in foreign lands whereby 
the licensee pays a royalty for each 
pair of shoes manufactured. The Selby 
company furnishes technical services, 
styles and lasts, keeping the firms 
abreast with modern trends. 

“This division of the business figures 
materially in the profits of the com- 
said the new chairman. 


’ 


pany,’ 


Gerlach Appointed Manager 


Of International Department 

Harold T. Gerlach has 
appointed manager of Interna- 
tion Shoe Company’s Upper Cutting 
Efficiency Department, succeeding 
B. Sheppard who retired Feb- 
ruary 1, 1956. The appointment was 
announced by Lee McKinley, general 
manager, upper stock procurement. 


Sr. Louis 


been 


toyce 





HAROLD T. GERLACH 


Mr. Gerlach began his with 
International as a clerk in the depart- 
ment he now heads. He later served 
as office manager of the company’s 
Jackson, Mo., plant and has been as- 
sistant manager of the Upper Cutting 
Efficiency Department for the past 10 
years. This department is responsible 
for figuring the footage and yard re 
quirements of all materials cut. 


career 


McCarthy Head of E. T. Wright 


BOSTON Leo McCarthy has been 
made president of E. T. Wright & 
Company, Inc., Rockland, Mass., manu- 
facturers of Wright Arch Preserver 
Shoes. Mr. McCarthy has been with 
E. T. Wright 1913, starting in 
the accounting department and work- 


since 


ing in the stock and credit depart- 
ments. In 1917 he joined the United 
States Air Force and returned to 


Wright to become office manager, sub- 
sequently, he was made sales promo- 
tion and advertising manager, vice- 
president, executive vice-president and 


now becomes president. 





by Sam Wolff Buys 


Out Wolf-Tober 


Sr. Lours—Sam Wolff, president of 
Wolff-Tober Shoe Manufacturing Com- 
pany, has acquired complete ownership 
of the firm having bought out the hold- 
ings of Abe E. Tober, amounting to 42 
per cent of the outstanding shares, and 
that of David P. Wohl. 

In addition to its own factory, pro- 
ducing women’s dress shoes under the 
name of Barefoot Originals, Wolff- 
Tober owns approximately 85 per cent 
of Carmo Shoe Manufacturing Com- 
pany, and about 60 per cent of Deb 
Shoe Company. Mr. Wolff is president 
of both subsidiaries. In 1955, the com- 


bined sales of the three firms was 
$17,000,000 with production totaling 
2,772,887 pairs. 

Before the new deal was consum- 


mated, Mr. Tober and Mr. Wolff owned 
equa] interest in Wolff-Tober, with Mr. 


Tober serving as chairman of the 
board. Mr. Tober will now devote his 
entire attention to Tober-Saifer Shoe 


Manufacturing Company, of which he 
is chairman, and the affiliated firms 
Selwyn Shoe Manufacturing Corpora- 
tion, St. Louis Shoe Manufacturing 
Company and Crown Shoe Manufactur- 
ing Company. 

Mr. Wohl retired from the shoe busi- 
ness in 1951 with the sale of Wohl Shoe 
Company to Brown Shoe Company five 


vears ago. He was founder and presi- 
dent of that firm. 

No one has been named to renlace 
Mr. Tober on the boards of Wolff- 
Tober, Carmo and Deb. Financial de- 
tails of the transaction were not 
disclosed 
Gro-Cord Strike Ends 
With Signing of New Pact 

Lima, O.—The strike of Local 85, 
United Rubber Workers against the 


Gro-Cord Rubber Company was settled 
here with the signing of a new contract 
to run through December 31, 1957. 

The contract provides an average 
plant pay rate of $1.80 per hour, 16 
cents lower than the average prevail- 
ing before the strike. Security provi- 
sions were the big issue in the strike, 
however. The company agreed to re- 
scind discharges of the president and 
vice-president of the It also 
agreed to withdraw all legal charges 
and counter charges growing out of 
the strike. 

On its part, the union said it is with- 
drawing an unfair labor practices 
charge pending before the National 
Labor Relations Board. 

The contract also calls for two five- 
cent hourly raises, one next July 1 and 
the other on July 1, 1957. 


local. 
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Headquarters for 
surplus stocks of 


top-quality, 


women’s branded shoes. 


A. C. Lawrence Appoints 
Andrew Ives Chief Engineer 

PeaBopy, MAass.—The A. C. Lawrence 
Company announced that Andrew M. 
Ives, of Marblehead, Mass., had been 
named chief engineer of all its plants. 

A graduate of the University of 
Illinois, Mr. Ives worked as a structural 
designer for Swift & Company, Chi- 
cago, during which he built plants for 
the company at far-flung points in the 
U. S. and Canada. 

In 1942, he was loaned to the Blaw 
Knox Construction Company as 
struction superintendent for synthetic 
rubber plants at Baton Rouge and Lake 
Charles, La. and as consulting super- 


con 


intendent at Borger and Port Neches, 
Tex. 
Mr. Ives returned to Swift in 1943 


in charge of the Technical Products 
and New Development division of the 
construction department. He had 
charge of all construction related to 
the production and use of by-products 

During 1946 and 1947 he studied the 
side leather tanning operations of the 
A. C. Lawrence Company. a division 
of Swift and Comnany. In 1955 he 


ioined the A. C. Lawrence staff in 
charge of construction. 
His studies led to his design of a 


new Lawrence tannery at South Paris. 
Me. 


This plant has been referred to 
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first completely 


new tannery 


almost 50 


as the 
built in 
years. 
Active in engineering circles, Mr. 
Ives is a member of the American 
Society of Mechanical Engineers. 


the U. S. for 


Barbara Trent Lowenstein 
Fashion, Promotion Director 
New YorkK—Barbara Trent 
named vice-president in charge of fash 
ion and promotion of Hermann Loewen 


was 








BARBARA TRENT 


stein, Inc., international leather manu 
facturers and distributors, it was an 


FAMOUS BRANDS 
IN AMERICA 


All in fine condition 






THE NATION’S FINEST 
CANCELLATION SHOES 


THE MOST 


All good fitters 


All types... 


novelties 
staples 







Good size 
runs always 
available 









nounced by Rudolph Correll, president 
of the firm, 
Miss Trent, 


fashion 


for the two 
Loewenstein, 
director of I 
manufacturers, 
fashion editor of F'oot- 


past years 


director of pre 
viously fashion 


Miller, 


and earlier wa 


was 
women’s shoe 


wea News 


Sabel Appoints Dickerson 
To Make Orthopedic Line 


PHILADELPHIA The Walker T 
Dickerson Company, of Columbus, O., 
has been given the exclusive franchise 
the 
line of orthopedic footwear of 
distributor of 


footwear, 


for manufacture of complete 
women’s 
I. Sabel, 


pecialized 


Sabel’s 


thi 


Inc., 
orthopedic 
city 
The 
J. Sabel, president of the corporation 
had 
the following manufacturer 


announcement was made by EF 
announced 


had 


manufac 


Sabel’s 
that 
been 


previously 
exclusively licensed to 
ture and sell the remainder of the Sabel 
United States 


line in the as well as in 


countries abroad: The ¢ H. Alden 
Shoe Company, of Brockton, Mas 
R. J. Potvin Shoe Company, Brockton, 


and the Walkin Shoe Company, Schuy! 


kill Haven, Pa 























SANDALS! 


sizes 
Infants 4to 8 


Childs 8!/, to 12 
Misses 12'/, to 3 
WH Available 

f White 2210, Red 2214 


$1.25 | 
$1.35 
$1.45 | 


2211 BROWN 


Charles E. Joss Retires 
As Queen Quality Aide 


St. Louis—The retirement of Charles 
E. Joss, well-known New England sales 
representative for Queen Quality Shoe 
Company and former president of the 
Boston Shoe Travelers Association, 
was announced by Robert A. Black, 


| general manager, Queen Quality Divi- 


2261 BROWN 

SIZES 
Infants 4to 86 
Childs 8'/2 to 12 
Misses 12'/, to 3 


$1.25 
$1.35 
$1.45 


Available Black 2262 & 


561 BROWN 

SIZES 
Men's 6 to 12 $2.45 
Available Black 562 


461 BROWN 

Same as Above 

SIZES 

Big Boys 3 to 6 $1.95 
Available Black 462 


561 BROWN 

sizes 

Men's 6 to 12 
$2.60 

Available 

Black 6582 


1571 BROWN 
sizes 
Men's 6 to 12 $3.10 
» Available 
Black 1572, Natural 


Foam 


SHOE MANUFACTURING CO., 
BLACKSHEAR, GA. 








sion, International Shoe Company. 


CHARLES E. JOSS 


Mr. Joss, who has traveled the New 
England states for 40 years, began 
his career at the age of 16 as a stock 
boy for Parker, Holmes and Company. 
In 1911 he took over his first territory 
as a regular salesman for this company 
in Vermont and upper New York. In 
1919 he joined Dunn and McCarthy, 
transferring to the H. C. Godman Com- 
pany in 1929. 

Mr. Joss has been with Queen Qual- 
ity since 1936, traveling the states of 
New Hampshire, Vermont, Maine, 
Massachusetts, Connecticut and Rhode 
Island. 

In addition to his activities in the 
Boston Shoe Travelers Association, he 
is a member of 210 Associates, Inc., an 
ex-Commodore and life member of the 
Quincy Yacht Club, and a member 
of the Commodores Club of America. 
He also is active in Clan McGregor No. 
5, Order of Scottish Clans, and a life 
member of Rural Lodge of Masons. 


Power Machine Eliminates 
Hand Pleating Operations 


Sr. Louis, Mo.—Several costly hand 
operations in multiple pleating are 
eliminated in a new power machine re- 
cently developed by Western Supplies 
Company. The machine which was in- 
troduced at the Factory Management 
Conference in Cincinnati, replaces the 
need of marking, creasing and other 
hand operations in applying pleating. 

Appearance and fitting of halter 
straps is also said to be improved 
through use of another machine. A 
piece of forty-thousandth thermo plas- 
tic stiffener between the lining and out- 
side of the straps is molded under heat 
and pressure to make them stand up. 


International Shoe Names 
Directors to Board Vacancies 


Str. Louts—International Shoe Com- 
pany named two new directors to fill 
board vacancies at a February 27 
meeting. Named were Edgar S. Bland, 
general manager of the Robert, John- 
son & Rand division, and Norfleet H. 
Rand, manager of the upper leather 
procurement and supply department. 

The two replace two retired execu- 
tives, Paul B. Jamison, former vice- 
president, and James T. Pettus, former 
vice-chairman of the board, both of 
whom had served as directors since 
1921. Mr. Bland joined the firm in 1924 
and was named general manager of 
Roberts, Johnson & Rand in 1952. Nor- 
fleet Rand has been with the company 
since 1935 and has managed the upper 
leather and supply department for the 
past five years. 


MacMahon Out Of Retirement 
For Andrews-Alderfer Post 


Akron, O.—Harry MacMahon, who 
recently was appointed a representative 
for Andrews-Alderfer Company, here, 
is a veteran of 53 years in the shoe 
business. He now represents the firm 
in northern Illinois, Wisconsin, Michi- 
gan and Minnesota. 

Born in Ireland, Mr. MacMahon 
came to this country in 1892 and began 
working in the shoe business in early 
boyhood. He worked for the old Pon- 
tiac Shoe Company and Gotzin Com- 
pany and was foreman of a shoe fac- 
tory when only 21 years old. 

He also was associated with the 
Connolly Shoe Company, the United 
Shoe Machinery Corporation, the A. H. 
Hartman Shoe Company, the Edmonds 
Shoe Company and the Weyenberg 
Shoe Company. He _ purchased the 
James Shoe Manufacturing Company 
in Milwaukee eight years ago, after 
having worked there for some time. He 
sold out and was retired from the shoe 
business until he accepted his present 
position. 

The shoe tradition is also being per- 
petuated by his family. Two sons are 
in the shoe business. Harry, Jr., is 
with the Wohl Shoe Company as a rep- 
resentative in Ohio, and Arthur J. is 
shoe buyer for the J. C. Penney Com- 
pany in New York City. 


° b) 
Named to National Travelers 
Board of Governors 


Cotumsus, O.—Lester Abrams has 
been appointed to the Board of Gover- 
nors to the National Shoe Travelers 
Association, representing the Ohio Shoe 
Travelers Club, the latter organiza- 
tion announced. Mr. Abrams is cur- 
rently serving on The Ohio Shoe 
Travelers board of directors and is 
chairman of its membership committee, 
for 1956. 
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European Producers Shooting 
For Mass Footwear Market 
CINCINNATI — European shoe men 
now have a realistic hope of developing 
a “homogeneous mass market” for foot- 
wear along the lines of the American 
market. Several nations, including 
France, Switzerland, Italy, West Ger- 
many, Belgium, Holland and Luxem- 
bourg — have in mutual agreement 
‘ eliminated all import and export quotas 
on footwear. While there are certain 
duty charges, there are no quota re- 
’ strictions. This means that any shoe 
manufacturer in any of these coun- 
tries is free to sell as many pairs as 
he can in the other countries. The new 
European mass market will now consist 
of over 200 million customers, a market 
substantially larger than that of the 
U. S., the RecorpER learned in inter- 



















views with foreign shoe producers 
attending the Factory Management 
Conference. 





European shoe manufacturers and 
retailers, though hopeful that the mass 
market plan will bring advantages, are 
at the same time expressing some 
qualms about more intensive competi- 
tion stemming from the plan. It is 
realized that the plan will work to the 
advantage of the more efficient and 
aggressive manufacturers and retailers, 
but may prove a serious blow to those 
unable to keep pace with the stronger 
competition. 

With a mass market, manufacturers 
will now be able to schedule larger runs 
on certain patterns, and also size runs, 
thus resulting in more economic shoe 
making and distribution. Retailers will 
have the opportunity of stocking 
greater variety of styles and price 
ranges. After initial difficulties are 
ironed out, it’s expected that the new 
program will prove advantageous to 
the shoe industries of all these involved 
nations. 

















Desco Launches Biggest 
Ad Campaign in its History 


New YorkK—The Desco Shoe 
poration of Long Island City has 
launched the largest national advertis 
ing campaign in the history of its 
business, the firm advised. 

The theme of the campaign is based 
on testimonials for the Revelations 
' brand made by the company. Promi- 

nent women are pictured in the ads and 
statements from each telling readers 
of the style-with-comfort story of Reve- 
lations by Desco. 
The women being used in this cam- 
paign are Barbara Stanwyck, Jeanette 
MacDonald, Mrs. Ted Lewis, Bess Myer- 
son, Lynn Dollar, Ruth Warrick and 
Ceil Chapman. 

National magazines on the schedule 
are McCall’s, Glamour, Charm, Ladies 
Home Journal, Woman’s Home Com- 
panion, Good Housekeeping, American 
Journal of Nursing and the magazine 
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sections of The New York Times and 
Chicago Tribune. 

Window displays, counter cards, ra- 
dio and TV scripts as well as news- 
paper mats are furnished Revelations 


dealers. The Desco Shoe account is 
handled by Leon A. Friedman in New 
York. 


Philadelphia and Reading 
Buys Acme Boot Company 
NASHVILLE — The Philadelphia and 
Reading Corporation of New York is 
purchasing the Acme Boot Company of 
Clarksville, the country’s largest manu- 


facturer of cowboy boots, it was 
learned. 

Sidney Cohn, of Nashville, will be 
president and manager. He has been 
active in the business for 20 years. 


The announcement said an expansion 
program will get under way at once 
and that no policy or personnel changes 
were being contemplated. 

Mr. Cohn said he and his father, 
Jessel Cohn were sole owners of Acme. 
The family started the firm in 1929. 
Acme also has plants in Cookeville and 
Ashland City and makes Wellington 
and Majorette boots. Terms have not 
been announced, 
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We Offer Quality Jobs, Cancellations 
and Closeouts in Branded Footwear to 


CANCELLATION 


Our prices 


shoe stores, 
drive-ins 
and 
shoe 
promotion 
buyers 


reputation 
for values! 


Open a Cancellation Shoe Store in Your Town 


Our New Store Consultants Will Help You 
Set Up a Profitable Operation 


Quality Shoes Since ‘32 


M. K. WEIL Shoe Company 


“While in Town See Weil” 
Saint Lovis 3, Mo 


1215 Washington Ave 


Sample Rooms: Los Angeles 


on fine shoes, 
bought direct 
from the best 
known makers 
are in line with 
our nationwide 
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Use Them For Children, Too! 


dise from damage from wet or bare feet and 
heavy socks. Customers, both children and 
adults, return to stores that use Trons. 

@ Order disposable Trons now from your jobber, 
or write for free samples and prices to 


D & K COMPANY, INC. 





® The 
DISPOSABLE 
try-on socks 


@ Trons save your merchan- 


Ithaca, N. Y. 








* New York 


SALES 
JUMP 


when you STOCK the 
Completely NEW 


KLEEN-STEP 
FOAM RUBBER 


INSOLES; 


@ Top quality Foam Rubber with 
leather-like covering 


COMFORTABLE—molds to the foot 
COOL—porous and perforated 
SANITARY —contains HEXA- 
CHLOROPHENE (anti-bacteriolog- 
ical germicidal agent), treated 
with Fungistat Anti- 
septic 

PLEASANT SMELLING — treated 
with deodorant 


Send for FREE SAMPLE— 
E-Z WALK CORP. 


104 W. 17th St., New York 11, N. Y. 


Germicide, 











International Shoe Aide Cited by Army in Germany 


MUNICH, GERMANY Private First- 
Class David G. Schuchat, 25, who was 
Washington representative for the In- 
ternational Shoe Company, St. Louis, 
Mo., has left for home and separation 
from the Army. 

He has been here last June 
in the Administrative Management Di- 
vision of Southern Area Command’s 
Quartermaster Section. 

While in Europe, he visited the Sala- 
mander A. G., near Stuttgart, Ger- 
many’s largest shoe manufacturer. He 
was shown around the factory and 
through several of their nearby retail 
stores. In London, he visited several 
British shoe retailers. 

His job with the Army had to do 
with supervising the administrative 
management of all Quartermaster fa- 
cilities in the 27,000-square-mile South- 
Area Command, including shoe 
repair services. 

The Quartermaster of Southern Area 
Command, Colonel M. E, Loes, wrote 
Mr. Schuchat: “Your continued loyalty, 
sincerity and pleasant personality have 
been an inspiration to all who have 
served with you. Your professional 
knowledge, ability and ingenuity have 
definitely assisted this section in attain- 
ing a smooth and well-rounded organi- 
zation which contributed materially to 
the successful fulfillment of the Quar- 
termaster mission within the Southern 


since 
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Area Command.” 

Before coming overseas, PFC Schu- 
chat did footwear research at the 
Quartermaster Research and Develop- 
ment Center, Fort Lee, Va. He worked 
on the project of standardization of 
footwear for all branches of the service. 


DAVID G. SCHUCHAT 


He was inducted into the Army in 
March, 1954. 

He was educated at The Park School 
and Johns Hopkins University, Balti- 
He is the son of Mrs. Sara K. 


Balti- 


more. 
Schuchat, 2910 Allendale Road, 
more. 


New Corporation to Make 
Boys’ and Young Men’s Shoes 
The Newport Shoe Mfg. 
has recently been or- 
ganized to manufacture little gents’, 
boys’ and young men’s Goodyear welts 
with the Royal Cadet Brand. 

Newport Shoe Mfg. Corporation has 
taken over the Newport, N. H. plant 
of the International Shoe with a 
factory comprising 80,000 square feet 
of space. This factory has a capacity 
of 400 dozen a day. Royal Cadets 
will continue to be manufactured also 
at the Middlesex Division of the Chris 
Laganas Shoe Co, of Lowell. 

Chris Laganas and Newt 
principals of the new corporation. They 
both affiliated with the Chris La- 
Shoe Co. and Middlesex Shoe 
of Lowell, Mass. Mr. Chris La- 
ganas emphasized that this is their 
third expansion move in five years 


30STON 
Corporation 


Co. 


Rosin are 


are 
ganas 
Co. 


Radase Heads Slipper Firm 


CoLuMBus, O.—A. W. 
assumed the post of president and gen- 
Products, 


Radase has 
eral manager of Hollywood 
of ballet slippers 
it was announced 


Inc., manufacturers 
and acrobatic sandals, 
here. 

Mrs. Mildred A. Radase is secretary- 
Mrs. Lola M. Patton retired 
14, 1956. 


treasurer. 


from the business February 
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E. T. Wright Assigns 
Walls to Eastern Area 
ROCKLAND, Mass.—E. T. Wright & 
Company, men’s quality 
shoes, has announced the appointment 
of Charles T. Walls, Jr., as sales rep- 
resentative in a territory which includes 
Pennsylvania east of Pittsburgh, south 
ern New Jersey, Baltimore and Wash- 


makers of 


ington. 

Mr. Walls joined the 
1946 soon after receiving his discharge 
the and spent 
years working in the factory 
during which he became thor 
oughly familiar with all phases of the 
of Wright Arch 


He also assisted in styling, 


company in 


from armed services 
three 
here 
construction Preser 
ver shoes. 


modeling and testing new shoe types 


bee 


CHARLES T. WALLS, JR. 


1949 he began traveling New Eng 
land and upper New York as assistant 
to his father, Charles T. Walls, Sr., 
familiarizing himself with retailing 
and marketing techniques. In his pres- 
ent position, Mr. Walls will continue 
to assist Leo McCarthy, executive vice- 
president, in styling the line. 


United Shoe Machinery 
Leases Site for Research 

XENIA, O.—The old R. A. Kelly plant 
here has been leased for a research 
center by the United Shoe Machinery 
Corporation of Boston, it was 
nounced here. 

The center will be headed by Dr. 
John E. Clemens, former chief of the 
physics branch of the aeronautical lab- 
oratory at the Wright-Patterson Air 
Force 

The initial staff will number 40 highly 
skilled technicians, but expansion is 
likely, officers of the corporation said. 


an- 


base. 


Cosmos Puts Its Production 
At 6,081,408 Pairs in 1955 
BROOKLYN, N. Y. A. J. Klinger, 
president of Cosmos Footwear Corpora 
tion, 62 Schenectady Avenue, Brooklyn, 
states that his company manufactured 
a total of 6,081,408 pairs of shoes in 
1955. In an article on production 
ratings in the February 1 issue, Boot 
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than 
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standing, 
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and films. 
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country, based on pairage International 
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Footwear 
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Littleway Previously, he had been superinten 
dent at mill of Canadian 
for 
Com 
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uals, moccasins and 
the Gatineau 
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the Quebee North Shore 
pany and_ technical 
tigouche in Campbellton, N. B 


Brown Company Names 
Guimond Pulp Manager 
BERLIN, N. H.—F. X 


Paper 
operator 


Guimond, long Re 


Many individual firms, for credit reasons, turn down valuable 
orders which we could have approved safely for them. This is 
not because we know their business better than they do. But 
their main business is making and selling a product ours is 
granting credit. If reasons to accept a risk exist, we have the 
facilities to find them. 


Our job is to guarantee our clients against bad-debt losses 
while helping them to expand their sales through credit set 
vices that stimulate, not restrict, their business. Iselin services 
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Why neglect the extra profits that 
are yours for the taking with 
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Stunning Styles 
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SUMMER STYLES, Blum’s 
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Technical Trends Seen Inf luencing Style 


Machinery and Process Improvements Shown at Factory Management 
Conference Also Offer Means of Surmounting Rising Costs. 


CINCINNATI—New technical develop- 
ments in the shoe industry will have 
a marked impact on shoe styling. Ad- 
vancements in factory methods, labor 
saving machinery, and improved proc- 
esses, as well as new materials will 
also help solve the problem of mount- 
ing prices, 

These trends were recorded at the 
Factory Management Conference held 
February 18 to 21. Although 
highly technical, many of the develop- 
ments shown had a definite fashion 
slant and should have a marked im- 
pact on shoe styling. A few will be 
in evidence in second run Summer 
shoes, a number will be part of Fall 
lines, but many will not be in wide 
use until Spring of 1957, 


here 


New Materials Aid Manufacturers 


Volume manufacturers particularly 
will benefit from new materials. Faille, 
natural straw, suede, calf, and all 
leathers and materials are simulated 
in a new synthetic. Beading, brocading, 
embroidery, stitching, and other treat- 
ments stamped on solid sheets replace 
many hand and machine operations. 
Manufacturers claim firms in the 
novelty women’s $8 and $9 range 
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can now turn out shoes in the $4 
and $5 range. Other producers of 
simulated natural straw, which appears 
to be slated for heavy promotion in 
Summer of 1957, are aiming at $2, 
$3, $4, and $5 production. 

Also for volume manufacturers, are 
new molded acetate heels in all possible 
shapes and heights. Makers claim they 
can be nailed on, will never break or 
scuff, and are considerably less expen- 
sive than wood and leather versions. 
They come in patent finish or white 
to be sprayed with any desired color, 
or they can be tinted as made. 

Several costly hand operations in 
multiple pleating are eliminated by a 
new power machine which will 
money for manufacturers in all price 
categories. Vulcanizing, which was one 
of the chief topics of discussion at the 
conference, is also marked as a cost 
saving method, after initial investment 
in machinery. 

Consumer demand for more and more 
flexibility in shoes was evident through- 
out the exhibits. Many wrinkle-free, 
light-weight linings were shown, also 
extra strength backing and reinforcing 
materials for use at throat straps, in 
stripping and other delicate joints. 


save 


Prima Ballerina, 
Patricia Bowman 


world-famous dance shoes 
of the stars with the finest 


IN-STOCK SERVICE 
IN THE INDUSTRY! 


Top quality, true hand craftsman- 
ship means easier fitting and more 
customer satisfaction. Tremendous 
in-stock selection minimizes your 
stock problems, keeps you always 
filled-in on styles most in demand. 


© Ballet Slippers 
¢ Sandals 
* Tap Shoes 


© Toe Shoes 
© Oxfords 


Write for catalog or visit our show 


rooms—today ! 


La Mendola 


THEATRICAL FOOTWEAR & ACCESSORIES 
130 W. 46th St., N.Y. 36 © JUdson 6-0113 


A new lining backed to leather, faille, 
denim, or velvet, or satin, makes the 
entire especially the box toe, 
permanently resilient, it is claimed. 
There are also many new products to 
make innersoles more flexible. 


shoe, 


See Trend to Colored Soles 


Fashion influence was seen not only 
in uppers but also in soles and heels. 
There will probably be more and more 
soles. This will not happen 
but high style shoe men 
worked with the com- 
position colored soles, especially in 
flats, and in outdoor type 
slippers. An increased interest in com- 
position soles to exactly match current 
colors in upper leathers instead of the 
standard sole was also noted. 
A new cement welting for women’s 
shoes is now made in practically every 
color from light pastel to dark shades. 
It makes further contrast effects with 
trims close to the sole possible, and will 
be especially effective in flats. A gold 
welting for men’s shoes was also shown. 

Exhibits showed a marked trend 
toward making shoes elastic in some 
way, and there was also interest in all 
elastic shoes. There will probably be 
a lot of elastic quarters in Fall shoes 
using stripping available in all colors 
as well as striped, patterned, and 
ombre treatments. Stretchable backs, 
separate plugs for two and three-tone 


color in 
overnight, 
sampled and 


casuals, 


colors 
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effects, leather covered gores, gore loops 
for closures and use at vamps were 
shown. Gold _ metallic stretchable 
copies of rigid meshes and straw cloths 
were well accepted. 

New variations in heels will make 
extended style ranges possible in the 
popular flats. A graceful square toe 
and square heel is made possible with 
a new semi-square back heel, tapered 
on four sides. New models also permit 
back extension of the heel instead of 
conforming to the sole. Other stacked 
leather heels have extended base lift, 
are tapered, scalloped, in the shape of 
V, fish tail, or horse shoe. 

Top lifts, said to solve the spike heel 
problem, now come in all colors, are 
used to contrast, or match with the 
uppers, or to match the inside of the 
heel. They are also made for glass 
heels. Specialized breasting cements 
have also been created especially for 
high style heels. 


Thread Picks Up Any Color 


Many new ways to stitch style into 
shoes was shown by the thread firms. 
Stitching is being used on stripping, 
darks, arrows, in weaves, and all over 
patterns. An imported Swiss mono- 
filament thread picks up any color 
when sewn into the shoe and is also 
used in cross-stitch patterns with solid 
color combinations. A new thread and 
stitching process simulates alligator 
finish. New inseam dacron and nylon 
threads in pastels will be used for 
contrast and other pattern effect in 
women’s pastel moccasins. 

Improved fitting in low cut shoes 
is promised by new rubber edge French 
cord binding and new elastic bindings 
for sweater tyne pumps. One firm has 
an elastic binding of nvlon and rubber 
which doesn’t vary in width when elon- 
gated and thus makes good tip lining. 

Women’s stripping sandals can now 
be made in an endless variety of colors 
with uppers made entirely of plastic in 
tubular, ribbon, braid, and other forms. 


Palmyra Firm Not Involved 
In Any Liquidation 


PALMYRA, PA.—George L. Kreider, 
chairman of the board of The A. S. 
Kreider & Son Co., manufacturers 
of boys’ and men’s Goodyear welts, 
with factory here, stated that “this 
firm is not to be confused with any 
other manufacturer of juvenile shoes” 
who may have gone out of busines. Mr. 
Kreider said he wished to make this 
clear to correct any misunderstanding 
that may exist and to avoid any pos- 
sible false impressions. 

Mr. Kreider recently announced a 50 
per cent increase in sales of Foot 
King shoes for the six months period 
ending January 20, 1956, as compared 
with the corresponding period one year 
ago. The firm is enjoying an excellent 
Spring business. 
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Shoe Production Records International Manager 
Topple in Early 1956 Elected a Vice-President 

BostoN—The shoe industry set pro- St, Lours—Lee C. McKinley, general 
duction records in the first two months manager of upper stock and miscel 
of 1956 with output estimated at 108,- laneous procurement for International 
000,000 pairs. This figure represents Shoe Company, was elected a_ vice- 

: s. 

j : y 55 "es J f the company at a meeting 
f vrease of 14.3 per cent over 1955 president of ya ng 
ome gta of the board of directors February 27. 
As vice-president, he will continue to 


’ ; be responsible for the purchase of 
The Tanners Council said this high upper stock and other materials. 


and for each month, has been the big- 
gest output for any period on record. 


level of production reflects the effects Mr. McKinley joined the company as 
of a very early Easter this year and ag clerk in 1921. Three years later he 
the $1 minimum wage standard as well was made a leather buyer and in 1940 


as sustained high-level retail sales became manager of upper leather 
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in outdoor footwear 
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Sport Boots 


Just slip on a pair of “Royal Worcesters” yourself and 
you'll see why they’ve become America’s “best buy” in outdoor 
footwear. 

Nearly a quarter-million pairs sold proves that your cus 
tomers want the comfort, warmth and protection of “Royal 
Worcester” insulated leather boots especially when you can 
sell them with a generous profit at way under $20. 

Smart-looking moccasin and plain toe styles for men and 
women in 6, 8, 10 inch tops. Nationally-advertised, of course, 
and you get lots of free selling helps. 





Sold only through Jobbers — call yours today. 





WORCESTER 74 HAMMOND STREET 


SHOE COMPANY WORCESTER © MASS. 








Made in Canada os “Sismen Bushmaster Shoe” by 
T. Sisman Shoe Co. Lid. Aurore, Ontario, Coneds 
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All Prices Net 
F.0.B. Boston 


BLACK WHITE 
No. 2010 No. 2020 


Sizes 5/2-8, M width $2.0 


No.2111 Wo. 2121 


Sizes 6/2-12,M & Nwidth $2.95 


No. 2212 No. 2222 


Sizes 12'/2 


No. 2313 No. 2323 


3,M&Nwidth $3.15 


Sizes /o-9,M& Nwidth $3.25 
9Y2-10,M & Nwidth $3.50 

Prices include over toe taps, un- 
attached. Add i5¢ per pair with taps 


attached 


IT'S SHORT...IT‘S POWER PACKED 
11'S THE “PACKAGE” BOYS SHOE PROMOTION 


To Retail 
PROFITABLY SABERICH 


Od GEEIPSEES) 


THE ALL Boys AcTion SHOE 





ALSO MAKERS OF b 2 FRICH 


AMERICA’S MOST POPULAR LINE OF BOYS’ SHOES ; 


Po il 
GERBERICH-PAYWNE SHOE co. 


MOUNT JOY PENNSYLVANIA 














CSheo Ste 


Wo. 1314 (black), No. 1324 (white) 
Sizes 3 /2-9, M & WN width $3.40 


No. V1354 Silver Kid, cuban heel $5.40 
No. 3954 One strap, Silver Kid, cuban heel 

No. 3355 One strap, Silver Kid, Baby Louis heel, * 
Sizes 2-10, all shoes listed 25¢ extra 

Over toe taps included, unattached 
Additional taps: over toe 25¢ or 

full heel taps 30¢ pr 








BERNED SHOE CO. 


207 ESSEX ST., BOSTON, MASS 


Manutacturers Distributors 


Wohl Shoe Company Makes 
Three Personnel Changes 


Sr. Louis Wohl Shoe Company’s 
expanding wholesale division started 
the new year with three organizational 
changes designed to help meet the 
challenge of fast growing sales. 

The major changes, according to 
Eugene J. Roessel, general manager 
of the company’s wholesale division, 
included the appointment of Divisional 
Sales Manager Tom Gardner to sales 
manager of the Jacqueline-Connie 
Paris Fashion Division; the appoint- 
ment of Natural Poise Salesman Jim 
Turner to Natural Poise-Petite Deb 
sales manager, and the naming of Sales 
Manager Dick Netteler as the new field 
representative. 

Tom Gardner came to Wohl Shoe 
Company in 1951 and spent three years 
in the home office becoming thoroughly 
familiar with wholesale merchandising 
techniques, before traveling the eastern 
Washington, eastern Oregon, Idaho, 
Montana and northern Wyoming ter- 
ritory. He returned to the home office 
two years later, and in 1954, was ap 
pointed Natural Poise and Petite Deb 
division manager. 

Jim Turner joined Wohl! in 1954 as 
a Natural Poise salesman after work- 
ing five years in various capacities for 
an eastern shoe manufacturer. Before 
being called into the home office, he 
represented the Natural Poise and 
Petite Deb line in Missouri, Kansas 
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Wo Service 
Charge on 
Small Orders 


as well as in 

Dick Nettele 
organization in 
the wholesale sé 
did sales work 
Minnesota and 


PEER-A-BOO 


‘EM and 


CS 
iS PEEK-A-BOOT, inc. 


' 
te Angeles | 


2 East 44t 


the Nebraska area. the Cobblers organization. 

r joined the Wohl Mr. Rosenthal has been associated 
1939 as a trainee in’ with Cobblers since 1943. A year ago 
*rvice department. He he assumed the position of assistant 
in Indiana, Kansas, to My Sraun. He will retain these 


New York until 1952 duties in addition to those he assumes 


when he returned to the home office. jn his new position. 


His new appoin 


tment returns him to Mr. Rosenthal will be responsible 


a preferred task of selling customers for aJ] purchases in connection with the 


in the field. 


operation of California Cobbler’s Los 
Angeles factory and also the eastern 


California Cobblers Appoints plant at Williamsport, Pa 


Rosenthal Pt 


Los ANGELES 


| . A The post was formerly held by 
Irchasing Age nt Albert Consalvi, who has not yet an 


Edgar Rosenthal was nounced his future plans 


appointed purchasing agent for Cob- 


blers, Inc., of 


Mishawaka Features 
Plastic Gaiters for 1956 
MISHAWAKA, IND. Light weight 
plastic gaiters are being featured for 
1956 by the Mishawaka Rubber & 
Woolen Manufacturing Company, 
makers of Red Ball Weatherproof 
Following the success of Snug-Up, a 
translucent pullover gaiter of Plyron, 
the company has added a third last for 
high heels, Hi-Cuban, to the wedgie 
and cuban heights. This gaiter will be 
made in smoke and neutral colors. 
Lustre Plyrons for children will be 
made in four colors—caramel, lemon, 
strawberry and ice white. Like Snug- 
Up, the Lustre Plyrons are made in 
one piece to eliminate the possibility of 
this city, it was an- ripped seams, have corrugated non-slip 


nounced by Walter Braun, president of soles and adjustable fasteners. 
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International Sees 
Certain Price Rise 


St. Lours—Higher leather costs and 
the increase in the minimum wage rate 
makes it “almost mandatory” for Inter- 
national Shoe Company to raise the 
prices on its Fall line of shoes to be 
introduced about April 1, said Henry 
H. Rand, president of the company. 

Since most shoe makers followed 
International’s lead when it increased 
prices on its Spring line by 50 cents 
to $1 a pair last October, the April 
increase might lead off another round 
of increases for the shoe industry. Mr. 
Rand said it was yet too early to 
determine the probable price rise next 
month. 

He reported that Spring orders are 
running ahead of the comparable 
period a year ago in spite of a some- 
what slackened demand encountered in 
January and February. 

International’s shoe production in 
the last several weeks has averaged 
about 225,000 pairs a day—about 20,- 
000 pairs daily ahead of that period a 
year ago. 

“This is particularly remarkable,” 
he said, “in view of the fact that this 
production has been turned out only in 
our Western plants, while a year ago 
we had three Eastern plants in pro- 
duction.” 

Though unfilled orders accumulated 
during the almost month-long strike 
last November and December, Mr. 
Rand said unfilled orders at the end 
of February will be about equal to the 
end of February a year ago. 


Engineers Told Vinyl Fabric 
Sales Are Growing Rapidly 

CLEVELAND—Three times around the 
world is the mileage of vinyl fabric 
sales in 1955, E. G. Hamway, director 
of research of the Textileather Division 
of The General Tire & Rubber Com- 
pany, said recently at the twelfth 
annual technical conference of the 
Society of Plastics Engineers here. 

Mr. Hamway pointed out that more 
than 120,000,000 yards of vinyl] fabrics 
were sold by the industry with a dollar 
value exceeding $100,000,000. 

In his discussion of the materials 
and techniques used in the manu- 
facture of vinyl fabrics, Mr. Hamway 
said the continued growth of the 
industry is dependent on four factors: 
(1) ingenuity of chemists, engineers, 
production men and stylists within the 
industry, (2) continual education of 
the consumer and industrial user to 
prevent misapplication of the product, 
3) maintaining high quality standards 
and (4) development of improved raw 
materials. 

Construction of a sound coated fabric 
narrowed to a two step prop 
Mr. Hamway told the engi 
neers. The selection of the proper base 


can be 


osition, 


March 15, 1956 


material is the first and the 
choice of the right coating compound 
is the second. 

Elaborating on the two steps, it was 
pointed out that fabrics can be classi 
fied into three broad groups: woven, 
knitted and non-woven. The fabrics 
or fibers may be treated or untreated, 
bleached, and/or dyed before the coat- 
ing operation. 

Vinyls can generally be 
fabrics while pyroxylins are used on 
materials. Either of the ma- 
applied to the base by 


step 


used on all 


woven 
terials can be 
knife or roller coating. 

The solid content of pyroxylin coat 


ings varies, depending on the method 
employed, while vinyl coatings may be 
applied in solution form or as a dis 
persion. The bulk of vinyl coating, Mr 
Hamway said, applied by either knife 
or roller, are dispersion coatings with 
the dispersion being in the form of an 
organosol, plastisol or latex. 


Toreh Raises Sandals Price 


New YORK 
pany, Inc., manufacturers of latex rub 


The Torch Rubber Com 


seven 


of it ; 


announced a 
the price 
March 1 


ber footwear, per 


cent increase in rain 


sandals effective 





Keep Abreast of your 


MANUFACTURER'S 


ADVERTISING 
and 
Merchandising Plans 


.. IN THIS ISSUE 


_..And in EVERY Issue of 
BOOT AND SHOE 


RECORDER 


Watch 


for it! 











presenting 
Ruggie-ettes 


NEW CEMENTS—by the makers of quality 
juvenile goodyear welts—is news| 
Even more important, it's a sales booster for 
you. Write for FREE colorful catalog—ot 
once. 

7101 Black Potent 


310! Red Smooth W. L. 
6,8 B to E . 
O,A4 Ato E 
Retoli of 5.9% to 7.58 MANUFACTURING COMPANY, PALMYRA, PENNA. 


; ACROBATIC Sandal 
ne ie 
Romito AY) oonnery , It’s NEW—It’s HOT 


' Now, for the first time, Hollywood 
° Products offers this Acrobatic Sandal 

$ oe Store Equipment to the shoe trade, in Men's sizes 8 
| to 16. Also available for women 

and children in sizes 8-7 to L-9. 
CATA LOGUE 1] Made of smooth sueded-elk leathers 
| in tan (fawn) and black, with a 

| . variety of other colors available; 
i$ RESERVED FOR YOU! ; : and the soles are made of well- 
® i . ~ chosen soft retan leather, and all 

| sizes have flexible elastic ankle 
Ff ' bands. This line of nature sandals retails from one dollar to one-ninety- 

— Mail Coupon Today! as | five a pair. The company assures the shoe dealer of quick turnover and 
| profits by fast deliveries and satisfaction guaranteed. The many uses 
ROMITO mile iiaeee of this slipper include lounging, dancing, active sports and theatricals. 
| Orders should be sent to Hollywood Products, Inc., Post Office Box 628, 

CORPORATION | | Columbus 16, Ohio, who are leaders in the theatrical shoe business, as 
manufacturers and distributors for more than ten years. Other products 














RAVENNA, OHIO | | of this company are Hollywood ballet dance slippers and Hollywood 


dance tap shoes. 





St. als Fashion Women Plan Fall Show Xe Hest Blower Designed 


For High Temperatures 


BostoN—A new heat blower, which 
operates continuously at extremely 
high temperatures, has recently been 
developed by the United Shoe Ma- 
chinery Corporation. 

Feature of the new blower is a 
heavy duty, shock resistant Calrod 
heating unit capable of continuous, 
high temperature operation without 
danger of burning out. 

The blower has been designed for 
quick removal of lasting wrinkles from 
shoes both on and off the last. The 
device is also recommended for smooth- 
ing leather covered heels and for forced 
drying of adhesives. 

The new air flow principle of the 
blower incorporating an eight-inch dia- 
meter aluminum fan, results’ in 
minimizing heat loss through the outer 
jacket of the blower and assures a 

; constant, uniform flow of hot air. 

The Shoe Fashion Board of St. Louis is shown discussing their part in the forth. ‘Stainless steel internal tubes practi- 
coming tenth annual Fall showing of the St. Louis Shoe Manufacturers Association, cally eliminate corrosion from heat. 

April 29-May 2. Standing, left to right, are Bea Beste, Hamilton Shoe Company, The blower has been designed for 

co-chairman and Geraldine Epp Smith, Weber Shoe Company. Seated, left to .t.tionary bench mounting and has a 

right are Ruth Kiump, Valley Shoe Corporation Evelyn Farber Stix, Baer & Fuller; ’ 

Jaclyn Meyer, St. Louis Shoe Manufacturers Association, chairman; Muriel Braeuti- 
gam, Brown Shoe. Betty Mason, International Shoe, is not shown in photo. 


completely enclosed housing which pro- 
tects the device against factory dust 
and dirt. The Brushless 1/12 H.P. low- 
Preston Joins Tober-Saifer travel South Dakota, Nebraska and speed induction type runagged Suarantese 
: - long life with minimum maintenance, 
Sr. Lovrs—Paul Preston has joined Colorado. He replaces Julius Sager 46 corporation said. The motor is 
the sales force of Tober-Saifer Shoe who recently joined International Shoe equipped with a heavy duty electric 
Manufacturing Company and will Company’s Peters division. switch complete with pilot light. 





130 Boot and Shoe Recorder 





Where 


TO 


AE AE 6 


ORTHOPEDIC FOOTWEAR 


SE Oe 
Se See SSS SSS SSS eee eee eeaae ye 
DENIS BROWNE SPLINTS : 

24 st aluminum alloy——best quality ' 
REGULAR: 5, 6, 7, 8, 9, 10, 12,§ 1 Lorn ' 
14, 16, 18, 20, 22, 24 inches..... lo post. 4 
+ 

. 

+ 

‘ 

a 


SWIVEL: 6, 8, 10, 12, 14, 16, 18, 
20, 22, 24 AR aanote $5.25 pine 


Maurice J. Markell Shoe Co., Inc. 
332 South Broadway @ Yonkers, N. Y. 
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WOMEN'S SHOES 
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IN STOCK 


Sizes 
34 to 10 
AAA 10 € 
BROWN @ BLACK 
BURGUNDY © RED 


Classic styling and value 

with supple leather. Superbly 

detailed with quality built-in 
features. 


SALES TERRITORIES OPEN 


| FOSTER SHOE CO. 


ROWLEY, MASS. 
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HUARACHES 
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SAHUAYO 


HUARACHES 
53729 doz. 


sized 
Order 


steerhide huaraches for men, 
Colors, orange or cordovan 
insure delivery 


THE MEXICO CO. 


Dept. BSR, Calexico, California 


Heavy 
6 to 12 
early to 
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Electronic ‘Brain’ 


Adds Shoe Payroll 


NASHVILLE, TENN. An 
engineer” to compute the weekly pay of 
more than 10,000 of its Southern Shoe 
Manufacturing employees is_ being 
placed in operation by General Shoe 
Corporation, The new equipment, which 
can “memorize” 20,000 digets, will in 
20 hours compute the complete weekly 
payrolls of these 23 plants—a _ task 
which heretofore required 800 man 
hours of work from a staff of ex 
perienced accounting workers. 

“But not a one of these persons will 
lose his job or be laid off as a result 
of this techuological improvement,” it 
was emphasized by McKinney, 
industrial engineer, who will supervise 
operation of the new “brain” for 
General Shoe. “There is plenty of work 
in numerous branches of our 
accounting.” 

About three days are 
installation of the three 
small and compact units 
will go to work about 8 
morning and perform its prodigious 
feats of memory and mathematics for 
workers in Tennessee, Kentucky, 
Alabama, Georgia and Mississippi. In 
addition it will perform miracle feats 
of billing, 
scheduling 
services. 

The new computer is called an IBM 
650 Magnetic Drum Data Processing 
Machine. It is manufactured by the 
International Business Machines Corpo 
ration at its Endicott, N. Y. plant. The 
General Shoe machine is the first to be 
delivered in the Nashville area, and is 
the first to be used by any shoe manu 
facturer, according to James H. Cheek, 
Jr., company manufacturing executive. 
IBM will deliver more than 500 of the 
computers within the next two years 
according to its district manager, Jack 
Byrnes, here to direct the installation 
at General Shoe. 

The two most significant features of 
the machine are its ability to check the 
accuracy of its 
netic drum “memory.” 
is used in this manner: 

Engineers wish to 
complex mathematical 
“650” operator first 
chine by feeding 
punched cards which give it 
instructions on the prob 
lem, step by Then by the 
method, the operator gives the machine 
all empirical, or established data. These 
data may from 
previous experiments or calculations, 
or they might be in the form of known 
constants or tables of 
functions. 

The program and the establi 
data are transmitted from the 
which reads the punched cards to the 
magnetic drum Each 
ber is stored on the surface. 


“electronic 
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other 


required for 
surprisingly 
Thereafter it 


o’clock each 
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and other 
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revolutionary 
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FOR OVER 40 YEARS 


Headquarters For 


CANCELLATION 
STORES 


All Price Ranges Quality Brands 
Lowest Prices Largest Stocks 


Our Store Planning Division is ready 
te assist you in opening another store. 


Fas Sestueas 
MOSINGER-COHN 


1235 Washington $f Louis 3, Me 








Everyone Who Knows Comes to BARIS 
SURPLUS SHOE STOCKS 
from best sources always on hand 
at action prices 


B A is] iS THE NATION'S FINEST 


CANCELLATION SHOES 
79-81 READE ST. N.Y.7 + WO 2-5180 


A A RE EE 


SLIPPERS 


A EE EE re er 


7 





CUSHION.-SOLE 
CASUALS 


the big news for Spring and Summer 
this popular finger-gore style in ’ en 7h 
soft, pliable elk with buoyant Jd \ 4 Z 
12-iron cushion crepe sole Ne 
Retails profitably at $4.95 
Order Now for March and 
April delwery 
Tan or Brown. Case runs of 12, 18 and % 
size runs 6-11. Minimum order 12 pair 


Write for Catalog and Price List 


HUBER SLIPPER CO., AVISTON, ILL. 
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Where 
TO buy 


OE ee Orr em 


BOX HANDLERS 


SO Ee erm 


QUICKER 
than your 


LEGS 


Reach for a Long Arm and you get the shoes 
from the high shelves before you can “‘leg it” 
fo a ladder or stool. Order a Long Arm for 
every section of shelving. If not satisfied return 
them. $3.50 parce! post prepaid in USA. Handle 
iengths 24"' to 60" Specify if for men's or 
women's boxes Order now, right now, your 
findings jobber or 


CARL BEEMAN 
Cedar Heights Rood Stamford, Conn. 


SE er 


SHOW-CARD NEEDS 


i i iE i iL i i Di te ee 


DO-IT 
YOURSELF 


Display signs 





with pre-cut gummed 
paper Lettering num- 
bers and characters 
Moisten and mount 





Starter Kit A 
2500 Red and Black Letters 


0 
35 of each in 
2 sizes 44° —1lq" 
Refilis under Vee 


per fetter $17.95 
FRUCHEY SERVICE COMPANY 


Box 40! Ohio 








in 
divided 
cases 





Napoleon 
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ORTHOPEDIC FOOTWEAR 
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TARSO PRONATOR SHOES" 


for club feet 
prescribed by doctors 
as a supplement to casts in 
mild cases of talipes. 
Made and 


Maurice J. Markell Shoe Co., Inc. 


332 Seuth Broadway . Yonkers, N. Y. 


distributed only by: 
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LEOTARDS 
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LEOTARDS AND TIGHTS 
Whirl-a-Weve Leotards, Durene yarn. zipper back 
fastener, Children: Short sleeve, $2.15. Long 
sleeve, $2.50. Adults, Short sleeve, $2.35, long 
sleeve, $2.75. Give sizes when ordering 

4. Chatila and Company 

5719 18th Avenue, Bkiyn., N. Y. 


MANUFACTURERS OF BETTER DANCEWEAR 














Keep the New 
Shoes Shined 


[CONTINUED FROM PAGE 76] 


for easy reference pays off handsomely. 
Then, depending on the kind of shoe 
sold and its color, finish or texture, 
comes the time to clinch the plus sale. 

There is a second chance to close 
the extra sale at the wrapping desk 
where shoe polishes and findings racks 
mounted and displayed so the 
customer can handle the product. A 
mere nod of the head can bring the 
entire display to the customer’s at- 
tention, 

The practice of PMs will or will not 
fit into the plus sale picture as the 
individual shoe retailer sees fit. PMs 
help give the clerk extra money and 
are one means for helping stores re- 
cover profit during periodic sales. A 
general arrangement in the polish 
trade permits the profitable operation 
of the PM practice by a fixed, adequate 
markup. Yet the experience of one 
large chain has led it to dispense with 
the practice except for a single item. 
The custom in these is to take 
advantage of the PM percentage in a 
permanent adjustment cn the price 
it pays for the polish. The chain then 
pays its whopping 20 
per cent commission on all polish and 


are 


stores 


salespeople a 


findings sales. 

It will not take a clerk long to 
familiarize himself with the kinds of 
polish products available. A basic shoe 
polish stock is best which parallels the 
curve of shoe purchases. Today there 
is a polish available for practically 
every shoe, for every leather and every 
finish. A best source of in- 
formation is his shoe repre- 
sentative. 

The representative is always on the 
front line of the developing situation 
in his industry. Tanners often consult 
with manufacturers in an effort 
to develop proper polishes for new 
leathers, and textures. The re- 
presentative knows what’s coming up. 

A proper inventory should consist of 
a minimum of one month’s or a 30 
to 45-day—supply, which may be altered 
somewhat during the year by seasonal 
factors. 

A proper 
gauged by the ratio of the general 
shoe sales curve with how well 
clerks are being indoctrinated to the 
importance of plus sales. By keeping 
an eye on the polish-to-pairage ratio, 
retailers how well clerks are 
taking advantage of a plus sale situa- 
tion that, even today, is only partially 
realized, Too, the diversity of 
polish products available should pro- 
vide an added incentive to increasing 
total polish 

The basic polish colors for women’s 
should include blue, black, red, 
neutral and brown, and, for suedes, 
black, blue, brown, neutral, plus 
brushes and suede sprays. 

For children and growing 
there should be much the same 


retailer’s 
polish 


shoe 


color 8s 


inventory may also be 


shoe 


can see 


shoe 


sales. 


shoes 


girls, 
color 


scale, plus oxblood, largely in 25-cent 
boot creams. 

For men’s shoes, in addition to the 
standardized array, the retailer should 
not forget such natural addenda as 
shoe brushes, saddle soap, waterproof- 
ing compounds, shine rags and daubers. 
Many retailers who carry polishes as a 
matter of course often forget these 
extras. They cannot be sold by keeping 
them on the back shelves out of sight. 

As great a variety as_ possible, 
modified by the character of the 
individual store’s trade, should be dis- 
played strategically. All shoe polish 
manufacturers will provide displays, 
many of which come with a dummy 
carton that helps the Often a 
customer who walks into a store for 
the purchase of a handbag, for in- 
stance, will emerge with polish as well, 
depending on how effective are the 
displays. For this reason, polishes, 
findings, accessories and shoe orna- 
ments should be displayed close to- 


sale. 


gether. 

Shoe stores doing the biggest polish 
and findings volume today have suc- 
cessfully indoctrinated clerks who 
seldom sell a pair of shoes without 
polish. They have discovered it’s just 
as easy to sell a 50-cent polish for 
women’s shoes in finer leathers, for 
instance, as polishes of a lower unit 
price. As the retailer the op- 
portunity to see how his shoe polish 
and findings sales program is working 
out from month to month, he will be- 
come more astute in reordering and 
thus help push the plus sale to the 
level it is capable of reaching. 


has 


Hood Footwear Manager 


WATERTOWN, Mass.—John C. Mac- 
Kinnon has been appointed manager of 
footwear for Hood Rubber Company, 
a division of The B. F. Goodrich Com- 
pany, it was announced by James S. 
Barrie, vice-president in charge of sales 
and distribution. 

Mr. MacKinnon joined Hood 27 years 
ago in the department and six 
years later became New York sales 
promotion manager. During World 
War II he was manager of Aircraft 
and Plastics Development for Hood 
Rubber Company, and from 1946 until 
his present appointment, served as 
manager of national account sales. 


cost 


Production Gain in St. Louis 


St. Lours—Production for members 
of the St. Louis Shoe Manufacturers 
Association showed a gain of almost 
4,500,000 pairs in 1955 over the 
previous year for a total of 91,234,000 
pairs, it was announced March 1 by 
Arthur Gale, secretary of the associa- 
tion. This gain in production was made 
despite the fact that the city’s two 
largest producers, International and 
Brown shoe companies, were closed by 
strikes for about four weeks. 
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SALESMEN WANTED SALESMEN WANTED 


SALESMEN WANTED 

















2 SALESMEN 


1. Minnesota—lowa—Nebraska, No. Dakota—So. Dakota. 
2. California—Arizona 


THESE MEN WILL CARRY BOTH GOLO LINES. 


GOLO OF DUNMORE — SPORT WELTS 
G FLATS BY GOLO — DRESSY FLATS AND MID HEELS 


PREFER MEN NOW TRAVELING IN ABOVE TERRITORIES. DRAW 
ING ACCOUNT TO MEN WITH PROVEN RECORDS. 


GIVE ALL PERTINENT DETAILS IN FIRST LETTER. 


GOLO FOOTWEAR CORPORATION 


350 FIFTH AVE., N. Y. C. 


THREE SALESMEN 
WANTED: 


Territories — Tennessee, Mississippi, 
Arkansas, Louisiana—Oklahoma and 
Kansas — Maryland, Virginia, West 
Virginia and Eastern Pennsylvania; 
also Texas. To sell Well Known Line 
of Children's Stitchdowns and Patent 
Straps. Liberal Commissions. Send 


references and application to 


Box 464, care BOOT & SHOE RECORDER 
122) Loeust Street, St. Louis, Missouri 














EXPERIENCED SALESMAN 


To carry a complete line of Children’s Corrective Shoes, Manufactured by an 
old established concern. Largest Corrective Stock Program in the country for 
immediate delivery. Must know clientele. Write in confidence. Give territory 
traveled. Lines now carried and background 


Reply to Box 469, BOOT & SHOE RECORDER, Chestnut & S5éth Streets, Philadelphia 39, Penna 








POR EXPERIENCED SHOE SALESMEN 


+ 


wual Shoe Manufacturing ncern, wh 
ed AA-] 

Territories open: 

1. North and South Carolina 

2. Mississippi — Louisiana — Arkansas 7 


6. Colorado — Utah — New Mexico 
Wyoming 

. Minnesota North and South Da 
3. Kentucky—Tennessee kota—Montana 

4. Texas 8. Oklahoma 


§. Washington—Oregon—Idaho 9. California 
Reply to Box 465, BOOT & SHOE RECORDER, Chestnut & Séth Streets, Philadelphia 39, Penna 
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ul Reply to Box 

al Chestnut & 

Ph a 

E XCELLENT OPPORTUNITY FOR ALERT 
* 8n0) ALESMAN Beca ex 


pand ecting 
i 


VOLUMI MANI 
ILE FPOOTWEAR 
ete Lane f 


Vt i MI WA rkhp MA 
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me A nd M ‘ 


PTTIONA OPPORTU? 
rRA INCOMI IN MICHIGAN 
I ! ed Popular ; 
es 1 nct 
Re to Box 34 


I 


POSITIONS WANTED 














SALESMEN WANTED SALESMAN WANTED 


Manufacturer of Quality Women's To carry Line of Children's, Pre-Welts and Ce 
St s seeks « erienced representa ments. Luther Brand, Stock and Make Ups: Com 
onoes ay s 9 gee represent mission basis. Can be carried with non-conflicting 
tives. Submit full information as to Line. Established territories: Oklahoma, and State 
previous experience, Line carried, of Texas. Reply, with references 
> > ? re “ sre cal fe > 4 

age, territor y covere d and reference Ss THE KEPNER SCOTT SHOE co INC 
Reply to Box 461, BOOT & SHOE RECORDER Orwigsburg, Pa 

Chestnut and 56th Streets, Philadelphia 39, Pa 














GERMAN, AGE 29; 8 YEARS’ EXPERIENCE 
Specialized in Orthopedic Shoes and 
Skilled in Hand and Machine Cutting 


c 
is looking for working contract in U.S 


CHARLES DZIEWIOR 


46 Henry Street Toronto, Canada 
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SIDELINE SALESMAN WTD. 





FOR SALE 


WANTED TO PURCHASE 





SIDELINE SALESMAN WANTED for Short 

Line of Imported Handmade Quality Ladies’ 
Casuals. $7.00 to $9.00 Retailers. 10% Com 
mission. LAGAN IMPORTERS, 230 Butler, 


Pharr, Texas 


ELANCA Foot Sox, Ornaments and Bows, 

Pocket size sample. Manufacturer offers 
highest commission Ronty to Box #462, Boot 
and Shoe Kecorder, Chestnut & 56th Streets, 
Philadelphia 39, Pa. 


ANTED SIDELINE 

Complete Line of High-Grade Hand-Sewn 
Moccasins and Slippers. SAWYER MOC. 
CASIN COMPANY, Bangor, Maine. 


SALESMEN for 


SIDE LINE SALEMEN: Some territory still 

open for Children's revolutionary Casuals and 
Sandals——Liberal commission GARDNER 
SMITH, MFR., 3647 Ohio, St. Louis 18, Mo 


OPPORTUNITY! 


We hove several openings for side line rep- 
resentatives for our wonderful line of open- 
steck, in-stock low priced Juvenile Footwear. 
All open territories are well established. 
6% commision, pilus bonus. Write: 


WEIL CARLSON, SALESMANAGER 
SEABOARD NATIONAL SHOE COMPANY 
529-435 W. Pratt 34., Baltimore 1, Md. 


» 




















THERE'S BUCKS IN BUCKSKIN 


Send 50¢ today for 
Buckskin Drawstring Money Pouch 
and WHOLESALE CATALOGUE. 
BERMAN BUCKSKIN CO. 


Dept. 57 Minneapolis, Minn. 








CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 


161 DUANE ST. NEW YORK 7, W. Y. 
Telephone WOrth 2-2515 





FAMILY SHOE STORE, NEIGHBORHOOD 
LOCATION, COLUMBUS, OHIO. Ortho 
pedic and Regular National Branded Shoes. 
Established 20 years. Ideal Opportunity for 
man and wife. Will sell at inventory. Volume 
approximately $50,000. Reply to Box #460, Boot 
and Shoe Recorder, Chestnut & 56th Stretes, 
Philadelphia 39, Pa 

WO X-RAY FITTING MACHINES, late 

models, Reasonable. Selling out. Reply to 
Box #473, Boot and Shoe Recorder, Chestnut 
& 56th Streets, Philadelphia 39, Pa 
EAUTIFULLY EQUIPPED LADIES’ 
AND CHILDREN’S SHOE STORE in A-1 
Location in Jersey City. Established 35 years. 
Buster Brown Agency. Buy the Stock and get 
good-will and Fixtures free. Reply to Box 
#468, Boot and Shoe Recorder, Chestnut & 56th 
Streets, Philadelphia 39, Pa. 





HELP WANTED 


HELP WANTED 








Mm CASH FOR 
MM CLOSEOUTS 


MMM SURPLUS 
GMM DISCONTINUED LINES 
MMM COMPLETE STORES 


BROITMAN - GAFFIN 


146 DUANE ST., N. Y. C. BE 3-7290 




















Salary, commission and bonus. 
Paid vacations. 
visors: 


Indiana 
M. |. Whitted 
P.0. Box 581 
Marion, Indiana 


IHlinols 

E. A. Lane 
P.0. Box 631 
Bloomington, III. 





FAMILY SHOE STORE MANAGERS 


Openings in Indiana, Illinois, Michigan, Ohio 


MILLER-JONES, now operating 100 popular-priced family shoe stores, 
due to expansion program, has openings in the above mentioned states. 
Complete group insurance program. 
Reply in confidence to the following District Super- 


Michigan 

R. E. Hoga 
P.O. Box 188 
Marshall, Mich. 


Northern Ohio 
K. E. Worland 
P.0. Box 12 
Findlay, Ohio 


Central Ohie 
F.C. Grove 
P.0. Box 658 

Columbus, Ohio 








QOUNG MODEL CUTTER WITH LIM- 
ITED EXPERIENCE for Shoe Factory Pat- 
tern Department Opportunity and future 
training assured. Factory located in Mid-West 
Reply to Box #99, Boot and Shoe Recorder, 
Chestnut & 56th Streets, Philadelphia 39, Pa. 





BUSINESS OPPORTUNITY 





ADIES SHOE AND SLIPPER SALES 
“ MAN to take active part in business; small 
investment. Sell entire output of factory located 
in New York area, presently producing 1800 
pairs daily, California types. Very good op 
portunity for conscientious hard working indi 
vidual, Box #1154, 1474 Broadway 


XPERIENCED MODEL CUTTER FOR 
“ SHOE FACTORY Must have complete 
layout and requirement knowledge to serve as 
Assistant in Pattern Department. Salary to fit 
ability. Factory located in Mid-West. Reply to 
Box #471, Boot and Shoe Recorder, Chestnut 
& 56th Streets, Philadelphia 39, Pa 





Buy Savings Bonds 








WE PAY CASH 


for your 


* SURPLUS STOCK 
* DISCONTINUED LINES 
* CLOSE-OUTS 
Entire Stock or Portion 
High Quality Shoes Preferred 
Ladies’ * Men's * Children's 
31 No. 4th St. 
BARSH & CO. ‘hits: 6, pa 
Write or PHONE - MA 7-1666 





MORRIS BAYROFF 
formerly with M & R Shoe Ce. 
1S NOW LOCATED AT 
157 DUANE ST., N.Y.C. 
Telephone REctor 2-4249 
Highest Prices Paid for 
Complete Stores & Closeouts 














MY HOBBY 
Buying, Selling Shoes for 36 years 
CASH TOP PRICES 
Discontinued stocks 


HARRY HESS 


76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-896! Beekman 3-767! 














accepted 18 words, $3.60. 
and charged at the word rate. 





at word rate. Classified advertising is payable in advance. 
opened for classified advertising except for regular advertisers on contract. 


CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 20 cents a word under any of our classified headings. 
When a box number is desired, addressed to any of our offices, 12 words must be added for this 
If advertiser’s own name and address is used, count each word (street number is one word) 
Send check or money order with your copy. 


The rate for all displayed or boxed in classified advertisements is $14.00 an inch with a maximum of 4 words per inch. 


Notice: All Classified Advertisements Should be Addressed to Our Philadelphia Office—Séth & Chestnut Streets, Philadelphia 39, Pa. 


M inimum amount 


No accounts are 
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WANTED TO PURCHASE 





WANTED TO PURCHASE | WANTED TO PURCHASE 
BARIS BUYS for CASH 7 


Quick decision on your offers of discontinued and 


THE HATION'S Finest 
CANCELLATION SHOES 


79-81 Rea 


surplus men's, women's and children's shoes. 
Also complete stores considered 
Jobs in Fine Shoes From Fine Sources Since 1931 


* New York 7, NY. ~ Tel: WOrth 2-5180 





Your BRANDED 
and DISCONTINUED 


SURPLUS STOCK 


Write or Phone 
LOmbard 3-2062 


CAMITTA SHOE CO. 
120 No. 4th St. Phila. 6, Pa. 














ARRONSON 
PAYS MORE 


FOR YOUR JOB LOTS & CLOSEOUTS 
YOUR NAME & BRANDS PROTECTED. 
LEASES ASSUMED FOR OPERATION 


NOTHING TOO LARGE OR TOO SMALL 
George J. Arronson Associates 


157 DUANE ST., NEW YORK, N. Y. 
RECTOR 2-4170-4171 


FOR CASH | 2) 
V Quality Shoes \ Complete Stores 


v CLOSEOUTS OR SURPLUS 


from Mfr. or Retailer 
Any Quantity . . . Any Timel 


£6008 0060 tst@wers 6 Biwe 


For Quick Action, 


O]wiire, Wire or Phone 


CE 1-4896 


QUALITY SHOES SINCE 32 
“WHILE IN TOWN SEE WEIL” 


CE 1-3762 


Ni r = 


y 


SE tt) ie 


i Tt 





MERCHANTS’ NEEDS 




















Mex L. Meltzer, Pres. 


WE PAY MORE because WE ARE RETAILERS 





WE BUY MEN'S, WOMEN'S AND CHILDREN'S BRANDED SHOES. 
FOR QUICK ACTION WRITE, PHONE OR WIRE COLLECT 


HEMPSTEAD SHOE CO., INC., 269 FULTON AVE., HEMPSTEAD, L. I., N. Y 


Ivanhoe 1-9830 








; YOU DEAL WITH CONFIDENCE WHEN YOU DEAL WITH THE ORIGINAL 


SAM CAMITTA & SONS 
Foremost Cash Buyers of Fine Shoe Jobs Since 1906 


Surplus Stocks @ Closeouts @ Complete Stocks © Your Name and Brand Protected 





95 Reade St., New York 13, N. Y. 


COrtlandt 7-6378-9 











FOR YOUR ODDS AND ENDS, CLOSEOUTS 
OR COMPLETE STOCKS 


EDDY SHOE COMPANY 
ALWAYS RELIABLE 
132 Ne. 4th St. Phila. 6, Pe. 
Phone: LO 3-9533 


TOP DOLLAR! 











WE BUY CLOSE OUTS, SHOE STORES 
LEASES ASSUMED 
YOUR NAME PROTECTED 


B. & R. SHOE CORP. 


74 READE ST., NEW YORK 7, WN. Y. 
WORTH 2-6356 


RALPH VOGEL 





y, / ADVERTISING 
na  CUippings 


—here's how to get 


More Business! 


HE Vincent Edwards Idea Clipping 

Service has over 2000 satisfied users. 

Each order filled according to what 
you want; wholesalers usually request best 
retail ads; manufacturers usually want ads 
of competitive brands 

You will find that a study of newspaper 
ad clippings is the quickest and least ex 
pensive way to keep in touch with what's 
going on 

Use coupon below to learn more about 
this valuable service and the special short 
term trial offer No obligation, of course. 


VINCENT EDWARDS & CO. 


World's Largest Advertising Service 
Organization 


342 Madison Ave., New York City 
Please tell me more about your news 
paper ad clipping service and special short 
term trial offer 
City 
Name 


Company 














For 
Your 
SPRING STOCK 
CLEANING 
CALL 


a Half a Century 


of Satisfactory 
Service 


LOUIS CAMITTA & SON 
91 READE 8T., NEW YORK, WN. Y 


WO 2.5063 
formerly with $. CAMITTA & SONS 














March 15, 1956 


CASH 
10P PRICES 
y* 


SURPLUS SHOES 
CANCELLATIONS 
COMPLETE STORES 


Write or wire for fam ae- 
tion . . . quality men’s, 
women's and children’s shoes, 


ine —Joolwear FOR OVER 40 YEARS 


MOSINGER-COHN 


1235 Washingten $f levis 3,-Me 
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HEL? ares CHILDREN 
give 


’ THE NATIONAL SOCIETY FOR 
CRIPPLED CHILDREN AND ADULTS, INC. 
Tt S. LASALLE STREET, CHICAGO 3, tL. 


Will there be a 
vaccine against 
cancer? 


lt may depend on you 


The other day scientists vac- 
cinated a horse with dead 
cancer cells from 56 human 
cancer patients. The horse de- 
veloped antibodies against 
cancer. These antibodies then 
killed live human cancer cells 
in a test tube. 

Will this vaccine stop cancer? 
Only research will find out. 
And research takes money. 
Give to your Unit of the 
American Cancer Society, or 
mail your gift to CANCER. 
c/o your town’s Postmaster. 


American 
Cancer 
» Society 


Magnesium Snowshoe 
Developed in Canada 


OTTAWA, CANADA So successful 
have been tests on a light and strong 
magnesium snowshoe designed and 
developed by the Directorate of Inter- 
service Development that word has 
spread through the north country and 
several queries have been received from 
Indians and trappers asking where 
they could be secured. 

Actually the snowshoe is still under- 
going tests and trials but it has per- 
formed so well that the Directorate of 
Inter-service Development has recom- 
mended it for Army adoption. 

Snowshoes, a most necessary item 
for troops in northern Canada, have 
always been a problem for the Army. 
The familiar wooden type deteriorates 
badly in storage and the need for re- 
placements has always been great 
through warping and breakage. 

Development of the new snowshoe 
commenced some time ago. Since then 
some pairs have carried testing soldiers 
over 1,000 miles of rough trails and 
still remain in first-class condition. The 
new snowshoe is made of a magnesium 
frame and stringed with aircraft fine 
cable steel encased in nylon. 

The new snowshoes are light in 
weight (less than half that of the old 
type) and are corrosion, rot and mois- 
ture proof. No matter where stored 
they will not warp nor will the strings 
relax under adverse weather conditions. 

Their durability is many times that 
of the standard wooden snowshoe and 
breakage in the field has been reduced 
to a very low figure. Another obvious 
advantage in this country is that when 
not in use the magnesium snowshoes 
may be left upright in snow; standard 
shoes must be hung from trees out 
of reach of Arctic rodents 


Kraus Joins Castle Trimming 

New York—Castle Trimming Com- 
pany, Inc., announced that Nina Kraus 
has joined its staff. Miss Kraus will act 
as a fashion consultant and assist with 
sales in the New York and New 
England territories. She will also as- 
sist stylists and designers to adapt 
Castle products to their styles and 
lasts. She carries the line of fabrics 
for Kaplan Products and Textiles and 
will act in much the same capacity for 
that firm. 


Waldes Kohinoor Moves 


LONG ISLAND City, N. Y.—Waldes 
Kohinoor, Inc., manufacturer of fasten- 
ing devices, has moved the St. Louis 
branch offices and warehouse of its 
slide fastener division to new and 
larger quarters at 1113 Washington 
Avenue, it was announced by Ralph 
Woloz, division sales manager. The 
branch formerly was located at 1123 
Washington Avenue. 


Hood Rubber Company 
Holds Annual ‘Sports Nite’ 


WATERTOWN, Mass.—Athletes promi- 
nent in the field of professional base- 
ball were guest speakers at the 
fourteenth annual “Sports Nite” held 
for supervisory employes of the Hood 
Rubber Company, here. The meeting, 
attended by more than 400, was held 
in the company restaurant. 

Among the honor guests were Billy 
Klaus, Boston Red Sox “Rookie of the 
Year”; Dick Donovan, star pitcher of 
the Chicago White Sox; Jack Onslow, 
chief scout for the Red Sox; and Jack 
Lavelle, public relations director of the 
New York Giants. Master of cere- 
monies was Paul N. Swaffield, retired 
college football referee and advertising 
manager of the Hood Rubber Company. 
The address of welcome was given by 
the company president, Raymond H. 
Blanchard. 

Entertainment also included watch- 
ing a fashion show featuring the Hood 
and B. F. Goodrich Sun-steps line of 
women’s casuals as presented during 
the TV broadcast of John Cameron 
Swayze’s News Caravan; vocal select- 
ions by the company’s Chemtones, a 
quartet; and piano solo by Al Di 
Matteo. 


Martin Bennett Joins 
Hartman Shoe Company 


HAVERHILL, MAss.—Martin Bennett 
of Riverdale, N. Y., has recently be 
come associated with the Hartman Shoe 
Manufacturing Company as represen- 
tative servicing the retail trade in met- 
ropolitan New York City, Westchester 
County, Brooklyn and Long Island, it 
was announced by Harold Gould, sales 


, 


manager. 


MARTIN BENNETT 


Mr. Bennett was formerly associated 
for many years with the Apt Shoe 
Company of Cambridge, Mass. 

He will make his headquarters with 
Louis Greenwald. The New York office 
of this company where Mr. Bennett and 
Mr. Greenwald can be located will 
shortly be transferred from the Mc- 
Alpin Hotel to the Marbridge Building. 
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Acme Boot Co Kid Leather Guild 

Allied Kid Co ) Kings Footwear 

American Biltrite Rubber Co i, 27 Kreider, W. L., Sons Mfg. Ce 
American Cancer Society ; 
American Fixture Co 

American Girl Shoe 

American Juniors 8S 

Andrews Alderfer C : I 


A 4 Mendola Footwear 
Arronson, George . Associates 


Lawrence, A. C., Co 
Levor, G., & Co 
Lion Sandals, Ine 
Little Yankee Shoemaker 
B. & R. Shoe Co 5 Long Arm 
Jambo Co ) Lumbard-Watson Co 
jaris Shoe Co 
Barrett & Co., Ine 
Sarsh & Co 
jeau Footwear Co : 
Seckwith-Arden Co 26 Markell Shoe Co., In 
Seggs & Cobb Co Mexico, The, Co 
Berned Shoe Co eX Miller, O. A. Co 
Blum Shoe Mfg. Co 26 Mishawaka Rubber Co 
soot & Shoe Recorder 2 Missouri Div. of Res. & De 
Brezner, Div. of Allied Kid Co Monarch Marking Co 
Broitman-Gaffin Shoe Co } Morris Bayroft 


surns-Cuboid Co Se Mosinger-Cohn Co 


‘amitta, Louis, Shoe (« 

‘amitta, Sam 

‘amitta Shoe Co 

‘arter, J. W., Co 

‘at's Paw Rubber Co 

‘avalier Co Ohio Leather Co 
‘hairmasters, Ine 

‘hatila, A. & Co 

‘hesbrough, G. W., Co 

‘hris Laganas Shoe Co 

‘olonial Tanning Co 3 Paule Chemical Corp 
‘onverse Rubber Co Peek-A-Boot Co 28 She'd been slinking around in 


Peters Shoe Co 
A se ag tt oR — Show "9 every pair of shoes | had ‘til | 
,otvin,  < Shoe Co | 
a. thought I'd collapse. Suddenly, 
D& K Co 
Dewy-Almy Chemical Co { w ra on the window 
Dickerson, Walker T., Co ‘ there as a Pp 
Dow-Corning i Rochester Shoe Tree Co and a guy beckons me over to 
Du Pont, E. I. de Nemours & Co., Romito Donnelly Co se 
Ross, A. H., & Sons, In the door. ‘‘Look Boy," he says, 
Rueping, Fred, Leather Co rr 
what you need is a line with 


encom, & A., Co some real sales sock.’’ He gives 
“ddy Shoe Co , 


a wines 5 : oe Co 7 ; Sabin, B mee gander at the mos! yer 
Ephrata Shoe Co ; , i Scholl Mfg Ce 

Evans, John R., Co Shaw, M. 1 Ce ! 
E-Z Walk Corp . ; Stetson Shoe Co 13 seen... Beau Mocs. All that low 


Stone Tarlow 


handsewn moccasins I'd ever 


down on low cost, high markup, 


and fast turnover sold me in a 
Farber, I, Co j ma : a 
Field & Flint Co ‘ 33 Taylor, BE. BE , flash. Now that slinky dame 
Florsheim Shoe Co 5 fh aye ’ 
Foot-So-Port Shoes ; 2 Tingley R 0) makes my place a regular hang 
Foster Shoe Co ; Ty | 


Fruchey Service Co 2 out for all her shoes. No getting 
around it, Beau Mocs are the moc 


nited States Rubber Co casins no gal can resist 
General Split Corp Rg Front © ( 

Gerberich-Payne Shoe Co 12% United hoe Machinery Corp 

Gilbert Shoe Co l Celastk 

Goding Boots, In« 98 
Goodrich, B. F. & Co ; 94 
Goodyear Tire & Rubber Co 6,7 
Green Shoe Mfg. Co Back Cover 


Duralene 
Purchasing Agent 
Specialized Machine 


>» > 
eau oc 
_—— , i sh c Vaisey-Bristol Shoe Co ? 

empsteac . of « ° ° or : ” 
Herbst Shoe Mfg. C : Viner Bros., Inc TRUE MOCS WITH HANDSEWN VAMPS 

* Parents ‘ Virginia Oak Tannery orp 17 
Hess, Harry 
Heydays Shoes, Inc ved ‘ Exclusive Sales Agents: Sam Schoenfeld Assoc 
Hollywood Products, Ine ree , 47 West 3Ath Street, New York, New York 
Huber Slipper Co rer , d P 
Hubschman, E., & Sons, rte 36 Weil, M. K., Shoe Co } West Coast Division c/o Chesapeake Shoe Co 
Husseco Shoe Co. . Wellco Shoe Corp ( 543 Mission Street, San Francisco, California 
Hyer, C. H. & Sons, Inc Me wraare , Wolverine Shoe & Tanning Corp 
Worcester Shoe Co 


Ideal Shoe Mfg. Co eee wee 
Iselin, Wm., & Co ‘ wees soe f X-Ray Shoe Fitter 
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THE PURCHASING AGENT 


...and the SHANKS in his 


When footwear designs have been approved, when production 
plans are being made... the PA’s big job begins. 
He’s part of a team... he helps to execute the work of the 
stylist... and must satisfy manufacturing requirements. That’s 
why each component of the new shoe must be right . . . for the shoe 
.. for production. And all this at a price that will not boost 
the final cost-per-pair. 
Quite a few factory Purchasing Agents with sharp eyes for 
real value have found that it pays to consult United on their 
shank problems. A well fitted, well made shank is the backbone 
of the shoe, helping to maintain shoe lines and minimizing 


the annoyance of returns. 


VITA-TEMPERED STEEL SHANKS 


UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 
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Stvle 449 
Myle 2168 BERMUDA Last 
BERMUDA Last Ivywood Calf 


Ivywood Calf / 1 knit Nylor 


- 


~~ 


FIRST IN QUALITY! 


“LG sone mcsen 
The Big Story in Shoes is 
> Ankle-Fashioning makes the difference! 
Nunn-Bush Performance i | ae ri a ... Ankle-Fashioning 


gives superior character to style lines, 
comparably greater comfort, added miles of 


satisfying wear. Ask any Nunn-Bush wearer. 
See Your Local Nunn-Bush Dealer 


N-BUSH SHOE COMPANY + MILWAUKEFR Wi 
Style 463 
BERMUDA Last 


Brown Calf and 
Genuine Silk Shantung 


e4i 
PASSEL MOC Last 


BERMUDA Last 


Charcoal Brown Calf and 


(,enuine Sik Shantur 


ALSO MAKERS OF EDGERTON SHOES FOR MEN + MOST 5 $11.95 15. 95 - SOME HIGHER 



































